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There’s a heap of difference — your expert eye will tell 
you when you see the high grade products we manu- 


facture. Wringers—and nothing else. We make one 
thing and make it well. Send for our new catalog. 




















| Don’t Sell “Wringers”— Sell LOVELL’S 


ANCHOR BRAND 


Guaranteed Clothes Wringers 


LOVELL MANUFACTURING CO., ERIE, PA. 
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Need 







8 to 16 Zig-Zag Heat Tubes, Each With 8 to 9 
Square Feet of Heating Surfaces Make 
the Kelsey Most Powerful. 











What Class of Heating Work 
Will You Solicit During 1913 


WS High Grade Heating 


from satisfied customers and their friends. 


Are You in Position 


to solicit high grade heating work with 
confidence that you can guarantee satis- 
factory results? 


The KELSEY 
“iin GENERATOR 


has proven its adaptability fer good work 
and for big work by results secured in 
hundreds of residences with from 25 to75 


tion that might help you to build business, 


KELSEY HEATING Co. 
SYRACUSE, N. Y. 


NEW YORK OFFICE, 156 Fifth Avenue 


builds business by bringing profitablework | 








rooms and in churches and school build- | 
ings. Let us give you Kelsey Informa- | 


























Where the Shoe Pinches 





BASE BURNER isn’t made by adding circulating flues to an ordinary 
‘ parlor stove. Yet manufacturers are ‘featuring’ the additional radi- 








ating surface on their so-called base burners. Can you imaginé what 
their object is? They hope to distract your attention from the real weakness of 
the stove, the combustion and direct radiation. 


A stove is only as powerful as its combustion device. The only perfect device 
for bung all the smoke and gases and doubling the efficiency of a heater is known 
as the J. B. HOWARD COMBUSTION. And the SEARCHLIGHT UTILITY 
Return Flue Floor Heater is the only 
base burner on earth equipped with the 





Compare the SEARCHLIGHT UTILITY with 
any of these so-called base burners — why they 
resemble experiments. It may be that you have 
the wrong idea of what constitutes a base burner 
If so let us set you on the right track and at th« 
same time show you how you can make 50% 
profit selling the SEARCHLIGHT UTILITY. 
We'll make you a proposition you will lik« 
Write for our literature—today. 


THE UTILITY STOVE & RANGE CO. 


216 Board of Trade Bldg. 
INDIANAPOLIS, INDIANA 





MANUFACTURED BY 


vTEaNee oe NS omBust y 


INDIANAPOLIS.IND. 




















famous J. B. HOWARD COMBUSTION. . 


——— 
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work 
ends. 


With 
satis. 


————— 














hot air plant. 


The Monarch Warm Air Furnace 
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AS been made to supply the large demand for hot air plants that will give 
sanitary heating at a fuel cost as cheap as hot water heating. It was made to 














The Monarch Air Blast Furnace Showing 
Double Feed Door 








is utilized. 
Feed Door and larger base. 








disprove the popular idea that hot water heating is cheaper than hot air. The 
Monarch Warm Air Furnacé properly installed gives better service, better heat 
from a sanitary viewpoint and is pre-eminently a fuel saver. We assist our dealers 
and agencies in educating the buyer up to the true merits and advantages of the 
We are pushing the warm air business all over the country, on its 
merits, to the mutual benefit of all concerned—but we never talk ‘‘hot-air.’’ 


Here are some of the Monarch 
Warm Air Furnace Facts that 
appeal to prospective buyers. 


The Castings are made in our 
own foundries and factories—not 
purchased from jobbing foundries at 
the cheapest figures. 


The Ash Pit is deep and roomy, 
allowing for a large accumulation of 
ashes, and is so shaped that they 
are readily removed. 


The Fire Pot in a furnace of 
proper construction is the first part 
to require renewing. The Monarch 
Furnace fire pot is of heavy weight, 
and straight, making it impossible 
for ashes or coal to lodge on the 
sides. 


The Radiator compels the 
products of combustion to travel 


around both sides of the top before entering the smoke exit. All the heat available 
We have made improvements in the Monarch Furnace. A Double 
This permits of a larger casing and radiating surface. 


We started out to make the Monarch Furnace ideal—and we succeeded, as 
has been proven in every case where proper installation was made. 


The Prestige of the Dealer who sells the Monarch Furnace is immeasurable. 
It is the means of establishing a permanent business. Every owner of a Monarch 
Warm Air Furnace becomes enthusiastic about it and will recommend it. 


WRITE FOR OUR CATALOGS 


The Forest City Foundry & Mfg. Co., Ggou 
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Quality Ranges 








RE just the ranges for your fall trade, 
MR. DEALER. You can keep out of 


the ordinary class by selling the 


‘ALL QUALITY” 


A high class range made for hard service and 
long service. 


We positively guarantee satisfaction with 
our Quality Ranges, and a proof of this 
satisfaction will be found in the ever increas- 
ing number of Quality Ranges that have 
been sold during the past few years. 


We have a new proposition open to progres- 
sive Dealers. Write for it. 


BELLEVILLE - 
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**All Quality’’ OD 
Reservoir and High Closet 
For Soft Coal or Wood 


QUALITY STOVE & RANGE CO. 


ILLINOIS 
































“Detroit” Vapor Ranges, Stoves 
and Hot Plates 
Well! What About It? 


There is this about it: that we would like to 
have every stove dealer know something about 
the most successful Wickless ‘‘DETROIT’’ 
Vapor Burner 
made. Lights 
without a wick, 
and burnsa blue, 





smokeless, oil gas 
fire. Ina Cast 
Iron Burner, 
which insures 
durability. 


No. 35 for Gasoline 
No. 135 for Oil 
Complete line from 


a Hot Plate to High 
Grade Table Range 










TWO SEPARATE LINES — 
GASOLINE AND OIL 


Now, then, don’t fail to send for Catalog A and find out 
mort “DETROIT”? VAPOR RANGES, 
STOVES and OVENS. It will pay to secure exclusive 


The Detroit Vapor Stove Co. 


Detroit, Michigan 



















WEL Your Own Gas 


Hardware Dealers and Plumbers 


are making large profits selling the Detroit Combination 
Gas Machine to farmers and others located where city 
1s not ava‘latle, 


You make a big Profit on ‘the sale of the Plant, an- 


IY 


gas 
Ka 


other profit on the installation and sale 
of appliances— THREE PROFITS 
IN ONE DEAL, 


peteecon bination 
Gas Machine 
FOR LIGHTING AND COOKING 


If you are not already selling this machine, 
it will pay you to start at once. It makes 
the cheapest— 

Gas for Lighting—Gas for Cooking 

Gas for Laundry-Power Purposes 
and for all other uSes common to city g 
just as cheap or cheaper cost. 

These plants have been the st andar tor 
over 44 years. Perfectly safe, enter 
Class A National Board of Fire Underwrite 
More than 20,000 in use in og i 
Stores, Factories, Churches, Schools, \ 
and Hospitals. Write today for complet 
formation and dealers’ terms. 


Detroit Heating & Lightizg Co. 
520 Wight Street Detroit, Michiga” 


MA yp Ye Tadd Ei UWE 


Carburetor under ground 


Machine in basement 
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“QUICK MEAL” 


Blue Flame Wick Oil Stove 


The ORIGINAL OIL STOVE 


WITH A 


GLASS FOUNT 


Simple as a lamp. 

Makes a clean and powerful blue flame. 
Easy to re-wick or regulate. 

Has Porcelain Burner Drums that can- 


not rust, the shape of which creates the 
hottest fire possible. 














RINGEN STOVE CO. 








SAN FRANCISCO, CAL. 
976 Indiana St. 











825 Chouteau Ave. | NEW CATALOGUE 


ST. LOUIS, MO. 


NOW READY 






































No. C846 


HE dealer who wishes to 

sell his customer a range 
of exceptional beauty and real 
service will do well to place this 
CLARK JEWEL Cabinet on 
his sample floor. 


Some of the reasons why: 
White porcelain paneled 
doors. 


Enameled drip tray, under 
top burners. 

Large working space. 

Convenient height of top 
burners and oven. 

Roll front warming closet 
above the oven. 


Quick and powerful burners. 


George M. Clark & Co. 


Division American Stove Co, 


Chicago 
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Found! A Good Customer— 
Did You Lose One? 


A PROGRESSIVE DEALER picked up a large order the 
other day by proving that the furnace he sold was the 
best and most economical of all those submitted. It was 


The Enlarged Hero 


he sold. So called because many of our customers insist on 
having a larger casing than that we generally use, so as to 
give a larger supply of air. The cut also shows our Geyser 
Water Attachment—the latest of our many Hot Water 
Heaters. 

We also manufacture SMITH’S 


VENTILATING 
Hero SCHOOL ROOM Heater 
for heating and ventilating school rooms, churches, stores, lodge halls, 


auditoriums, etc. There are several hundred thousand country 
school houses in the United States. A new field for dealers to heat. 


This is the best time to talk “‘heat.”’ 
Write for Catalogues today. 


Chas. Smith Co. 


THE ENLARGED HERO 57 W. Lake St. CHICAGO, ILL. 
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Save Your Money by Saving Your Fuel 


—————"i, SES 


Hammond Underfeed 


Furnace 


All fuel forced in under the fire, the 
proper place for fuel to enter the fire 
box and not on top of the fire where 
50% of the combustible products in 
the fuel get out of range of the com- 
bustion temperature before being 
consumed and is thus wasted, pass- 
ing up and out of the smoke stack. 





Qe 
oj 


Every part of the fuel must pass 
directly through the fire insuring 
greater efficiency in the HAMMOND 
UNDERFEED than in any other 
modern furnace. 


Locomotives consume about one- 
ne third more coal than would be nec- 
essary if the fire could be fed without opening the doors and cooling off the combustion chamber. 


_ In the HAMMOND UNDERFEED this defect has been remedied and, at the same time elim- 
inated the nuisance of Smoke, Dust and Dirt from the operation of feeding. 


Our catalog will tell you how easily it1s operated. Write for 2t,, NOW! 


THE PECK HAMMOND CO. 3 :: . Cincinnati 
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UNUSUAL MERIT 





BOYNTONS SQUARE POT 
CRUSADER FURNACE 


IN SQUARE POT 
CONSTRUCTION 


All furnaces have their good points, but are 
these points distinctive enough to really interest 
your customer? Doesn’t he forget everything 
you tell him the minute he leaves your place? 


SQUARE POT FURNACES are different. 
They attract attention immediately and these 
square pot features make an impression on him 
that he cannot forget. 


Consider these points carefully in selecting 
your line this year. 


CHICAGO 
NEW YORK JERSEY CITY 

















Points of Excellence in the “Fr ont Rank” 


ALL-STEEL WARM AIR 


FURNACE 


@ Made of extra heavy steel plate. 


@ Has largest possible direct radiating sur- 
face. 


@ Extra long flue travel. 

@ Built on vertical lines, self cleaning. 

@ Burns hard or soft coal, wood or any 
kind of fuel. 

q A Special Hot Blast Firepot for soft coal 
burning can be furnished. 


@ Independent grate bars without cogs. 

@ An agency agreement that is just as at- 
tractive as the **Front Rank’’ Furn- 
ace, awaits you. 


Send for *t and ask for our new Catalog. 


Haynes-Langenberg Mfg. Co. 
4045-57 Forest Park Blvd. 
ST. LOUIS, MO. 
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Sell “FLORAL CITY” FURNACES 


and Enjoy—Quick Sales, Good Profits and Satisfied Customers. 
Why? Because— 


In ‘‘Floral City’ furnaces we offer to the trade the most com. 
plete line of high grade furnaces on the market. They have an 
earned reputation for efficiency. They are backed with a guarantee 
by a firm thirty years in the business. This firm is a “‘known quan- 
tity” —a pioneer in the manufacturing of heating furnaces. 

They are sold through dealers only and these dealers have ex- 


clusive agencies for the different territories allotted to them. 

The firm behind them absolutely guarantee satisfaction and prompt service. 
There are other reasons. A letter from you will. bring them, together with 
our catalog and best discount. 


THE MONROE FOUNDRY & re. oe COMPANY 
Monroe, 


“GI “KING” — Our largest seller and one of the best ‘furnaces on the market today 
It is not newer than the rest, it is different, though. 




















Your Reputation! 


Do you care about it? 
Then sell 


GILT EDGE Furnaces 


They are reputation builders but they are 
profit makers as well 


Some of the dealers now on our lists are the sons of 
men who have made both reputation and profits 
with GILT EDGE Furnaces. 


If you are not now selling them you will want to 
write us for catalogues and proposition. 


R. J. SCHWAB & SONS CO., 


283 Clinton Street, ._ Milwaukee, Wis. 














T. E. Henry Furnace Co. 


825-29 Long Ave., N. W. | | d 
829-30 Champlain Ave., N. W. \IGYEIAIIG 








The MONCRIEF | |GO AFTER IT 


The agency for the furnace 
built on new principles— 
the best furnace on earth. 


Sprague 
THE Underfeed Furnace 


CATALOG | 


is now being mailed. 
Are you on the list? 
Send a postal today. 


For fuel economy it has 
no equal. The new Un- 
derfeed Grate will surely 











interest your trade. Send 
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to-day for descriptive 
matter and prices to the 


SYMONDS ||| tec She ste Se 


special inducements to 


WALL REGISTERS} ||.“ 


Sprague Foundry & Mfg. Co. 
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COUNCIL BLUFFS, IOWA 











Send for catalogue for 





further particulars 
HARDWARE CLERKS 





can make extra money soliciting subscrip- 





SYMONDS REGISTER 
COMPANY, sr- Louis, ‘ao: 





tions for AMERICAN. ARTISAN in their 
sparetime. Very liberal cash commision. 
No experience necessary. Address Circu- 
lation Department AMERICAN ARTISAN, 
537 South Dearborn St., Chicago, Illinois. 


























Have you read the front cover advertisement carefully? 
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THE ROBINSON GEM FURNACE 


ROBINSON FURNACE COMPANY 


65-67 West Lake Street 


S designed to.meet the great demand for a popular priced WARM 
AIR HEATING FURNACE. It is built on common sense prin- 
ciples—not a collection of “‘experiments.’’ It is made to supply lots of 
WARM AIR on.an economical basis. The Robinson Gem Furnace 
always gives satisfaction,to the purchaser. 
Can be furnished with either cast iron or steel radiator. Deflector 
damper in radiator furnishes-a direct and indirect draft feature. 


We can quote you good prices on the “ROBINSON GEM.” Get ac- 
quainted with the entire Robinson Line of Furnaces. It’s a money 
making line for dealers. 


Write for new Catalog just out. 


CHICAGO, ILLINOIS 

















ve 








IT WILL PAY YOU 


application. 


ners’ trade. Address 


DANIEL STERN, 
537 South Dearborn Street, 
Chicago, Illinois 





To illustrate your adver- 
tisements in your local 
paper. A sheet of comic 
advertising cuts sent on 


These cuts are furnished 
with catch-lines showing 
their application to the 
hardware, stove and tin- 











SCHEIBLE FURNACES 


The kind you can recom- 
mend to your friends with 
a certainty that they will 


MAKE GOOD EVERY TIME 


) THE SCHEIBLE-MONCRIEF 
HEATER CO. 


1444 WEST NINTH ST. Cleveland 












































Michigan Safety Furnace Pipe 


Automatic Locking Device 


O YOU REALIZE the great advantage of having pipe 
that locks automatically ? 
locked at the same time—with the only 
device ever invented which actually 
locks the pipe. 
This means a saving of at least 50% 


in labor. 


Progressive furnace men everywhere 
will recognize the great advantages this 
new pipe offers, and will send for sam- 
ples we are distributing to the trade. 


Sold by first-class jobbers everywhere 
—or write the manufacturers direct. 


Michigan Safety Furnace Pipe 


Corner Brooklyn and Abbott Streets 


| 


IS NOW MADE WITH 


(PATENT PENDING) 


The pipe is connected and 


Not a mere slip joint. 








Company 


DETROIT, MICHIGAN 
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“Union” Oven and 


Broiler Racks 


ARE used by the largest and most ‘up-io- 

date stove and range manufacturers in the 
United States. This fact and the large incre.s- 
ing sales of each year back our claims to the 
High Quality of Union Racks. 














*Crown”’ Electric Weld Rack. 


We manufacture under our own patents a complete 
line of Refrigerator Shelves, Kitchen Cabinet Sets, 
Baker’s Racks and Shelving, Brass Fan Guards, 
Sand and Coal Screens, Special Wire and Iron 
Work. 

SEND FOR OUR NEW CATALOG 


The Union Steel Screen Co., Ltd. 


ALBION, MICHIGAN 


**Superior’’ Rack—used by nearly two hundred stove manufactures. 
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Carter’s Double Header 





ide Wall Regi 

: An Improved Side Wall Register 

a 

1 

e EST adapted for heating two rooms on the first floor. The removable 

= wing is a unique feature of this register. This wing is attached to the 

a upper section of the grill and can be removed, cleaned and dusted. The 

“ wing can be worked with either hand or foot. 

= Send for full description of this and other registers of the ‘‘Waterloo Line.”’ 
Our Catalog contains information of great value to every furnace man. Shall 
we send it? 





WATERLOO REGISTER COMPANY, Waterloo, Iowa 


























WHAT RUBY FLUID REALLY IS Tinners and 
A perfect soldering flux, anti-rusting, non-poisonous, Hardware Clerks 
non-corrosive and non-explosive. To prove its anti-rusting Wri we 
and non-corrosive qualities we ship it, and even store it, in rite for our speciai 
tin cans, with a wood jacket for protection. Ruby Fluid offer to subscription 
is quick acting and is used with great success in our “Ruby solicitors. No ex- 
Fluid” Fountain Brush. This brush is of convenient size erience required 
and can be carried in the belt or pocket. Pp ; a 
Splendid opportunity 
Send for free sample of Ruby Fluid. to make money. 

o . 
The Ruby Chemical Co., 157w. sues. | || AMERICAN ARTISAN 
Formerly of Johnstown, Ohio COLUMBUS, OHIO 537 So. Dearborn St. Chicago, Iflinois 





























* 


You know what is advertised—so do others; ’nuff said. 
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Ri - © EUGENE NEW YORK 
unsell’s Micam: *3-> 

& co. CHICAGO 
642 S. Dearborn St. 


THE STANDARD FOR HIGH GRADE STOVES 2": 


6 AL AMQ” Furnaces and Hot Water; =| 

Specialties for Combination Heating yf 
CHARLES SMITH, 24 West Lake Street, Chicago, [Illinois , 
| YALE 


Russia finish, pat. 
Lock 


STOVE PIPE 


Itismadeof a veryhigh | 
| rade of uniform color 
| Give Polished Steeland 








pam voy Guerre ile 
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PEERLESS ENAMEL 


GLOSS BLACK 


for STOVE PIPES AND ALL SHEET IRON WORK 





jscoatedtopreventrust- ff 

ing. Madeinallsizes. f | 
Packed twenty-fiveand ALU MINUM a, ¢ 
fifty jointstocrate. For Ae) 
sale bythe Jobbing Hard- for RADIATORS, PIPES, ETC, : a 


ware Tenet Sonaneny Handled By All Leading Jobbers. Samples Free On Request 






































Md. by HEMP & CO. NICKEL PLATE STOVE POLISH CO., Mfrs. L¢@ 
I ee docs nok hea Se VEtCAGO “i. 
Soy rien send your inguiries to us. i : i 
THE GEO. W. COPE|| THE NEXT TIME You wANT REPAIRS at 
STOVE PATTERN || For 4Ny Stove, Range or Furnace a 
WORKS Woovsipceses. SEND US YOUR ORDER . 
DETROIT, MICHIGAN We want to earn your patronage by making prompt ship- ie 
ments and quoting you the lowest prices. Give us a trial. } 

p ATTE Pr N S A. G. BRAUER SUPPLY CO. 7 
316-318 N. Third Street . ST. LOUIS, MO. i 

FOR STOVES AND HEATERS ae 
First-Class in Wood and Iron 3 j 
VEDDER PATTERN WORKS AG 
Bstablched 1895 troy,w.¥.|1 Lhe COOPER Oven a 
Thermometer Co., a 

P ATTE R N S Pequabuck, Conn., 
| MANUFACTURERS OF 





For Stoves and Heaters OVEN THERMOMETERS li. 3. 
The Cleveland Castings Pattern Co. for indicating heat of ovens of C8 \ 


lt Sioves cia Bangs 
WELLER PATTERN (0 


Knobs, Bolts, Towel Rods, Towel w 
FOR ALL KINDS OF STOVE PATTERNS Bars, Rings, Chaplets, Dn 
QUINCY. Li Bands, Edges _g 


@\UINCYP venN(O tl aa 
‘VE vsiags || FANNER MFG. 
ane COMPANY 








(One-half actual size.) 
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—the Master 
Base Burner 


EAD and shoulders 

above them all—in heat- 
ing power, in looks, in ease 
and economy of operation, 
and actually—in inches. It 
is the biggest base burner 
ever built—and the best; its 
wonderfully improved con- 
struction commands the at- 
tention of every progressive 
stove dealer. 





SPECIFICATIONS 


FOUR TUBULAR FLUES, 
arranged to form a Double 
Duplex System. Flues com- 
pletely exposed in back. 


HOT-AIR FURNACE built in- 


to the stove. 


Estate Patented JOINTLESS 
Ash-Box. 


Quick - Detachable BOLTLESS 
Nickel. 


Ball-Bearing Grate. 


Made in three sizes—14, 16, 
and 18-inch—actual inside 
diameter of fire-pot. 18’’ 
size stands 80’ high, weighs 
750 lbs., and is the biggest 
and most powerful base 
burner ever built. 











At 







\\00 8 ay 



























vets 
































Write at once for interesting 
pamphlet and details of our 
exclusive agency proposition. 





Your 
Service 


STEVE—The Estate 
Advertising Man 





The Estate Stove Company 


Successor.to F. & L. Kahn & Bros. 


House founded in 1845 HAMILTON, OHIO 


DISTRIBUTING HOUSES AT 
Minneapolis, Saginaw, Boston, New Orleans, Little Rock, Omaha, 
Des Moines, Ottumwa, Cairo, Denver, Ogden, Spokane, Seattle, 
Portland, San Francisco and Los Angeles. 
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AMERICAN ARTISAN 


ESTABLISHED 1880. 








Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Terms OF SUBSCRIPTION IN THE UNITED STATES AND ITS POSSESSIONS, 


Invariably in advance): Ong Year, PostaGE Patrp, $2.00. 
FOREIGN COUNTRIES, ONE YEAR, PosTacE Parn. $4.00 
CANADA, ONE YEAR, Postace Pain, $3.00 


Address all Letters, Communications, and Remittances to 
DANIEL STERN, Poustisaer anv Proprietor, 
537 SOUTH DEARBORN STREET, CHICAGO, ILL. 


5 d-Class Matter June 25, 1885, at the Post Office at Chicago. 
Entered as Secondly sis, ander Act of March 3rd, 1879. 





Ix rue old days your competitor was always some- 
thing of a scoundrel. Perhaps he had never been 
jailed for an infraction of law and was 

Competition as upright in private life as yourself, but 
vs. 


3 _ merely because he was a competitor he 
Co-operation. ° 


was looked upon with more or less bit- 
terness. Every dime that worked the signals on his 
cash register you looked upon as a dime less in your 
own and in the same way he looked upon you as an 
evil, necessary perhaps, yet none the less a com- 
mercial outlaw. And both of you knocked. 

This was the situation particularly in smaller towns 
and the man in the same line of trade on the next 
corner or down the street generally hated to see a 
customer cross your threshold. Gradually merchants 
have been finding out that this was a wrong attitude, 
that other retailers even though they are direct com- 
petitors have much in common and that, by eliminat- 
ing the knocks and cultivating good will and co-opera- 
tion, both sides may profit. 

In many cases local associations have been formed 
in which the retailers get together and talk over busi- 
ness problems. As they became better acquainted 
each usually found out that the other wasn't such a 
bad sort of a fellow after all. They found, too, that 
what was to the interest of one was usually to the 
interest of the other and that the best policy was to 
work together to make the town a favored trading 
point and trust to enterprisé to get their own share 
of the increase. 

They found that the dead-beat problem which 


neither of them had heen able to cope with single 
handed fell an easy prey to their combined attack and 
that hy common consent they could steer clear of cer- 
tain kinds of cut-throat competition which hurt all 


concerned. Naturally enough they found themselves 
on the same side of a great many public questions. 
Both needed good roads, for instance, and both wanted 
business administration in local affairs. Instead of 
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keeping their establishments open until all hours of 
the night in order to keep the other fellow from 
getting a nickle that might have come their own way, 
early closing rules have been adopted that give the 
retailer the recreation and leisure to which he, like 
every one else, is entitled. 

With the new order of things has come bigger busi- 
ness, more profits, more leisure, more comfort, and 
so it is that all over the country retailers in every line 
are finding it to their advantage to bury the hatchets 
and the hammers and work together. If your store 
and your competitor's store are still clinging to the 
old senseless strife and prejudices, it is time you got 
in line with the new idea. 








MAny years ago AMERICAN ARTISAN recognized the 
fact that the most inexpensive, practical and result- 
producing advertising open to the retail 


Window hardware dealer lay in a proper use of 
Display his display windows. We had seen it 
Contest. he ns Magee 

: proved over and over again that tasty, 


well-arranged window displays brought results in 
increased sales out of all proportion to the cost in 
time or money and we had been impressed quite as 
forcibly with the fact that a great many retail hard- 
ware men, especially in the smalker towns, were allow- 
ing valuable display space to be absolutely wasted or 
at best illy kept and only half resultful. Right then 
we decided to enlist in the cause of educating the 
retailers and their clerks to the great possibilities in 
attractive window displays. So we inaugurated our 
window display contests with their liberal cash prizes 
for the best photographs and descriptions of displays 
submitted. 

It seemed to be just the incentive that was needed 
to get the trade interested for the response was instant 
and large. With every year the interest has grown 
and so has the quality of displays. The impartiality 
with which all decisions were made had a great deal to 
do with the popularity of the contests. Then, too, the 
great amount of space we devoted to publishing prize- 
winning and honorable-mention photographs helped 
arouse a still greater interest. 

Dealers began to watch our columns for helpful 
hints and suggestions and adapt them to their own 
stores. We have letters galore from clerks and re- 
tailers who say we have done more than all other 
factors to interest them in window display and to 
help them with their trims. 

Today hardware dealers are paying a great deal 
more attention to their windows, and many a store 
that at the beginning of our efforts was satisfied to 
consider its window simply as a daylight lighting svs- 
tem is now “putting up a front” worthy of the finest 
city establishment. 

Naturally we feel gratified at the part we have 
taken in the general uplift and want to continue the 
good work. So we are pleased to announce another 
contest of the same sort with the same liberal con- 
ditions and prizes that have won favor in our previous 
contests. In this contest AMERICAN ARTISAN will give 
away $100.00 in cash prizes for photographs of hard- 
ware window displays together with descriptions. 

It is to the interest of every hardware store in the 
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country to take an active part in this contest, for 
whether a prize be won or not the friendly rivalry 
which such an event brings out will encourage extra 
care and skill in the preparation of your windows and 
that extra care and skill will draw more customers to 
your store and result in larger sales. Everyone has 
an equal chance to win and is absolutely protected 
against favoritism by the terms of the contest. Get 
to work early and make up your mind to win one of 
these prizes. 

The prizes will be awarded as follows: 

First prize, $50 in cash for the best photograph 
and description of window display of hardware. 

Second prize, $25 in cash for the photograph and 
description second in excellence. 

Third prize, $15 in cash for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash for the photograph and 
description fourth in excellence. 

THE CONDITIONS. 

The conditions of the competition are as follows: 

The photographs may be sent by mail or express 
charges prepaid, and must reach this office not later 
than August 15, 1913. Address all photographs to 
AMERICAN ARTISAN Prize Competition, 537 South 
Dearborn Street, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put into a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 

A competition committee of three will be appointed, 
one of whom will be an expert window dresser and 
one an experienced hardware man. This committee 
will pass upon the merits of all photographs and 
descriptions received, without knowing the names or 
addresses of the senders, and will decide the winners 
of the contest. 

AMERICAN ARTISAN reserves the right to publish all 
photographs and descriptions submitted in this com- 
petition. 








IN ORDER to become an expert salesman or even a 

reasonably efficient one, one thing is necessary more 

than any other and that is knowledge 

gmireogg concerning the things you have to sell. 

Pcl SS ordinary customer comes to your 

counter with only an inkling of what 

he wants and he expects you to be able to help him 
make the choice. 

When a man wants advice on legal matters he con- 
sults a lawyer and when his digestion is deranged he 
goes to a physician. To neither of these men does 
he state his needs exactly in the terms of their pro- 
fession? He simply tells them his difficulty and leaves 
it to them to solve it. He knows they are authorities 
in their line and so he trusts them. 

The ideal salesman should foster the same sort of 
relationship between his customers and himself. You 
shouldn’t expect Jones, the banker, to come in and 
say, “I want fifty squares of number so and so Blank 
brand roofing,” or the farmer to give you the brand 
and stock number of the pruning fork he wants to 
purchase. They should be able to tell you just what 


they want to accomplish and know that yo: ar, 
merchandising authority who can fit them ct yj, 
just. what will best perform the sefvice th: © Way 
performed. 

In order that you may be able to instill that sort 9; 
confidence and then make good on it, it is necessary 
that you make a study of the merchandise on yoy, 
shelves. Every good merchant does this to a certain 
extent, of course, but most of them do not place haj 
enough emphasis upon its importance. You shoyid 
know something of how the goods are made, the com. 
parative merits of different grades, and brands, the 
features of construction and all other things that op 
to make up the talking points of these goods. 

That brings us to the next point. Where are you tp 
get all this information? There are three principal 
sources open to you—a first-hand study of the goods 
themselves ; talks with the roadman, who perhaps have 
had a better opportunity to get this information than 
you have had; and advertising. 

The last course is without doubt the broadest and 
best. Because in advertising you can find reasons 
which a manufacturer consider his very best selling 
arguments, and they are condensed ‘and, as a general 
thing, put into pretty much the form in which you 
will want to use them. Magazine advertising, trade 
journal advertising, booklets, catalogs, circulars— 
watch them all. If you study them carefully you will 
soon be able to talk your wares more intelligently and 
your customers will point to you as the man who 
knows most about his goods. That’s a reputation that 
will mean much to you in sales and in profits. 








A PROMINENT hardware man was telling the story of 
his business career to a newspaper reporter and in 
The the course of his talk he let fall a bit of 
Folly of | advice that is worth while repeating. “! 
Looking had left the farm to go into the hard- 
Backward. ware business,” he said, “and for the 
first few months after making the change the novelty 
of the new life kept me interested, and then when tt 
began to be an old story I gradually let down in m 
enthusiasm, 

“Every little while after that I would catch myself 
thinking of the ways in which I might have bettered 
myself on the farm. I’d look back and see improve: 
ments I might have made and crop opportunities | 
might have taken up, and then I’d think of all the 
ways I could make money if only I were back on the 
farm again, 

“Then one day I began to see the folly of such an 
attitude. “You’re not on a farm anymore, John,” ! 
said to myself. “Forget about the ways you might 
have gotten more potatoes to the acre or made the 
dairy herd more profitable and remember that you are 
in the hardware business now and that is where you 
want to think of short cuts and improvements and 
money-making schemes—the only place in fact where 
they will do you any good right now.” 

So he made himself take that attitude—shut out 
ideas of the past and concentrate on his hardware 
store, and of course he made a big success. 

There are plenty of other retailers making the sme 
mistake. They are looking at either past opportu ‘I< 
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or wiead into other fields. which their imaginations 
have painted as greener. They plan and scheme and 
vaste gray matter and energy in conjuring up an idea 
that, no matter how clever it may be, can not possibly 
of any use in their present business. 

Tf your business is to sell hardware don’t waste 
any time in getting a hammerlock on a new idea in 
the field of aerial navigation or a plan to make money 
in South America. If you can’t keep your ideas away 
from these channels then get out of the hardware 
business and into one of the others. But if you want 
to make a success of a hardware store or any other 
sort of business concentrate upon it, think of it, plan 
for it, let your air castles and your pet schemes be a 
part of it. Make it in fact the center ’round which all 
your activities revolve. For ideas to be of real value 
to you must concern both the present and the field 
in which you are now working. All others are as the 
mirage in the desert which exists only to deceive. 


be 








RANDOM NOTES AND SKETCHES. 





BY SIDNEY ARNOLD. 


The salesman had consumed ten minutes or more in 
a glowing description of the size of his firm and the 
tremendous business they did; another ten went for 
their square dealing and willingness to co-operate with 
the dealer, then came descriptions galore of free deals, 
and special deals, and deals of every kind. Samples 
of new novelties were shown, an order or two were 
booked, and still the flow of sales-talk gushed forth 
unmodulated. 

Finally the merchant’s lunch hour rolled ’round and 
it became plainly evident that thoughts of certain 
tempting viands which waited upon the home table 
were causing him to lose interest in the interview. 

Then came a pause—the merchant reached for his 
hat; the drummer, however, wrinkled his brow fur- 
tively and said: “Seems to me there was something 
else [ wanted to tell you.” 

“Wasn't good-bye, was it?” queried the merchant, 
smilingly, and the traveler decided that it was. 

. 2 ¢ 


The editorial writer who penned the following bit 
of philosophy which apeared in a recent issue of the 
St. Louis Globe Democrat was indeed an optimist and 
possessed in no small measure the inestimably valuable 
virtue of charity, 

Yet I cannot help the thought that had his observa- 
tions on transportation under difficulties included a five 
or six mile ride on a crowded street car, dangling from 
a strap, edged in between the side of a car seat and a 
three hundred pound human, with periodic jolts and 
starts—shoving him alternately toward all points of the 
compass—had he, moreover, a set of sore corns whicn 
Were considered part of the car floor by other pas- 
sengers, a neighborly umbrella trying to take an excur- 
sion among his ribs, and a half dozen hat pins fencing 
about in dangerous proximity to his visual organs, not 
to mention a soft wooly feather from another head- 
piece tickling him indecorously ’neath the chin. 

‘iad our friend, I say, experienced all these wouldn’t 
© apt to drop his gentle innuendos and roar out the 


AMERICAN ARTISAN AND HARDWARE RECORD 








15 






same type of common loud voiced disapproval of com- 
mon carriers in general that you and I and all the other 
fellows are so free with? But read his comment for 
yourself : 

Commuting long enough, one should learn that calm 
philosophy which impels one to quietly make the best 
of all hardships and extract from them what small per- 
sonal comfort has escaped annihilation. 

The gentleman from the suburbs who rode all the 
way to St. Louis in his seat in an accommodation train 
with his umbrella raised because the roof leaked and 
assiduously read his paper is a case in point. 

He might have stormed—making a storm within as 
well as a storm without, but he valued his peace of 
mind more than the slight gratification of upsetting 
that of the train crew. While the aqueous drops pur- 
sued one another down the sides of his parachute, he 
felt that he was safely sheltered and was content. 

To bear with the smaller ills, the cares that infest 
the day, is the part of wisdom; it is indeed a genuine 
sagacity and preserves one’s nervous system, so that 
it keeps on performing grateful service for its owner 
up to 80 or 90 years of age. 

In traveling in accommodation trains let us all bear in 
mind that they derive their name from the fact that 
the passengers learn to accommodate themselves to in- 
numerable unpleasant and trying conditions. 


* * * 


The Minneapolis Journal tells of a nursing bottle 
advertisement running in a Canadian paper, which 
concludes with these words: “When the baby is done 
drinking it must be unscrewed and laid in a cool place 
under a tap. If the baby does not thrive on fresh 
milk it should be boiled.” 

The Minneapolis contemporary adds with an evi- 
dent sigh, “Poor little baby.” 


* * * 


From J. R. Taylor’s column, “Brain Dusters,’ in 
the Chicago Inter Ocean I have gleaned the follow- 
ing poem: 

SILENT ARTISANS. 
Never sound of engines steam, 
Never noise of blasting. 
Never rattling of the bolts 
Welded in the casting; 
Never sight of craftsman high 
On the girders dizzy, 
Where these silent artisans 
All the day are busy. 


Hope that’s always making wings 
For the human spirit; 

Gentleness that’s fashioning 
More than kings inherit. 

Faith that’s forging bonds divine 
Never to be riven, 

Love that’s building bridges strong 
Clear from hell to heaven! 


Noble artisans they be, 
Every man’s to reckgn; 

Of his high or low estate 
They will never reckon. 
Silent, steady, craving naught 
Save the joy of giving 
And of making this our life 
Greatly worth the living! 
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Up to the Minute News Siftings : 


Trade News Gathered From All Sources and Brought Down to Date 


P . 








The Summit Stove Company of La Crosse, Wiscon- 
sin, have resumed business after completing their an- 
nual inventory. 

A large part of the Cribben & Sexton Stove Works, 
Chicago, Illinois, burned in a disastrous fire which 
occasioned a loss of $100,000, fully covered by insur- 
ence. 

A meeting of the Stove Salesmen’s Association of 
Pennsylvania was held recently in the office of the 
United Stove Repair Company, 117 Arch Street, 
Philadelphia, Pennsylvania. The meeting was given 
up largely to the discussion of current business and 
it was decided to hold all future meetings of the asso- 
ciation at the Hotel Walton, Philadelphia. 


~— —a 
->o- 


JOHN VAN RANGE COMPANY HAS NEW 
SELLING PLAN. 





The John Van Range Company, southwest corner 
Fifth and Broadway, Cincinnati, Ohio, is advertising 
their Van's Patent Improved, Wrought Steel, Port- 
able Range, as just the thing for hotels, restaurants, 
public institutions, boarding houses, and private fam- 
ilies, they claim. The concern manufactures a com- 
plete line of ranges, in all sizes, and for every purpose. 
\ll kinds of hotel implements for culinary purposes 
are also handled by them. 

The trade is invited to write them for their catalog 
and full particulars in regard to their new selling plan. 
When writing, please mention AMERICAN ARTISAN. 





HAVE YOU THEIR NEW CATALOGUE, 
MR. DEALER? 


“The Last Word in Gas Ranges Is the A-B New 
according to the announcement of the A-B 
Stove Company, Battle Creek, Michigan. Other fea- 
tures of these ranges are summed up by them in these 


idea.” 


words: “They are made to satisfy your customers. 
They are the means of establishing a permanent busi- 
The A-B New 
Idea Gas Ranges please the ladies because they are 
modern in every detail, clean and sanitary. They have 


ness based on satisfied customers. 


large ovens and burner areas. The shelves keep the 
kitchen utensils at hand.” 

The part of their announcement telling the dealer 
that A-B New Idea Gas Range is the gas range he 
should handle because it is the one wanted when com- 
peting with the gas companies for the business of mak- 
ing sales in the various localities, ought to strike a 
popular chord. The company putting it out claims 
it is the gas range the people want, and asks the dealer 
why he does not suppl¥ them in 1913, as it is a line that 
clinches the sales and crushes all competition. 

Mr. Dealer, if you do not have the new catalogue 
of the A-B Stove Company, Battle Creek, Michigan, 
they ask you to send for it. In doing so a mention of 
AMERICAN ARTISAN will be appreciated. 


NEW COOK STOVE PATENTED. i 
Charles M. Genther, Peoria, Illinois, assignor to 
Cutler & Proctor Stove Company, Peoria, Illinois, has 
been awarded United States Patent number 1,052,239, 
covering a cook stove or range. The description of 
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A Sectional View of the New Stove. 
this range sets forth that it is formed as a rectangular 
body with a centrally located firepot, and opposite 
compartments on either side of the firepot. The top 
of the upper compartments form a circulating cham- 
ber for the heated gases. There is a flue connected 
with this chamber, an oven mounted on the top of 
the stove and a baffle plate situated between the: bot- 
tom of the oven and the top of the firepot, and a flue 
strip between the top of the uppermost compartments 
and the top of the firepot, which ends centrally of the 


CC ympartments. 
oo 


AN OVEN THAT BAKES UNIFORMLY. 


The Detroit Vapor Stove Company, Detroit, Mich 


igan, are putting out a portable oven for use on oil 





The “Detroit” Portable Oven. 


and gasolene stoves that is said to represent the mos! 
advanced ideas in portable oven construction. It | 
called the “Detroit,” and the accompanying cut shows 
it with the door open and with pieces of the o 
itself cut away to show the details of construction 

In addition to being of very attractive design «1 
finish, this oven is said to be a superior one beca''s 








the body is made in one piece with no corner sea!!! 











Or to 
O1S, has 
52,239, 


tion of 


ular 
site 
. top 
tam- 
cted 
D of 
bot- 
flue 
ents 
the 





' - out. In addition to this feature there is a “V” 
-d heat reflector, which may be noted in the illus- 
. to conduct the heat direct from the burner into 


tra ' 
ie oven. This, and the exceptionally large flue which 
sua : 7 . 2 . 
‘ens to equalize the heat in the oven, are said to 
re in quick uniform baking on top and bottom 
alil Cc. 


rhe company say that this number has been an 
exceptionally rapid seller wherever it has been placed 
on sale. Write the Detroit Vapor Stove Company, 
Detroit, Michigan, for further particulars and prices, 
and mention, please, AMERICAN ARTISAN. 
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BROILERS MADE TO ORDER. 








The Union Steel Screen Company, Ltd., Albion, 
\lichigan, who manufacture oven and broiler racks, 
cabinet and refrigerator shelves and allied lines call 
attention to their facilities for turning out broilers to 


—— | 


| 
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A Broiler for Heavy Hotel Use. 

meet any requirement. The broiler shown herewith is 
their Style A which is extra heavy and especially 
adapted to hotel use. It can be furnished in any size, 
made of any gauge wire and is said to be exceptionally 
well designed and finished. This company is always 
glad to furnish information regarding their line. 
Write to Union Steel Screen Company, Ltd., Albion, 
\lichigan, mentioning AMERICAN ARTISAN, 


9. —— 


LEARNS TO COOK SO HE CAN SELL STOVES 


in one of the largest manufacturing concerns in 
Philadelphia, a stove works of national reputation, is 
a young man who has made good in a very unusual 
manner. The father of this young man, who is the 
president of this concern, wanted his son to earn his 
right to membership in the firm; so he told the boy he 
ld like to have him introduce their gas ranges in 
thern Europe, where it was recognized that the 
erican stove salesman found “hard sledding.” 
he yqung man was advised by his father to first 


S\ 
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call on Mrs. Anna B. Scott, a cooking expert, and 
obtain her advice as to how their range might best 
be demonstrated. The result was surprising. Mrs. 
Scott taught him how to cook, after which he started 
off for Europe. 

He did not get a very warm welcome from the 
dealers in southern France and Italy, but when he 
had given two or three exhibitions based on what he 
had learned from Mrs. Scott, he started to get orders. 
Those people had never tasted such delicacies as he 

eproduced on the new range. Soon he was the talk of 
the trade who flocked to see his “wondairful” cooking, 
and to taste some of the “‘zhelle-rolle” of the “Madame 
Scote” make. 

And of course when the young salesman came back 
to his native land he brought with him so many orders 
for gas ranges, that even if he hadn’t been a member 
of the family he might have been taken into the firm. 


.o-o—_____——"_ 


BLACK SILK POLISH AND ENAMEL. 

The Black Silk Stove Polish Works, Sterling, [ll- 
nois, manufacturers of Black Silk Stove Polish, Metal 
Polish and Iron Enamel, and which that company 
claims has “A shine in every drop,” is to be obtained 
through the jobbers in the trade. In writing, kindly 
mention AMERICAN ARTISAN, please. 


ee 


SAFETY GAS BURNER INVENTED. 


Charles Ernest Rymes, Toronto, Ontario, Canada, 
has been awarded United States Patent No. 1,050,851, 
for a safety gas burner comprising the following con- 
structive features: 

A casing having a coupling at one end and a pierced 
cap at the other, a pierced member through which gas 
may pass into casing; an apertured valve, spring con- 


Ss 











Safety Gas Burner. 


trolled, so designed as to hold valve open at times; a 
member calculated to expand and contract with the 
temperature ; a fixed arm to which one end of member 
is attached ; and means for operating the spring con- 
trolled valve so as to permit gas to pass through the 


burner. 


aie rom i 

If there is one enterprise on earth that a quitter 
should leave entirely alone, it is advertising. To make 
a success of advertising, one must be prepared to stick 
like a barnacle on a boat’s bottom. He should know 
before he begins it that he must spend money—lots of 
it. Somebody must tell him that he. cannot hope to 
reap results commensurate with his expenditure, early 
John Wanamaker. 
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A STOVE AND RANGE ALPHABET. 





A young lady, employed in the sales department of 
the Globe Stove and Range Company, Kokomo, In- 
diana, said to be the only woman stove and range 
salesman in the world, is the author of the following 
clever verses in eulogy of the “Globe” line and the 
firm that manufactures it: 


Ais for Active, the Ingot and Grand, 
The two finest ranges in all of the land, 
Unequalled in price, unsurpassed in design, 
A perfect achievement of body and line. 
B’s for Base Burner the Globe Plant has made, 
A marvel of heating of most advanced grade. 
Has each popular feature, and practical, too; 
‘Tis handsome and neat and perfect clear through. 
Cis for Classic, so simple and strong, 
A new Globe Base Burner for which you will long. 
‘Tis modern, artistic and easily run— 
The children can work it and call it just fun. 
D spells Durability in all that we make— 
\ Globe Stove or Range simply can’t rust or break. 
We employ Ingot Iron, the best metal known, 
And ‘twill wear like the famous old Gibraltar Stone. 
E’s for Electricity, harnessed to need, 
We employ in the Globe Works for strength and for 
speed. 
Our stoves are electrically welded throughout, 
While Electrical Magnets put lifting to rout. 
F is for Furnace to give you hot air— 
The Globe can be run with the slightest of care. 
Self-cleaning, ‘twill save you in fuel and coal, 
For the Globe Hot Air Furnace has reached a high goal. 
Gis for Globe, the Plant that is known 
Wherever a range or a heater is shown. 
The name Globe means service, economy, wear, 
An up-to-date marvel of knowledge and care. 
His for Hot-Blast, the stove that can burn 
Anything in the world, and all smoking will spurn. 
Slack, hard coal or soft coal, it handles with ease, 
Without dirt, soot or smoke; it is certain to please. 
I is for Ingot, the iron we employ, 
99.94 per cent free from alloy. 
The Globe Ingot Iron Range alone will not rust, 
And in no other stove can you fasten your trust. 
J is for Janitor, with duties made light 
Since the Globe Hot Air Furnace 
bright. 
There’s no clinkers to clean out and no soot to roll— 
The maximum heat with the minimum coal. 
K is for Kokomo, town of Good Goods, 
Where they make things from Plate Glass to red Auto 
Hoods. 
’Tis the home of the Globe Plant, the finest on earth, 
Where Electrically Welded Ranges have birth. 
Lis for Linings and Grates that can be 
Removed without tools, as you plainly can see. 
No longer does house-cleaning fill us with dread— 
The Globe Stove and Range have brought leisure instead. 
M is for Modern Methods new, 
The reason why our Range Plant grew. 
Each splendid labor-saving device 
Raises efficiency, lowers price. : 
N is for Nickeling, done with such care 
That the parts will not tarnish in the hottest of air. 
The Globe Plant makes the best nickeling known— 
The most handsome designs of any stove shown. 
O is for Oven, the pride of the Range, 
The finest to bake, and this is not strange, 
For the Ingot Iron Welded’s the best ever seen, 
And the cakes that it bakes are simply a dream. 
Pis for Policy, good for twenty-five years, 
That insures every Range so that everyone hears, 
That’s Electrically Welded and Ingot Iron made, 
So of rust and corrosion you need not be afraid. 
Q is for Quickness in cooking and heating, 
The Globe Plant provides you for warmth and for 
eating 
The fires quickly made will fill you with cheer, 
And your meals all on time your hearts will endear. 
R is for Rivets, of dark ages past, 
Not one in the Globe construction will last. 
Electric Welding, so perfect, sanitary, 


Las made his life 


Has made us of rivets exceedingly chary. 
S is for Solar, a Range tried and true, 
For years we have tested it .clear through and through. 
For utility, service and price that is low, 
You'll find no such value wherever you go. 
T’s for Thermometer on the Globe Oven door, 
(nd on it the users their blessings all pour. 
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Accurate and neat, it will tell in a trice 
The heat that will make all your baking so nic; 
U for Utility, a Globe slogan old— 
Our stoves are for use, as you’ve often been told. 
No stove you can buy will give half the wear; 
No stove on the market can stand half the tear. 
V’s for Veracity in all that we say— 
When we make a statement ’tis no other way. 
The Globe Plant stands always for honor and truth 
And of this our customers always have proof. 
W'’s for Welder, the wonderful invention, 
Of waste and of dirt the greatest prevention. 
The Globe has perfected this modern device, 
And all of its metals are pieced in a trice. 
X comes in Ajax, Illixie and Rex, 
All three of them stoves that will win your respects. 
X also’s for x-cellence, found in all three, 
And all of them perfect as perfect can be. 
Y’s for the years that will swiftly glide by, 
While you live in the comfort our stoves can supply 
Your money invested in Globe Stoves will be : 
A paying investment for years, as you'll see. 
Z is for Zest which our customers feel, 
Whr-n they handle our splendid creations of steel. 
Once handle the Globe and all others you'll shun— 
All others wil! dwindle by comparison. 
&’s for all of the virtues untold 
Of the Globe Stove and Range that might be unrolled 
The best way will be just to give them a test, 
So send in your order, and we'll do the rest. 


& 





WHAT THE RADIATOR MEANS TO A 
HUMORIST. 


The Radiator is a musical instrument. In the earl 
morning it is an instrument of percussion, but whe: 
the Janitor has finished “What Society Is Doing,” 
doubles in brass and sounds like a hare-lipped B-flat 
tuba. Besides encouraging early rising, the radiator 
is expected, according to the lease, to keep the apart- 
ment at a “reasonable temperature.” The tenant co: 
strues this to mean 211.9° F., but the landlord insist: 
that it ought to be 32.1°, the idea being to develo; 
enough heated arguments to make artificial heat un- 
necessary. 

Many heating engineers still maintain that the heat 
given by the radiator depends upon its radiating sur- 
face. But numberless éxperiments have proved that 
radio-activity is directly proportionate to the degree 
of satisfaction in which the Yuletide harvest has left 
the Janitor. 

There is some controversy among architects as to 
where the radiator ought to be placed, but most of 
them now favor putting it along the only wall or 
which a picture could be hung to. advantage. 

It would seem to the uninitiated that during the 
summer the Radiator represents the apex of inutility. 
Nothing, however, could be farther from the truth, as 
its peculiar and fireproof construction makes it at al 
times an ideal receptacle for cigar stubs, ashes, etc. 
Some trouble may be experienced with radiators whic) 
leak, and a certain test for this is to turn the steam 
on full, seal the apartment hermetically, and go down- 
town shopping. If, upon one’s return, the fami|) 
downstairs hasn’t called up the fire department a1 
life saving crew, but is paddling about contented) 
in the baby grand, the leak may be dismissed as ‘ 
inconsequential to merit attention. 

The Radiator also plays an important part in moto 
ing. Very often people are run over and do not kn 
what struck them. To these I would explain that, 
nine cases out of ten, it was the radiator, it being ''¢ 
first point of contact—E-xchange. 
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- Around the World with Walter Voigt 


Sketches and Pictures of Scenes in Other Lands 












truth, ' INDIA. 


Quite a few pictures of Mr. Voigt’s trip through 
India have been printed in previous issues of 
Spects, \werICAN ARTISAN, but here are several which are 
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g,” it Native Road Makers in Tanjore, India. 

B-flat regarded as among the most interesting in his collec- 
iator tion, which have never been reproduced. 

part- In one of these a native rat catcher in Bombay, In- 
con dia, is depicted. It has recently been discovered that 
sists both cholera and the bubonic plague have been spread 
elop by rats, and consequently the government of India has 
un- offered a bonus for every rat captured and brought to 
heat 

sur- 

that 

Tee 

left 





Children Outside Wallis of Jaipur, India. 


thcial headquarters. The native holding up the cage 

so proudly is on his way to secure the bonus. Quite 

number of individuals in every city make quite a 
ortable living from rat catching. 

gang of native roadmakers in Tanjore, India, is 

n in one of the illustrations. As will be noted, 

they are almost as thin as skeletons. This is because 

heir food is very little and insufficient. Rice forms 


the principal part of their diet. The only clothes 
which they wear are a white loin cloth and a white 
burnouse for the head. They toil all day in the blister- 
ing sun that would kill any white man in the world. 
The effect of the sun’s rays at this point is shown by 
the blurred’ white suits of Mr. Voigt and his compan- 
ion, this being merely the reflection of the sun’s rays. 
If there is one thing about India which distinguishes 

it from other countries, it is the caste which is such 
-a feature of the Brahman religion. The high and 
‘low caste people form quite a study of types. In con- 
nection with a view of the walls of Jaipur, India, are 
shown several low caste Hindoo children standing be- 
side Mr. Voight. This is one of the sacred cities of 





Municipal Rat Catcher at Bombay, India. 


India, entirely surrounded by the walls shown, and 
no white man is allowed to dwell within the city proper 
after 9 p. m., when the city gates are closed. 


2@-> 
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THE ADVANTAGES OF GOOD TIN. 





Under the above title a neat little booklet has been 
issued by the Follansbee Brothers Company, Pitts- 
burgh, Pennsylvania, discussing tin roofs and explain- 
ing why a good tin roof is economical. While issued 
primarily to exploit the merits of Scott’s Extra Coat- 
ed Roofing Tin, manufactured by the Follansbee 
Brothers Company, the booklet is one which will be 
interesting to everyone in the sheet metal trade. Some 
of the advantages mentioned are that tin roofs are 
perfectly clean, neat in appearance, easily put on, can 
be repaired quickly and cheaply, are not affected by 
heat or cold, most weatherproof form of roofing to be 
had at any cost, and an excellent protection against 
fire. Their durability is thoroughly discussed, and 
the question of their advantages in comparison with 
other materials is exhaustively treated. Some excel- 
lent material may be gathered from the “booklet and 
it should be in the hands of every dealer. Follanshge 
Brothers Company will be glad to send it to any ad- 
dress upon request. Write for it, and mention, please, 
when writing, AMERICAN ARTISAN. 
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JAMES B. HOWARD. 


Stove making and Grand Opera are generally for years, and has probably received the largest joy. 
remotely sep- alties from this patent that have ever accrued to th 


thought to occupy spheres which are 
True, we have sat in the tenth row back and _ inventor of any single feature of stove constructioy 


arate. 


listened to the howl of a talented mob that reminded In 1908 Mr. Howard organized the Utility Stove ¢ 
din from the Range Company, Indianapolis, Indiana, and engage; 
foundry room of a stove works. But the credit for in the manufacture of the Searchlight Base Burner 


us of nothing quite so much as the 


bringing real melody and stoves 
into unison and developing talent 
along both lines must go to the 
versatile hero of this sketch—Mr. 
J. B. Howard. 

A glance at the classic features 
before us, however, convinces us 
that the relation between grand 
opera and Mr. Howard is not at 
all strange and strained, and so, 
indeed, does the testimony of the 
thousands who have listened to his 
rich. full voice. 

But let us begin at the beginning. 
James B. Howard was born in De- 
troit, Michigan, August 18, 1867. 
After a short course in the public 
schools he took up the trade of 
pattern maker in the Detroit Stove 
Works. Here he remained seven 
years—from 1880 to 1887—and it 
was during this time that he took 
a course in voice culture. His suc- 
cess as a singer was so marked 
that he determined to seek a career 
in the operatic field. Accordingly 
he went East in 1889 to pursue his 
new calling. 

Whether the footlights looked 
less alluring at close range or 
whether the first germ-of an idea 
for a stove improvement had _ be- 
gun to develop and make him rest- 
less to get back to the old trade, 
“deponent saith not.” At any rate, 
Mr. Howard returned to Detroit 
shortly and entered the employ 
ef the Excelsior Stove Pattern 
Works, which afterwards became 
the George W. Cope Pattern 
Works. Here he remained until 
December, 1893, getting much ex- 


@ 


\ 
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perience that was to be of use to him in his subsequent at the same time retaining his interest in the Emricl 


undertakings. 


April 18, 1894, he became associated with C. Emrich. It must not be assumed that, in forsaking grand 


stove manufacturer of Columbus, Ohio. While here opera for combustion, Mr. Howard has eliminated a 


plant. His success in both has been phenomenal. 


he carried on extensive experiments which culminated taste for the classic from his disposition. On 
June 13, 1899, in his securing the now famous Flor- contrary, he has taken it along with him into the s! 


“ee latamte 4 — 1 od eee C ¢ . 
ence patent. Patents in stove improvements, as in field. As a salesman few can equal his eloquence. |! 


| 


other lines, are generally difficult to protect and sus- fact he has been styled by some the Demosthene 
tain, but Mr. Howard has kept up successful litigation the stove selling world. 
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HALL OF FAME 


JOHN T. BULLEN. 























































ESE Toy “lack is back,” said’ one Chicago hardware man to he said, with his characteristic modesty: ‘Why, there 
to the another a few days ago. And he said it with an isn’t a single eventful incident in my career—it’s r 
Tuction enthusiasm thar showed he was mighty glad to be’ simply a history of long and continuous hard work.” le 
Stove & able to convey such good news. The second man’s’ But hard workers get the laurel wreath when it’s ; 
“eaged anile joined that of the first, and then followed / left to us to award the success token, and, besides, ‘ 
Burne reminiscences of the good old days when John T.,. hardware history doesn’t altogether agree with that 


plea of uneventfulness. 1? ee, 

Jack is a product of Canada, and 
that reminds us that no less than a 
dozen prominent hardware men of 
Chicago started into the world on 
the other side of the boundary 
line. He was born in Belleville, a 
little city in the province of On- 
tario. 

In 1880 he came to Chicago, and 
lost no time in getting into the 
hardware business, securing a posi- 
tion with Orr & Lockett and re- 
maining with them for about two ef 
years. At the end of that time he ’ Se 
entered the service of the Nashua : 
Lock Company, which was shortly 
afterwards merged with the Lock- 
wood Manufacturing Company, 
and still later became Woodruff 
& Hanchett. Mr. Bullen was an 


a Uy 


bs shete Wat ontp ae all 


important factor in all three firms, 
and looked after the city trade for 
Woodruff & Hanchett, retaining 
this position until the death of Mr. 
Hanchett, when he was made K ie 
manager of the firm, and also be- <i? 
came an important stockholder. a : 

In 1894 he accepted a position 
as General Sales Manager of the oare 
Coldwell Lawn Mower Company, 
Newburgh, New York, and by 
hard work and_ skillful manage- 
ment greatly increased the busi 
ness of his firm. His record with 
this company is proof of his ability 
in the sales field. 

February 1, 1913, Mr. Bullen, as 
we have said before, came back to 


Chicago. This time it was to ac- 





cept the general management of 
the hardware manufacturing busi- 


familiarly known as Jack, Bullen was such a well ness of Oscar Rixson, 540 W. Harrison, Chicago 


known figure in Chicago hardware circles. After a He was for two years Worshipful Master of the 
; two years sojourn in the east Jack is once more Golden Rule Lodge, A. F. and A. M.; two years High 
. ident of the Windy City, and just when the Priest, Cicero Chapter Royal Arch Masons; two years 
of the returned wanderer is on every lip Thrice Illustrious Master Oak Park Council R. & 5. ie 
secnied to us a fitful time to lead him up the corri- M.; and one year Commander of Siloam Command- 


of the Hall of Fame, and place him upon a ped- ery No. 54, Oak Park, Illinois. In other words, he 
Ct. well in the foreground. has had the unique honor of acting as presiding ot- 





len we broached the subject to Jack, however, ficer over every body in York Rite Masonry. 
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The Week’s Hardware. Record 


Of Interest to Manufacturer, Jobber and Dealer 


Bee 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 64 to 69 inclusive. 


The Boom Supply Company of Boom, Michigan, 
will add a line of hardware to their stock. 

Herman Buckthal, a well known hardware mer- 
chant of Freelandville, Indiana, died recently. 

Edgar C. Neal of Buffalo, New York, has resigned 
the vice presidency of the Buffalo Wholesale Hard- 
ware Company. 

The Michigan Hardware Company, Grand Rapids, 
Michigan, are moving into larger quarters in the new 
Birck Building. 

Henry B. Regan, foreman in the lock department 
of the Pennsylvania Hardware Works, died recently 
at Reading, Pennsylvania. 

The Polkton Hardware Company of Polkton, North 
Carolina, has been incorporated by J. C. Goodman 
and others with a capital of $25,000. 

J. T. Doremus Company of Paterson, New Jersey, 
have been incorporated with a capital of $100,000 to 
manufacture heavy and shelf hardware, mill supplies, 
etc. 








The National Automatic Tool Company of Rich- 
mond, Indiana, has been incorporated with a capital 
stock of $150,000 to manufacture tools and machin- 
ery. 

The General Supply Company of Detroit, Michi- 
gan, has been incorporated with a capital stock of 
$5,000 for the manufacture of general hardware sup- 
plies. 

The Wellington Hardware Company, Wellington 
Texas, has been incorporated with a capitalization of 
$25,000, the incorporators being R. L. Scott and A. T. 
Scott. 

The Precision Tool & Manufacturing Company of 
Columbus, Ohio, has been incorporated with a capital 
of $25,000 to manufacture tools, dies and special ma- 
chinery. 

Abram Hartley, who has been dealing in roofing, 
paints and builders’ supplies, at East Palestine, Ohio, 
has built a new store and is installing a new stock 
of hardware. 

Charles W. Hubbard, Jr., president of the Ameri- 
can Axe & Tool Company of Glassport, Pennsylvania, 
for the past sixteen years, has retired, and J. P. Kelly 
has been elected president. 


IIlmo Sheet Metal & Manufacturing Company, 
Springfield, Ilinois, has been incorporated with a cap- 
italization of $2,500 to do a general sheet metal con- 
tracting and hardware business. 

The Garford Engineering Company have been in- 
corporated in Columbus, Ohio, for the manufacture 
of aluminum. The company has an authorized cap- 


—— 
ital of $100,000, but will not locate its plant unt 
spring. 

The Bregwoodkro Manufacturing Company 9; 
Lorain, Ohio, has been incorporated with a capitaliza. 
tion of $50,000, to manufacture castings, Stampings, 
hardware and household utensils. 

D. M. Jones, Elizabeth City, North Carolina, owne; 
of the D. M. Jones Hardware Company, one of the 
leading wholesale and retail hardware establishmens 
in Eastern North Carolina, died recently. 

The F. A. Ledword Lock Company, of Flint, Mich- 
igan, has been organized with.an authorized capital 
stock of $10,000, of which $5,100 has been subscribed 
and the balance paid in in cash and property. 

The Buffalo and Suburban Hardware Merchant: 
Association met recently and elected the following 
officers: Arnold T. Armbrust, president; George 
Allen, secretary, and Louis Steinmetz, treasurer. 


At the Minneapolis Retail Hardware Association, 
which was held at the Hotel Radisson, Minneapolis, 
Minnesota, recently, the following officers were 
elected: President, William Simms; Vice President, 
C. V. Leavitt; Treasurer, J. W. Sawyer; Secretary, 
C. F. Stremel. ; 

The Morley-Murphy Hardware Company of Green 
Bay, Wisconsin, have just built quite a number of 
enlargements to their premises, including a three-stor 
addition, 65x180 feet. They have increased their 
capital from $200,000.00 to $300,000.00 by stock div- 
dends and have also added two salesmen to their force. 


Reservations at the various hotels are being made 
by the numerous delegates of the Southern Hardware 
Jobbers’ Association, of Mobile, Alabama, for. the con- 
vention which is to be held during May. The officers 
of the association say that the convention will be a 
large one, and fully 800 delegates are expected to 
attend. 

A charter has been granted the Hughes Tool Con- 
pany of Houston, Texas, incorporated at $300,000 
fully paid in capital stock. This company will take 
over the business of the Houston firm of Sharp & 
Hughes, owners of the patent on the drilling bit in- 
vented by Howard R. Hughes, which was known a 
the Sharp & Huges bit. 

The Associated Press sends out a telegram from 
Cleveland, Ohio, under date of February 12th, to the 
effect that suit for the dissolution of the Cleveland 
Stone Company and its subsidiaries was filed there on 
that day, by order of Attorney General Wickersham 
for controlling the price of grindstones throughout 
the United States by agreements with jobbers and re- 
bating. 


The Chicago Hardware Sales Company has beet 
organized at 214 North State Street to handle a num- 
ber of hardware specialties for Chicago and we: 
trade. William Schmetzer is manager. They 10. 
represent the Supplee Hardware Company’s “Pei 
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ia Quality” Lawn Mowers, Plain and Ball Bear- 
‘nc. “Continental,” “Panama,” “Electric,” “Red 
Clow.” “Delta,” “Bellevue,” “New Departure,” etc. ; 
\Ve-: Bend Aluminum Company’s Stamped Aluminum 
\are; Buckeye Tent & Awning Company’s Grass 
Catchers; Carbo Die & Tool Company’s Screw 
Drivers, “Real Tools,” Amber Oil and Amber Mops. 

The store of the Palace Hardware Co. in Erie. 
Pennsylvania was damaged to the extent of $70,000 
in a recent fire. The entire stock was destroyed but 
was insured to the extent of $40,000. The company 
expects to resume business shortly in temporary quar- 
ters. ; 

The Enders Razor Company has taken over the 
business of the Enders Sales Company, 100 LaFayette 
Street, New York. Frank J. Price is President of the 
new concern. A new board of directors has been 
elected and Colonel Wm. J. Enders, President of the 
first named company has resigned. 
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has been an enviable one, and his resignation, which 
took effect December 31st, was a surprise in many 
quarters. Since he had come to be looked upon as an 
indispensible -fixture in the Simmons organization. 
He has been employed with that firm for about fifteen 
years, has traveled extensively, was the principal fac- 
tor in building up a large foreign business and for the 
last few years has had charge of the New York house, 
until it was moved to Philadelphia. There is no doubt 
of Mr. Penn’s ability, both as a salesman and as a 
business organizer and systematizer. His friends feel 
sure that he will make a reputation and a fortune for 
himself in the new line which he has taken up. 





ATTRACT.VE DISPLAY OF BATH ROOM 
FIXTURES. 


The window display of sanitary bath room fixtures 
which is shown in the accompanying illustration was 
arranged by C. B. Hunt for W. J. Pettee & Company, 








Display of Bathroom Fixtures, Arranged by C. B. Hunt for W. H. Pettee & Company, Oklahoma City, Oklahoma. 
Received Honorable Mention in AMERICAN ARTISAN Window Display Contest. 


The Buffalo Wholesale Hardware Co., Buffalo, 
New York, held their annual meeting January 25th 
and elected the following officers: 

President, Chas. H. Smith; Vice President, John 
P. Becker; Secretary, Albert W. Weaver; Assistant 
Secretary, eHnry Machner; Treasurer, Wm. M. 
Thompson; Assistant Treasurer, Maurice B. Zeluff ; 
Directors, C. H. Smith, E. C. Smith, P. R. Smith, W. 
P. McClure, J. P. Becker, A. W. Weaver and N. A. 
1 aber. 

[t has just been announced that Mr. A. C. Penn, 

ll known Secretary in the states of Pennsylvania 

| New York, of the Simmons Hardware Company, 

Louis, will enter business for himself under the 

1 name of A. C. Penn, Incorporated, and will be 

ited at 100 LaFayette Street, New York. Mr. 
n’s record with the Simmons Hardware Company 


Oklahoma City, Oklahoma, and received honorable 
mention in the AMERICAN ArTISAN Hardware Win- 
dow Display contest. It is impossible to do a display 
of this sort justice in a photograph, but even at that 
it is easily seen that the display must have been a 
very attractive one. 

Emphasis was placed on the sanitary feature in 
view of the great amount of publicity that had been 
given in the community to sanitary matters. It is 
scarcely necessary to go into detail regarding the 
manner in which the window was arranged, as the 
setting is a very simple one, and can be understood 
at a glance. Every article was prominently price 
marked, which is regarded by this trimmer as an 
essential to a good display. We are told that the 
photograph was slightly out of focus, which accounts 
for the somewhat blurred effect. 
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HARDWARE SPECIAL TRAIN TO JACKSON- 
VILLE, FLORIDA. 


Arrangements were perfected in Chicago by the 
different committees and railroad officials this week 
ly which a special train de luxe will convey the off- 
delegates and friends to the Annual Conven- 
Retail Hardware Dealers at 
Special entertainment, going 


- 





cers 
tion of the National 
Jacksonville, Florida. 
and returning, has been provided for those who intend 
going on this roval train for a general good time. 
The train will wait at each stopping place for the 
hardware men, will wait at Jacksonville for the con- 
vention to adjourn, and the same sleeping and dining 
cars will be used for. the return trip. 

The Hardware Special train will leave Chicago at 
noon Saturday, March 15th, by the Big Four route 
for Cincinnati, where, after a short stop, the train 
will proceed by way of the Queen & Crescent route 
to Chattanooga, where it will arrive at 8 o'clock Sun- 
The entire day Sunday will be spent 
in sightseeing. The hardware men will be the guests 
of the Chattanooga Chamber of Commerce and the 
Chattanooga Hardware men. Special trips will be 
made .to Lookout Mountain and the battle field of 
Missionary Ridge. 

Train will leave Chattanooga Sunday night, arriv- 
ing at Jacksonville early Monday morning. Monday 
afternoon they will all be the guests of the Florida 
State Hardware Association. 

()n Tuesday the entire party will be taken to St. 
Augustine to attend the annual convention of the 
Florida Retail Hardware Association, and, after par- 
taking of an oyster bake on the beach, will return to 


day morning. 


Jacksonville Tuesday evening. 

A special train carrying 125 hardware dealers of 
New England will leave Boston on Saturday night 
and arrive at Jacksonville Monday morning coinci- 
cent with the Chicago’ special and both parties will 
be the guests of the Florida Association. 

The National Retail Hardware Convention will be 
held Wednesday, Thursday and Friday, March roth, 
20th and 21st, in the Board of Trade Rooms at Jack- 
sonville, Florida, and the indications are that it will 
be one of the most representative and important gath- 
erings of retail hardware men ever held. 

On Friday night the special train, composed ef the 
same sleepers and dining cars which brought the 
party from Chicago, will leave Jacksonville for St. 
Petersburg and Tampa, and Saturday, Sunday and 
Monday will be spent in automobile trips through the 
orange plantations and other interesting sights of this 
district. On Monday evening the special train will 
leave Tampa by way of Jacksonville for Savannah, 
where several hours will be spent. The journey will 
then be resumed to Asheville, N. C., where Wednesday 
will be spent. Wednesday night the party will leave 
Asheville by way of Harriman Junction for Cincin- 
nati and Chicago, reaching Chicago Friday evening, 
March 28th, after 14 days delightfully speyt in the 
Southland. 

Arrangements have been made for dining cars to 
accompany the entire trip, and no pains have been 
spared to provide every comfort for these who attend 
this convention by the Hardware Special. 


SECRETARIES OF RETAIL HARDWARE ASso. 
CIATIONS—DATES AND PLACES OF 
1913 CONVENTIONS. 





Kentucky Retail Hardware & Stove Dealers’ Association 
M. Stone, Sturgis. February 18, 19, 20, 1913. At Louis. 
ville. 

Ontario, Canada, Retail Hardware Association—W estoy 
Wrigley, Toronto. February 17, 18, 19, 20, 21, 1913. A; 
Hamilton. 

Minnesota Retail Hardware Association—H. O. Roberts 
Metropolitan Life Building, Minneapolis. February 18. 19 
20, 21, 1913. At. St. Paul. 
_ Illinois Retail Hardware Association—Leon D. Nish, F]- 
gin. February 18, 19, 20, 21, 1913. At Springfield. 

Colorado—F. C. Moys, Boulder, Colorado. February 18 
19, 20, 1913. At Pueblo. as 

New York Retail Hardware Association—John B. Foley, 
Syracuse. February 18, 19, 20, 21, 1913. At Buffalo, y 

West Virginia Retail Hardware Association—A. A. Doak, 
Grafton. February 19, 20, 21, 1918. At Wheeling. 

Ohio Retail Pt Ae Association—James B. Carson, 
Dayton. February 25, 26, 27, 28, 19138. At Columbus. 

Iowa Retail harden Association—A. R. Sale, Mason 
City. February 25, 26, 27, 28, 1918. At Des Moines. 

New England—Ralph W. Richards, Boston. 
25, 26, 27, 1913. At Springfield, Massachusetts. 

South Dakota Retail Hardware Association—E. C. War- 
ren, Pierre. March 4, 5, 6, 1918. At Huron. 

Florida Retail Hardware Association—W. K. Jackson, 
Lakeland, March 17, 18, 1913. At St. Augustine. 

National Retail Hardware Association—M. L. Corey, 
Argos. Indiana. March 18, 19, 20, 1913. At Jacksonville 
Florida. 

Arkansas Retail Hardware Association—Grover T. Owen, 
Little Rock, Arkansas. May 18, 14, 15,1918. At Little Rock. 

Carolinas Retail Hardware Association—T, W. Dixon, 
Charlotte, North Carolina, July 8, 9, 10, 14; 1913. At Rich- 
mond, Virginia. 


February 
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AN IMPROVED TYPE OF LANTERN. 





A great many desirable features are claimed for 
the Little Giant Lantern, manufactured by the Buhl 
Stamping Company, Detroit, Michigan. The “Littl 
Giant” is the latest addition to their line, and is said 





The Buhi Little Giant Lantern. 


to embrace all the improvements suggested in the 
quarter century of lantern building experience whic! 
this firm has had. It stands exactly 13 inches high 
and is finely finished. 

Among the important features of construction 
claimed for this new lantern are the following: \ 
globe which is much shorter than is used on other 
styles of lanterns with a larger opening which all: 
free access of cleaning, keeps cool and eliminat:: 
breakage—an improved lift at the bottom so ¢ 









ASSO. 


44 


Clation 
Ouis. 


Veston 
». At 


oberts, 
18, 19, 


h, E}- 
ry 18 
Foley, 
Doak, 
irson, 
fason 
ruary 
War- 
kson, 


orey, 
ville, 


wen, 
tock, 
xon, 
tich- 


for 
uhl 
ttle 
aid 





sructed that it adjusts the globe with the least pos- 
sible effort. It is said to be unnecessary to tilt the 
iohe back when lighting, which makes it possible to 


a the lantern in the wind—a fount which holds 
cufacient oil to burn thirty-two hours, is made of 
heavy material and has a large filler finely threaded to 
avoid leakage—a Globe Holding Bell or Canopy 
made of extra heavy material highly polished—an air 


chamber of extra low construction which brings the 
burner closer to the oil reservoir and adds greatly in 
drawing the oil up to the flame and in insuring per- 
fect combustion. Full particulars concerning this 
newest model may be had by writing to Buhl Stamp- 
ing Company, Detroit, Michigan, and mentioning 
AMERICAN ARTISAN, 





NEW DRILLING TOOL INVENTED. 


United States Patent number 1,052,432 has been 
granted to Thomas Prentice, Bridgeport, Connecticut, 
assignor to the Stanley Rule & Level Company, New 
Britain, Connecticut, and protects a new sort of bor- 
ing and drilling tool which consists of a stationary 





A Novel Boring and Drilling Tool. 


shaft and a rotating spindle. A sleeve is attached to 
the shaft having an offset which extends at right 
angles therefrom. There is also a longitudinally ex- 
tending recess in the sleeve. Complemental level 
glasses carried upon the lateral oftset at right angles 
to each other and a level glass mounted in the recess, 
the level glasses lying in different planes so that they 
extend in different planes of vision to the operator. 


MEAT TENDERER INVENTED. 





— 
oe 


\ novel device has been invented by Charles E. 
brown, Norway, Maine, the object of which is to 
render beefsteak tender, without injuring by undue 
bruising. The device is furnished with eighty knives 
which at one operation make eighty cuts, each three- 
eighths of an inch long, in the meat. The idea is to 
repeat this operation two or three times, until the 
steak has been thoroughly gone over. 

't is said that steak which has been treated in this 
mainer will cook more effectively and quickly, and 
that the cheaper cuts of beef are rendered fully equal 
1@ more expensive ones when they have been 
treated in this way. 
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A BARN DOOR LATCH OF A DIFFERENT 
KIND. 

Heretofore all latches for barn doors have been so 
constructed, say the William Petersen Mfg. Company, 
Lyons, Iowa, that they projected beyond the door and 
when the door was opened were a consfant source of 
annoyance, catching on harnesses and single trees and 
making themselves generally disagreeable. 


ev . 
W.PETERSEN’ | 
LYONS, OWA 








The New “Bismarck” Latch 


Accordingly they planned to design a latch without 
this undesirable feature and their new “Bismarck” is 
the result. The Bismarck latch, they claim, is the only 
one which slides back out of the way when the door 
is open, and that, as there are no springs in its con 
struction, it will wear exceedingly well. The accom- 
panying cut shows the way in which the sliding prin- 
ciple is worked out. If you want to know more about 
this latch, write to William Petersen Manufacturing 
Company, Lyons, Iowa, and mention, please, AMER- 
ICAN ARTISAN. 

<spnecmbiteees t-ipiigiiagetesslmienganiota 
PRIZE FOR THE HOMELIEST HARDWARE 
MAN. . 

One of the most unique contests ever staged by 
hardware men has just come to our notice in connec- 
tion with the seventh annual convention of the Retail 
Hardware Dealers, held at Portland, Oregon. A man- 
ufacturer of stoves offered a range as prize for the 
homeliest delegate attending. The contest was not 
very popular, however, and there were no entries unl 
it was finally made compulsory, each dealer voting for 
whoever he pleased. The contest caused a great deal 


of merriment. 


NEW TRADE MARK REGISTERED. 





The Clark-Smith Hardware Company of Peoria, 
Illinois, has been granted serial number 64,653 by the 


wa 
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Method of Branding Spades. 


United States Patent Office to protect their method 
of branding cutlery, machinery and tools. This trade 
mark device consists in painting the lower part of 
the tool in blue and the upper part in gold, and will 
be used for marking shovels, spades, scoops and sim- 
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ilar articles. In applying for exclusive right to this 


patent the company claims use since March, 1910. 


- 


NEW WIRE CUTTER PATENTED. 





United States Patent 1,051,921 has been granted 
to Joseph Anthony Schleier, assignor to the Eagle 
Claw Wrench Company, Chicago, and covers a tool 
which comprises two members pivotally connected 





1,051,921, 


The New Wire Cutter. 


and each provided with inclined gripping jaws. As a 
part of one of these jaws is a cutting heel laterally 
placed and extending to the rear. On the other mem- 
ber is a straight cutting edge which engages with the 
before mentioned heel so that a length of wire may 
be cut by applying pressure on the handles. 

PROGRAM FOR THE OHIO RETAIL HARD- 

WARE CONVENTION. 





The program for the nineteenth annual convention 
of the. Ohio Retail Hardware Association is an espe- 
cially attractive one. It is printed in blue and gold on 
a buff cover upon which is embossed the lock emblem 
of the association. The convention, it announces, will 
extend over three days, February 25th to 28th, and 
will be held at Columbus, Ohio. 

The sessions of the convention will be held in the 
Chamber of Commerce Building while the hardware 
show is staged in the Goodale Street Auditorium. 
Tuesday morning will be largely taken up with pre- 
liminary arrangements and with an inspection of the 
exhibits. At 1:30 p. m. an open session of the 
convention will be held in the Chamber of Commerce 
Building in which several important addresses will 
be delivered and music rendered by the William 
Brothers quartette. At 3:30 p. m. there will be an 
@xecutive session at which officers for the ensuing 
year will be nominated. The remainder of the after- 
noon will be given over to the hardware show. In the 
evening a theater party for the lady guests is an- 
nounced to be held at Keith’s Theater, while a busi- 
ness session for members only will be held in the 
Chamber of Commerce Building. 

Wednesday morning the exhibits will again be the 
attraction. At 1:30 p. m. another business session will 
be held in the Chamber of Commerce Building. A little 
later in the afternoon a musicale and a luncheon for 
the ladies will be held in the Assembly Room of the 
Southern Hotel while members of the association will 
spend most of their time among the exhibits. Another 
theater party will be held in the evening. 

Thursday morning will be given over to the hard- 
ware show and the afternoon to the closing business 
session of the convention at which the annual election 
of officers will take place. 


TRADE MARK REGISTERED. 


Serial number 67,618 has been granted by the 
United States Patent Office to the Van Doren \\ any. 
facturing Company, Chicago Heights, Illinois. {, 

ser. No. 67,618. 


INT-OCEAN 


Trade Mark. 








the protection of their trade mark “Int-Ocean.” This 
trade mark will be used upon hammers, axes, shovels. 
hatchets, punches, bench stops, rivet sets, wrenches. 
pliers and nippers, and is said to have been in tse 
since October 28, I19ITf. 





HENRY DISSTON & SONS, LTD., APPOINT 
NEW MANAGER. 


Henry Disston & Sons, Ltd.,, Philadelphia, well 
known manufacturers of saws and other tools, have 
appointed Samuel Y. Dingee as general manager. \Ir. 
Dingee has been connected with the Disston organ- 
ization for many years and is familiar with both the 
manufacture and selling ends, so that there is no doubt 
but what he will reflect honor upon this appointment 
and continue his career of business building which has 
hitherto been so successful. 


A FOOD CHOPPER OF NEW DESIGN. 





Smith & Hemenway Company, New York City, are 
featuring a new food chopper which is said to have 
‘ome desirable features not to be found in any other 
make, and at the same time retains all the good 
features of the old styles. 

This chopper is made in three sizes and only the best 
grade iron heavily coated with pure block tin is said 
to be used in its manufacture. As it has but six parts 
it is very simple in construction and operation, and is 
so made as to be very easily cleaned. Another feature 
mentioned is a concave drip attachment which diverts 
the food juices into the dish instead of allowing them 
to be wasted. For further information regarding the 
new chopper write Smith & Hemenway Company, 150 
Chambers Street, New York City, mentioning Amenri- 
CAN ARTISAN. 
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PERSONAL LETTERS FOR COLORADO HARD- 
WARE DEALERS’ CONVENTION. 








The Colorado State Hardware and Implemen! 
Dealers’ Association is issuing personal letters to 
every dealer in Colorado inviting them to the annual 
convention of the association which will be held at 
Pueblo, February 18th, 19th and 2oth. 

The association was organized in Pueblo eleven 
years ago, and that formed a basis for this city 
claim to the event this year. One of the princijle 
features mentioned in the letter is a trip through ‘lic 
large steel plant of the Colorado Fuel and Iron C: 
pany, where it is said dealers will be able to witr 
the manufacture of a great many articles which t 
now carry in stock. A large attendance is looked ‘ 
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IN AUTO ACCIDENT. 


\erybody connected with the Chicago Hardware 
trade circles was startled Sunday morning by a news- 
paper account of what was at first reported to be a 
very serious automobile accident involving Mr. Frank 
Warren and wife. Mr. Warren is one of the principal 
buyers of Hibbard, Spencer, Bartlett & Company, the 
well known Chicago hardware jobbers, and is himself 
extremely popular and well known both locally and in 
out of town trade circles. 

Mrs. Warren is a daughter of Percival B. Palmer, 
of the Percival Palmer Company, and her wedding to 
Mr. Warren took place only last October, and was 
one of the social affairs of the season, so the ultimate 
outcome of the accident was awaited anxiously in both 
social and business circles, 

Struck from behind by a big limousine, an electric 
automobile was hurled through a crowd of pedestrians 
who were passing in front of Guths’ candy store in 
the Congress Hotel Building. Mr. and Mrs. Warren 
were among the passers-by afid were just in time, un- 
fortunately, to be caught by the runaway automobile, 
and pinned between it and the building. 

In the first reports of the unfortunate affair it was 
said that Mr. Warren would be badly scarred about 
the face, and that Mrs. Warren’s injuries, which were 
largely internal, were apt to result fatally, and their 
many friends have, as a result, been very worried 
and anxious. 

We are glad to report, however, that advices we 
have received just previous to going to press, state 
that both Mr. and Mrs, Warren are getting along 
much better than was at first thought possible. Mr. 
Warren will be able to leave the hospital tonight, 
little the worse for the accident, and while Mrs. War- 
ren will be laid up for some time both from actual in- 
juries received and from the terrible nervous shock 
due to the ordeal, there are now no doubts entertained 
but that she will recover and escape serious results. 


*» 
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RETAIL HARDWARE DOINGS. 





Kenton, Ohio.—The Yeagley Hardware Company has 
been incorporated with a capital of $10,000, the principal incor- 
porator being H, L. Yeagley. 

Winthrop, Arkansas—The Winthrop Hardware Com- 
pany has surrendered its charter. 

Burlington, Wisconsin.—Articles of incorporation have 
been filed by the Kruckman-Glaser Hardware Company, the 
capital stock being $12,000. 

Mt. Carroll, Illinois —Mr. Sipes has sold his interest in 
the Sipes & Paul Hardware Company to George Paul. 

Sioux City, lowa.—Zahrndt & Joynt’s hardware store was 
damaged by fire to the extent of several thousand dollars. 

Tolono, Illinois—H. A. Brown of Kinmundy has pur- 
chased the Dillavon hardware store. 

South Haven, Michigan.—The Moore Hardware Company 
las been incorporated with a capital of $20,000. 

Galesburg, Illinois—Mr. Wetherbee of the Churchill & 
Wetherbee Hardware Company, purchased the L. L. Steele 


‘tock i that company for his two sons. As they are nephews 
°' G. }. Churchill, member of the company, the former name 
oF the arm will be preserved. 


lison, Wisconsin.—The hardware firm of Blied & 
r has been dissolved. 


AMERICAN ARTISAN AND HARDWARE RECORD 





pop.LAR HARDWARE MAN AND WIFE HURT 






Henderson, New York.—Roland and Stanley Butterfield 
have opened a hardware store. 

Cleveland, North Dakota.—W. F. Foye has opened a new 
hardware store. 

Ann Arbor, Mich—The firm name of Schumacher & 
Backhaus has been changed to the Schumacher Hardware 
Company. 

Alanson, Michigan.—Mr. Graham has purchased the hard- 
ware and implement store of Ralph Myers. 

Middleton, Michigan.—Crismore & Kuster, hardware deal- 
ers, have dissolved partnership and the business will be con- 
tinued by J. W. Crismore. 

Cambria, Michigan—A. V. Henry has purchased the 
hardware and implement stock of Blackley & Son. 

Reed City, Michigan—The hardware stock of Weinrich, 
Hoffmeyer & Company has been purchased by Fred Hemund 
and Jacob Haist, who have formed a co-partnership. 

Orrville, Ohio—Eyman & Hoover, hardware dealers, 
have dissolved partnership. 

Sheffield, Iowa—The hardware store managed by the Es- 
linger Land Company has been sold. 

Troy, Ohio.—Ralph H. Gibson has purchased a half in- 
terest in the hardware store formerly conducted by Hatfield 
& Scott, and has formed a partnership with Elmer Croner, 
who has been. a clerk in the store. 

Lincoln, Illinois.—John J. Cooper has opened his new 
hardware store. 

Bartlett, Texas.—Joe Matthews and Louis Lueducke have 
become members of the Bartlett Hardware Company. 

Aberdeen, South, Dakota—As the Aberdeen Hardware 
Company lave closed their business here, William Meyers, 
former manager, has accepted a position with the same com- 
pany in St. Paul. 

Aurora, IIlinois-——-The Jungels Hardware Company have 
succeeded to the retail hardware business of Jungels & Miller. 

Elizabeth City, North Carolina—D, M. Jones, owner of 
the D. M. Jones Hardware Company, one 
wholesale and retail hardware establishments 
North Carolina, died recently. 


the leading 
Eastern 


The Michigan Hardware Com- 
the new Birck 


Grand Rapids, Michigan.— 
pany are moving into larger quarters in 
3uilding. 

Wayneville, North Carolina—The Ray-Plott Hardware 
Company are erecting a large warehouse back of their main 
building, which will be used for heavy hardware and farming 
implements. 

Georgetown, Illinois—Mr. J. W. Henry ‘and brother 
will open a hardware store. 

Lowville, New York.—Morgan A. Stoddard has sold his 
hardware business to Walter and George Salisbury, who will 
conduct it under the name of Salisbury Brothers 

Mankato, Minnesota—Mr. A, A. Zimmerman has pur- 
chased the stock of hardware and sporting goods from his 
father and will continue the business at the same location. 

Whitehall, Montana.—Fire destroyed buildings and hard- 
ware stock of C. M. Johnson. 

Sawyer, Wisconsin.—The Frankforth Hardware Company 
of Milwaukee will open a hardware store here. 

Kenton, Ohio.—The Stanfield Brothers Hardware Com- 
pany have increased their capital from $23,000 to $33,000. 

Blandensville, Illinois—Russell Knoedeler has purchased 
the half interest of Axel Larson in the Martson & Larson 
hardware store. 

East St. Louis, Illinois—The Cherrington Hardware 
Company have been incorporated with a capitalization of 
$5,000. 

Lockwood, Missour:—E. M. Proctor has purchased the 
J. P. Davis hardware stock. 

West Liberty, Ohio—W. L. Dille has moved his hard- 
ware store into the Johnson block. 

Oshkosh, Wisconsin —W. E. Davis has sold his hardware 
business to O. A. LaBudde & Son. 

Hoover, Ohio—The Hoover Hardware Company will 
move to larger quarters in the Kehrer black. 

Port Byron, New York.—Carr-Leggett Hardware Com- 
pany has been incorporated with a capital of $25,000, by C. E 
Leggett, E. P. Leggett and E. L. Carr. 
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Michigan Retail Hardware. 
Association Convenes " 





The nineteenth annual convention of the Michigan 
Retail Hardware Association was held at Detroit, 
Michigan, Tuesday, Wednesday and Thursday, Feb- 
ruary 11, 12 and 13. It was one of the most largely 
attended conventions the association has ever held, 
and it is doubtful if there could be found a single 
man in all the host of out-of-town dealers present 
who was not enthusiastic over the reception accorded 
him and intensely interested in every detail of the 
three davs’ proceedings. 

Tuesday morning at 8:30 the Detroit Light Guard 
Armory, where the hardware exhibits were on dis- 
play, was opened, and almost as soon as the doors 

. . . 
swung open the dealers were on hand to receive their 
identification badges, admission cards, etc. At eleven 
o'clock in the morning a meeting of the executive 
committee and advisory committee was held in. the 
Flemish room at the Hotel Cadillac. A great many 
dealers continued in attendance upon the hardware 
exposition until noon. 

At 1:30 p. m. the opening session of the convention 
was held in St. Andrews Hall, with a big crowd in 
attendance. After the invocation by Charles M. Alden 
of Grand Rapids, America was sung by the delegates, 
and an address of welcome made by a representative 
of that city. Charles A. Ireland, Ionia, responded to 
this address in a pleasing manner. President Charles 
HM. Miller of Flint then delivered the annual presi- 
dent’s address. which was most favorably . received 
and elicited hearty applause. 

Address of President Chas. H. Miller. 
Ladies and Gentlemen, and Members of the Michigan Retail 

Hardware Association: 

It gives me great pleasure to have the honor to welcome 
you to this, our nineteenth annual convention. Conventions 
are gatherings of men who are actively interested in the same 
line—and to those who attend, the information received and 
exchanged, with brother hardware men, is of+great value. 

Modern students of evolution have dispelled the theory of 
the survival of the fittest. It is organization that counts. 
Some men are too narrow-minded to give their ideas to 
others—not realizing that learning is like love—the more you 
give the more you have. It is not the object of our associa- 
tion to teach or encourage combinations or price regulation— 
but through honorable means to obtain a square deal for 
all our members 

\ greater part of our time after today will be given 
over to the Question Box and to the discussion of subjects 
that are right at the root of our business. While a number 
of questions have been sent in—there will be many others 
that will suggest themselves, and I hope that, for our mutual 
benefit, you will place them in the box or hand them to the 
chairman, Mr. Abbott—that we may endeavor to find a solu- 
tion to our difficulties. We have with us on the Question 
Box Committee President L. C. Abbott and Vice-President 
Chas. A. Ireland of the National Retail Hardware Associa- 
tion, and I predict that this part of our program will be as 
much enjoyed as it will be instructive. 

URGES PUNCTUAL AND INTERESTED ATTENDANCE. 
This is a day of advertising and specializing and we must 
be in the front rank or awake too late to the fact that our 
competitors have beaten us to the post. Therefore I urge 
you to be in your seats each day at the opening of the ses- 
sions, and to take an active as well as a personal interest in 
all discussions 


At the last two conventions we passed resolutions de- 
claring tor one-cent letter postage. To me this is one of 


the most important subjects to be considered. Do you real. 

ize that one-half of the 2c letter postage is a tax? It would vt | 
be a great saving if all of us could get from under that tax 
This condition has existed for years and we have sim, ily 
submitted to it. We must do more than pass resolutions 
We must get busy and take a more active interest in politics 
It is still too early to predict the effect of Parcel Posi 
trade conditions, and as to what line trade development | 
pursue. Time alone can tell. I would recommend that \. col 
use our efforts to have the government give the present sy; ma 
tem a thorough trial—before extending the same. 

[ hope that you have all brought along your want books 
and that you will spend most of your time, when not attend vil 
ing the meetings, in carefully studying the exhibits in the r- 
mory—placing as many orders as possible so that our friends 
the manufacturers and jobbers, may be fully repaid for th, | 
time and expense they have been to in arranging this exhi)i; 


se 





Ex-President Charles H. Miller. 


GETTING INFORMATION FROM THE EXHIBITS. 

To be expert in demonstrating the superior qualities 
our merchandise—and to learn of the new goods in the ma! S¢ 
ket—I know of no better way than to give liberally of ow . 
time to the gentlemen who have charge of the exhibits. , 
learning all the good points possible, so that we may retur! 
to our business better able to explain the excellent qualities 
of our wares—and in this way be better prepared to meet 
competition—securing a legitimate profit for ourselves 

You have already been informed of the prizes your ofhcers 
have thought best to offer in connection with the buying 
contest—and I hope that every member will take an activ: . | 
interest and secure a prize. 

COMMENDS SECRETARY SCOTT. 

During the past year we had the pleasure of entert 
ing the National Association—and later we will listen 
report of this convention from our Vice-President, 
Rechlin. But at this time I would like to commend out 
retary, Mr. Arthur J. Scott, who was chairman of the « 
tertainment committee, for the manner in which our guests 
were cared for—and to thank him for the large amou 
hard work he did in arranging for their entertainment. 

In company with Secretary Scott I had the pleasure 0! 
attending the conference of State Association Secretar! 
Chicago, October &th and 9th, and I will say that it 
huge success. At this conference it was decided to f 
permanent organization to be known as the “National 
ciation of Retail Hardware Secretaries.” Our own \ 
Scott was chairman and the work was carried on in a 
capable manner, ! have since received letters from Pr¢ 









re 


1 real- 
would 
It tax 
simply 
itions, 
a 
1Ities 
St on 
it wil] 
at we 
t SVS- 


00ks, 
ttend- 
e Ar- 
lends, 
r the 
hibit 








ish, Vice-President J. B. Carson, @nd Secretary W. 


‘ i. is, urging that we take action during this convention 
t, authorize our President and Secretary to become mem- 
hess this Association. I would recommend that their re- 
quest be granted. j 

(» October 10th we went to Argos,. Indiana, as the guests 
of the National officers. It being the first time I had enjoyed 
the privilege of inspecting the National offices, | was agree- 
ably surprised to find such a complete equipment. During 
the afternoon we were informally entertained at the home 


of National Secretary Corey, where we all did justice to an 
ample lunch, 

in conclusion | would say that our past year has been one 
of prosperity and harmony. | want to thank the officers, also 
the executive committee and members of this association, for 
their ever readiness and cheerful assistance during my term 


of othee. 
Thank you. 


Following this address the announcement of the 
committee appointments for the ensuing year was 
made. The list follows: 

Committee on Legislation :—C. L. Glasgow, Nash- 
ville. Chairman; P. E. Dunham, Lansing; B. F. Schu- 
macher, Ann Arbor. 

Committee on Constitution and By-Laws:—O. H. 
Gale, Albion, Chairman ; Louis P. Church, Flint ; Fred 
T. Wortman, Ionia. 

Auditing Committee :—E. S. Roe, Buchanan, Chair- 
man: Adrian DeWindt, Grand Rapids; T. E. Bissell, 





Munising. 

()uestion Box Committee :—L. C. Abbott, Marshall- 
‘own, Ia., Chairman; Chas. A. Ireland, Ionia; Porter 
\. Wright, Holly. . 

Committee on Nominations :—John Popp, Saginaw, 
Chairman; Fred Ireland, Belding; Chas. M. Alden, 
Grand Rapids; F. E. Strong, Battle Creek; M. A. 
Benson, Saranac; D. L. Whitenack, Tecumseh; A. 
Harshaw, Detroit. 

Sergeant at Arms, E. J. Morgan, Cadillac; Ass’t 
Sergeant at Arms, Marshall H. Mackey, South Haven. 





Committee on Place of Meeting :—Frank Brockett, 
battle Creek, Chairman; A. T. Vandervoort, Lansing ; 
Chas. A. Sturmer, Port Huron. 

Exhibit Committee :—Alexander Lemke, Detroit, 
Chairman: Wm. -Moore, Detroit; James Tyre, De- 
troit; J. G. Patterson, Detroit; A. I, Scott, Marine 
City; O. J. Darling, Detroit, Exhibit Secretary. 

Program and Entertainment Committee :—Chas. H. 
Miller, Flint, Chairman; Fred A. Rechlin, Bay City: 
Henry C. Weber, Detroit; A. J. Scott, Marine City. 

Xesolutions Committee :—C. E. Dickinson, St. Jo- 
seph, Chairman; M. Downer, Davison; W. L. C. 
Dp 


Reid, Jackson. 





Reception Committee :—Officers, Executive Com- 
inittce and Advisory Board. 

\ special hardware song was next sung by the 
delegates, after which an address, “Hardware vs. 
Hardwear,” was given by Dr. E. H. Pence of Detroit. 


The address follows: 
HARDWARE VS. HARDWEAR. 


Address of Edward H. Pence. 


ntlemen: J] may not be able to tell you how to run your 
lal re business, but if I can show you how to keep your 
latcware business from running-you, perhaps | have made 


ove more valuable contribution to your conference. 

; tion and reaction, you know, are equal and opposite in 
“rection; the tool wears out just as truly as the material it 
wi 1 18 worn down, A man’s business is at work on him, 
ey truly as he is at work upon it. You see that it is 
ne | am after, not primarily the hardware merchant. 


“els take a new tack at cornering him, for unless I corner 
you fellows, you will dodge me. 
iter a man has succeeded in business to the degree 
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which feeds his actual wants, he goes on expending his ener- 
gies with just as keen a zest and wearing a pace as before. 
Up to the level of his actual needs he was after the money; 
beyond the level of his actual needs he pursues not the sat- 
isfaction of wants, but the satisfaction of his tastes. He 
chases the dollar up to that point; after that there is danger 
of the dollar chasing him. Up to the level of need, he is a 
hardware merchant; beyond that he’s a chaser of money 
TALKING OF MEN RATHER THAN TRADES 

Now, it is that man that I am after. [| am to talk about 
where the hard-wear of the hardware business comes. I 
know little about hardware. | have my hardware men, and 
because | believe in the man behind the hardware, | take his 
judgment upon the goods he sells me. That remark leaves 
me again face to face with the man, not face to face with 
the hardware dealer; and because [| believe in him before | 
believe in his hardware. [ am more concerned about him 
than I am about the hardware he sells me. I never bargain 
with my hardware man about the goods he sells me; I don't 
know how; | don’t want to know. For me to doubt my 
hardware man means to doubt his goods, and [1] hunt an- 
other. All that | in common with 90 per cent of the buy- 
ers of hardware, want to know is the man selling me the 
goods. The other day a man told me that certain big spe- 
cial tool manufacturers expertize men in their plants and 
then send them out over the country, managing to get them 
in as foremen and superintendents in big institutions. Of 
course these men have been educated to their special makes 
of tools, and come to vou insisting upon those tcols and 
nothing else. You may try to bargain with one of them 
try to sell him some other make upon which vou have a wider 
margin. But this man cares little about you; he knows tools 
and the kind he wants. I do not know tools, nor the kind | 
want. I make motions with my hands, and my hardware man 
judges from my motions that | want a hoe, a razor, a shovel. 
an egg-beater, a cross-cut saw or a three-cornered file. If he 
sells me an egg-beater when it was a razor | was trying to 
ask for, | charge it up to my own stupidity in acting my part 
If he sells me a punk razor when | made it plain | wanted a 
good one, | charge it up to and against him And then the 
old Scotch saw falls to mind for my future guidance, to 
wit: “If a man cheats me once, shame on him: if he cheats 
me twice, shame on me.” 

LEAVE THE CHOICE TO THE PFALER. 


All this while, can’t you see that I am not talking about 
hardware, I'm talking about the man. It isn't the dull razor 
that hurts me, it’s the dullness of my wits in thinking of 
some way of adequately getting even with the man who sold 
me that razor. 

That hurts; at any rate, it always hurts an honest man to 
doubt another man’s honesty. I can throw that razor away, 
or give it to some unparticular friend for next Christmas 
and get a new one in five minutes—but it takes vears to culti- 
vate a first-class, well tempered, thoroughly tested friendship 
for and confidence in a man. 

THE HARD WEAR OF BUSINESS 


In all of which I am but trying again to get at the man 
behind his everlasting hardware. 

I guess that we have arrived at him, and at 
range to talk about him with fair to middling accuracy, and 
I dare to repeat the statement, that the hardest wear of the 
hardware business comes upon the man who sells it, not 
upon the tools he sells. 

Not hardware, but the business of selling it is the tool 
with which you are carving not only your commercial, but 
your moral destiny. 

Gentlemen, the man behind the hardware is more to him 
self than he is to anyone else on earth. He is getting some 
money, and ought to | 


lose enough 


J be getting what is the equivalent of that 
money in genuine pleasure out of the business 

He is probably getting either money or pleasure out of 
it just to the degree that he is putting proficiency into it. 
How much does it cost him to handle his goods between 
freight cars and the back door of his customer? I[t is easy 
enough to calculate that in dollars and cents, and to deter 
mine how the balances shall lie at the end of the vear. It is 
not so easy to calculate what his business is costing himself 
in terms of wear and tear on nerve, through fret, worry, 
anxiety, petulance, mebbe profanity and moral deterioration 
And yet, long after he has ceased to be a hardware man, long 
after the tools he sells are either taking on a better temper 
or a worse: he is getting to be of finer fiber or he is getting 
to be of coarser; he is a better or a worse man—and ap 
proaching the day when men shall ask what he made out of 
the hardware business, but when the question with him per 
sonally shall be this, and this exclusively, what had the hard 
ware business made out of him? 

EFFICIENCY DEPENDS ON PROFICIENCY 

This is the day of the efficiency engineer. Now efficiency 
is about in the proportion of proficiency, and a man’s pro- 
ficiency is about in the proportion of how much he is in on 
the job. 

This is the day when we are retraversing the grounds we 
have covered in our commercial and productive development 
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and finding out where our leaks and wastes have been. We 
are beginning to accumulate fortunes in saving of leaks and 
wastes; we are beginning to tease willing dividends where 
once they were reluctant and seemed impossible. The by- 
product has come into its own. I have never been so im- 
pressed with this matter of saving the by-product as I re- 
cently was while in New York at the Imperial Hotel. I had 
read of how they are saving everything in the hog at the 
stockyards at Chicago except the dying squeal. While look- 
ing down the menu hunting for something which just a plain 
specimen of the plain people could eat and have money left 
to get out of town, I was amazed to discover that at last 
they had saved that dying squeal of the hog and had it there 
on the bill of fare. I was tempted to order some of that 
Noisette of Pork just to see what it tasted like, but concluded 
that if the consequence of that Noisette of Pork were as fatal 
to the eater as the dying squeal of the hog was to the hog it 
were better for me to let it alone. 
THE TEMPER OF THE MAN. 

Now, Gentlemen, let me at last say, and by saying an- 
nounce my formal entry upon my discussion, that what 
temper is to a tool habit 1s to the man. Temper determinés 
hardness, spring, toughness and the like to a tool. Habit 
determines temperament, disposition, ease of action, resiliency, 
accuracy, and finally proficiency, and in turn efficiency in the 
man. 

The master-workman teaches his apprentice first of all 
how to hold the tool so that the tool will not wear out too 
fast. But, if he be a wise teacher, he takes even greater 
care to teach the apprentice how to hold the tool so that he, 
the workman, will not wear out too fast. If the teacher 
is an expert at teaching, he will know that in teaching the 
workman how to save himself he is at once saving both 
workman, tool and the material upon which he works. 

Aye, note, that the good workman is less weary at 
nightfall than the poor workman, and this, notwithstanding 
that ke has produced both more work and better workman- 
ship, and, with all, with less waste of material. 

Now, all of this has an explanation in the way the hu- 
man being is built. It is all expressed in one word, habit. 
He has taught himself how to do it, you say. Yes, he has 
taught himself, because the Creator made man teachable by 
giving him this capacity for habit. 

HOW HABITS ARE FORMED. 

It will do us no harm to do a bit of exploring of our 
interiors, just to understand how habits take form. It seems 
enough to say, that habits are formed by patiently repeating 
the same act over and over again. 

But that is what a gas engine does, and yet a gas engine 
never forms the habit of running without gasoline and an 
electric battery or magneto. There’s a difference, a vast, un- 
bridged difference, as between the gas engine on the one side 
and the human personality upon the other. 

Perhaps a little exploring, I say, shall instil a better 
respect within us for the marvelousness of the mechanism by 
which this piece of enginery, called ourself, runs. 

It all dates back to the brain, as far as the mere ma- 
terialities go; but back of the brain is something greater 
than brain, greater than atoms, molecules, hemispheres, 
cortices and al] the rest put together, namely, the Personality. 

A piece of music implies three things. There’s the mel- 
ody you hear; there’s the harp played upon; there’s the play- 
er. Which is you? There is the amazing action of a human 
hand—that is the melody; there's the brain that guides and 
impels the hand—that’s the harp; but where is the invisible 
hand running the machinery, playing upon the brain? That 
is the “you.” the personality. the soul—let me repeat: The 
“You.” spelled with a capital Y. 

Next to Almighty God that You is the most tremendous- 
ly significant piece of existence in the Universe. 

The simple fact is, when everything else has been said, 
that the Creator placed that thing called the brain at the 
disposal of that “You,” and that most of your education con- 
sists of what the “You” does to that brain. And most of the 
“what you dc to that brain” is expressed in the habits you 
teach that brain 

SOME FACTS ABOUT THE BRAIN. 

The most marvelous piece of meat in the world is that 
brain, gentlemen! 

Some things about it are worth noting at the outset. In 
the adult human being, it runs from 46 to 53 ounces in weight. 
The extreme in lightness is in the idiot, in whom it has fallen 
to 23 ounces. About 65 ounces is the limit of heaviness in 
men of exceptional development, 

In woman the weight varies between 41 to 47 ounces, as 
compared with from 46 to 53 ounces in man. We men are 
saved from premature inflation over this, and from falling 
into an anti-suffrage frenzy, by this further consideration, 
that it is not necessarily the weight, but the quality of the 
brain which determines the mental equation of the indivilual. 

As over against 23 ounces in the idiot as a minimum, the 
most advanced monkey or anthropoid ape can tip the beam 
at only 16 ounces. 

Now the brain is divided by the experts into several 
parts, but we are interested today only in what is called the 
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fh 
cortex, a thin coating of greyish fibrous matter on t!> oy. 
side of the brain. It is the high development and the ¢onyo. 
lutions of this cortex which distinguished the brain c! may 
from that of all lower animals. 

I shall not attempt to define to you just how the brajy 
is divided. If you already know those divisions, it woud not 
be necessary for me to tell you; if you do not already know 
them, it would be useless to attempt to fix them upon your 
memory for any present practical purposes. 

You are so used, from earliest recollection, to the ap. 
customed movements of your body that the marvelousness of 
the simplest of them does not impress you. You, yourself, do 
the most complicated acts, the products of long training; and. 
if asked to analyze the processes of those acts, you find i 
difficult to state them in words. 

A trained-type-writing machine operator sits before her 
machine. She glances at a sentence to be copied. With 
amazing swiftness her fingers sweep over the key-board. Out 
of curiosity I have asked one of the most expert in the 
city to cast her eyes up to the ceiling, and then tell me from 
conscious memory what letter on the key-board is immediate- 
ly to the right of “j.” She was unable to tell. And yet, a com- 
plicated, reflex action of muscles would instantly guide her 
finger in spelling a word to the “k” lying there at the right 
of “j” on the keyboard. 


MOST REAL WORK DONE UNCONSCIOUSLY. 


I have heard a brother who worked on the engineering 
corps of a Texas Railway tell of an old Russian bridge-build- 
er who was the expert rope man in his gang. He could tie 
the most wonderful knots, and one in particular always puz- 
zled this brother of mine. So one day he asked the old chap 
to tie the knot slowly so that he could watch each succes- 
sive step. ‘The Russian started the process. He could slowly 
make the first three motions, but the fourth failed. He tried 
and tried, again and again, and finally, with an expletive dis- 
guised in Russian, grabbed the rope and with lightning like 
swiftness, tied the knot, threw the rope down and walked 
away. 

‘As a youngster, he had toiled et learning that knot; now 
the processes had passed from conscious memory. But what 
was it which tied the knot? What was it which in him could 
tie a better knot unconsciously than he could consciously? 

I am using the illustrations here simply to emphasize 
what we need to have emphasized in order to get some simple 
facts before us—facts so commonplace that they escape our 
attention. 

Most of your real work is done by you without your 
knowing it. Probably the best work you do is work of 
which you have but vague memories. Indeed, you are today 
doing ten times the actual efficient work you did ten years 
ago when you started and are not so weary at night as you 
were then. 

Who, or what is taking care of all this expenditure and 
direction and conservation of energy in you? 

Let me repeat: You, the personality, the Mind, has been 
teaching the brain the functions to which it was adapted by 
the Creator, 

Now there are several classes of muscular and nervous 
actions which go to make up the sum total of the motions 
which make you the living being you are. 

Some of those muscular actions are automatic and some 
are partially so. For instance the nervous forces which keep 
your heart going, or which control the size and shape of the 
minute capillary blood vessels. Fortunately for our welfare. 
these are placed beyond our control in their ordinary opera- 
tions. You cannot deliberately either stop or accelerate or 
slow-down your heart-beat. These functions, however, ma) 
be affected indirectly through other great uses of your powers 
over which you do have control. ; 

Then there are the great nerve centers supplying force 
to the muscular machinery which operates this bellows we 
call our breathing apparatus. It is partially within and par- 
tially without one’s control. 


SOME THINGS WE CANNOT CONTROL. 


Now a wise, beneficent provision has placed the nerve- 
centers controlling the great vital organs and functions be- 
yond the control of our wills. True, our wills can control 
other centers which in turn, by habits or neglect, may t uch 
and affect these vital functions; but, speaking broadly, (04 
knew man too well to put the engineering of human ie 
where it could be reached. ‘ee 

We learned to walk. That was a tortuous process. f114'- 
ly we had learned, but. do you know, all this complicated bus!- 
ness of standing erect, of manipulating ourselves, 4! 
urally as we fall into it, is a matter of habit. Now cer‘an 
centers within the brain just automatically take care of 114! 
business of standing erect, walking, running, and you d 
have to worry about them. ee 

In fine, if you had to engineer all of the almost in! 1't¢ 
number of little and big muscular and nerve actions nes 
sary to the simplest and most nearly inactive life you ld 
live—you would have neither time, energy nor thoug! 
give to anything else. Life would be one intolerable bur ¢" 

But, gentlemen, an amazingly beneficent provision 4° 
relegated all that back behind consciousness, and le 
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jon your particular duty and responsibility to cul- 
vite tose higher powers of thought and action. 
pve; os put that cortex, that is, the blanket which covers 
he wi brain, under a microscope, you find that it is a 
vonderiully constructed piece of fabric. — CANT 
“In it are great centers, but running in all directions are 
sns upon millions of little, minute, microscopic fila- 
nerves, a vast network, 

HOW THOUGHTS BREED ACTS. 

Now every thought which you think is accompanied by 
} chemical action at some particular nerve center. This is 
,iwavs true. Moreover, every thought when repeated acts 
ae that particular center, and a certain amount of force 
5; expended. But suppose that thought is accompanied by a 
will to do something? To do something, let us suppose, 
neans to move the hand. How does it happen that a mere 
thought followed by an act of the will lifts the hand? 
~ Here we are compelled to note a difference in the kinds 
of nerve centers we find in the brain. First, there are sen- 
sory centers; that is, centers which are affected when we 
think, just think and do nothing else. Then, there are oth- 
er centers called motor-centers, which act when we move a 
muscle, or some particular muscle. The sensory centers do 
nothing but think; and the motor centers do nothing but act. 

How, then, you ask, does the thirking nerve-center get 
communication to the acting-center to get action on? 

Here, now, we come face to face with these most inter- 
esting methods by which habits are formed. 

| said that the brain is born with a vast net-work of little 
nerve-fibers running all through it and in all directions. 

This means, of course, that if you start at a thinking 
center and go along one of those little nerve-fibers running 
out from it, zig-zagging here and there, following a genera] 
direction toward a motor center,, eventually, along that round- 
about route, you will arrive at the motor center. 

Let us now begin to illustrate. 

We shall have to begin with you as a boy, for it was as 
a boy that this process started in you. It has been so long 
ago, of course, that you cannot quite recall the actual details ; 
but this was the way in general by which you learned to 
write. : 

You sat at your desk, let us suppose, away back there 
in the little old school-house. The teacher wrote the letter 
“4” on the black-board. She made it plain to you that that 
was the first letter of the alphabet. She told you how to 
pronounce it. Now, immediately a particular little spot on 
what is called the “Brocea Convolution” took up the task of 
getting into the “A” habit. It is probable that that same 
relative spot is attending to “A” to this very moment as you 
think “A” aT talk. 

You sat, there as a kid and thought “A,” and may have 
said it over and over after your teacher, till the sound repre- 
sented by “A” and the way “A” looks to the eye were fairly 
well fixed upon you, your memory and your brain. So that, 
whenever you heard the sound “A,” there flashed to your 
mind’s eye, the thing that looked “A,” and sounded “A.” 

Now, all of that is relatively simple. All your kiddish- 
brain and mind were doing was just thinking; strictly speak- 
ing, you were not acting. Just one center was being involved, 
and that a thinking center. No-hard work, and you rather 
enjoved it 
A TANGIBLE ILLUSTRATION OF BRAIN ACTION. 


_ But now the teacher tells you to take your slate-pencil 
in hand and copy off that “A” there on the black-board. 
Easy enough, you think; “I just did what she told me 
to do.” Very well, but you did what she told you because 
a most marvelous performance was going on back there in 
that little piece of meat called your brain. 

_ Here is, roughly speaking, what happened inside your 
brain. Mee little “A” thinking spot suddenly has a big 
10 nN Nand, 

_ Ut course back of that first day in school you had spent 
four or five years at getting your brain under a certain de- 
gree ot control. From infancy you had been at that busi- 
ness, Therefore, on this day in your sixth year, there in the 
school-room, you were already more or less a creature of 
cultivated habits. 

, 50 that when the teacher said, “Copy that ‘A,’” you put 
into action a muscles-over which you already had: more 
Or i€ss control. 

But you notice that I keep on talking about muscles and 
hands, whereas it is the brain, and what if is doing, which 
interests us just here, 
said, you thought “A,” and instantly the nerve spot 
or entre having the “A” thought in custody had a big job on 
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mS Ran You knew it had had a big job on its hands, be- 
— ‘cu were almighty tired that night when school let 
A t in the wide world was it going on up there in the 


n that wore him out so? 
enough now to think “A”; but to get “A” written 


ove 's soing to call for some complicated muscular actions, 
anc you will get no muscular actions unless that “A-thinking 
center’ an get a message over to some, and, indeed, to the 


very m ior nerve centers which control the particular mus- 
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cles which must act, and act accurately, if that “A” is to get 
down correctly. 

Again, I ask, how in the wide world does the “A-think- 
ing-center” get the message to the right motor center ac- 
tuating the right muscles? 

Roughly speaking, very roughly speaking, this is the way 
it happened. Immediately a tiny stream of force started out 
from the “A-thinking-center” along one of those exquisitely 
fine nerve-fibers. Strange to say, it starts in approximately 
the right direction to reach the motor nerve centers which 
control the muscles of the hand and arm, which in turn, in 
that small boy, hold a slate-pencil to the slate, and slowly 
make something looking like an “A.” 

But that little stream of force which is on its way to- 
ward the proper muscular nerve-center, hasn’t as yet a 
straight path for its journey; it zig-zags along as best it 
can, and after a round-about journey arrives at the proper 
motor center and sets the right muscles into action. 

“Write it again, Johnnie,” says the teacher. What hap- 
pens inside of Johnny? Why that “A-thinking center” starts 
that message again; but Johnny writes the “A,” not only 
easier, but more accurately to the model. And why? Be- 
cause he knows how the better, you say. But what does that 
mean, and what does it indicate as having taken place up 
there in Johnny’s brain? 

STRAIGHTENING OUT CURVES OF ACTION. 

This is what has happened up there; that message is a 
bit more strongly sent than the first time it started from “A- 
thinking-center” toward the motor center, and instead of tak- 
ing so zig-zag a patch, it finds its way more along a straighter 
line. That took less energy. The third time, it shoots along 
an even straighter line. The fourth time yet straighter. 
Finally, there is made a perfectly straight path from “A- 
thinking-center” to “writing-center.” Maybe it took five- 
hundred times to do it, but Johnny now writes “A” with 
ease. All because he has fixed a path, easy to travel and at 
the shortest possible distance between the thinking and the 
doing centers. Johnny has the ‘‘A” habit. 

Oh, how much easier now than the first time! And 
Johnny never becomes a really good writer because he did not 
take pains to repeat that initial “A” with unremittent care. 

Moreover, he is not so weary now in writing “A” as 
originally. Did you notice little Johnny the first time he 
wrote “A” Why, he had himself all scrooched up, nearly 
every muscle in his body at tension, and his tongue out, 
chewing it? Every one of those muscular actions cost en- 
ergy. Johnny does not waste energies that way now. Just 
a simple little nervous explosion in here, and “A” is writ- 
ten quick as lightning. Habit has taught him economy in 
his expenditures. “A” is now a‘possession of his because 
“A” is a habit. 

But, not to tarry too long at “A,” we have yet to show, 
not only how he repeats all these expenditures of energy in 
learning “B,” but how he manages to get the “B” habit al- 
ways tied up to follow the “A” habit, and the “C” habit al- 
ways to follow the “B” habit, when he is saying his alphabet. 
Here is a matter which plunges us into far greater compli- 
cations, for Johnny does not have to think “A” and then go 
through the same laborious process of thinking “B”—but start 
him at “A,” and bless his rascally little heart if the whole 
twenty-six letters don’t come whooping along. 

All simple enough to hear Johnny do it, but, bless our 
hearts, if there isn’t going on up in Johnny’s dear little brain 
a most marvelously wonderful process. 

THE LAW OF ASSOCIATION. 


Truth to tell we now come to what is called the law of 
associations when we talk about the mind, the spiritual part 
of him—but all of that is accompanied by a purely physical 
set of actions up in Johnny’s brain. 

So long as Johnny is a human being in the present 
forms of his existence, he will neither consciously know any 
alphabet, remember it or be able to repeat it, unless a certain 
set of nerve actions take place in his brain 

He learns his alphabet in this way. The ‘“A-thinking- 
center” sends its message over to the motor center controll- 
ing the “A-writing centers”; then when he has repeated 
A and B often enough together, the “A-writing center” sends 
off a message to the B “thinking-center” jogging it up to 
send it’s telegram to it’s corresponding “B-writing-center” ; 
then the “B-writing-center” sends off a jogger to “C-think- 
ing-center” to get action on to its corresponding “C-writing- 
center,” and so on. 

Why does it do it? Search me. It just does it. That 
human brain was the apex of material creation; there never 
has been anything made to surpass it in it’s complexities, its 
possibilities, its plasticity to the touch and willing of the 
spiritual. ; 

Moreover, think of the yet more complex and varied 
habits when you are to consider that the speech faculty in 
which the boy Johnny is engaged, means four distinct acts. 
First, there is to be cultivated the power to recognize “A” 
when he hears it; second, to speak it; third, to write it, and 
fourth, to read it. Now, each one of these must have a 
distinct spot or area on the brain to take care of it. And 
yet further, each word he learns, either to hear it, speak it, 
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read it, or write it, must have a separate and distinct spot 
or area to take care of it in the brain. And even yet further, 
many phrases, combinations, numbering thousands in the 
average man, must have each its particular little spot in here 
to take care of it. 

Each becomes a habit just to the degree that certain 
channels have been dug, so to speak, along which certain 
nerve-actions or messages or impulsions in the brain mav 
move with the least possible resistance, so as to call for the 
least possible expenditure of energy. And, this yet to be 
observed, that it all happens so because the Creator made 
the brain so. 

THE BRAIN THE REAL WORKER. 

Now, we have used and lingered upon these simple il- 
lustrations merely to fix in your mind this sobering thought, 
namely—that, whether you have known it or not, your brain 
has been taking upon itself a vast proportion of the real 
labor of your life; gradually absorbing to itself many of 
the functions, duties, performances, and under the name and 
fact of habit, has been assuming multitudes of your responsi- 
bilities. In the real sense, your brain is your best private 
secretary. 

Considering, therefore, that it has perhaps in spite of 
your unintelligent direction, assumed so much of your actual 
life-performances, just consider further, first, what a wise 
thing to plan one’s necessary tasks in life, particularly those 
called into daily and hourly actions, so that the brain may 
learn most readily and most effectively to take them over in 
the form of habits, well and intelligently directed habits. 

Consider again, gentlemen, that you not only economize 
time and energy by good, wholesome, practical habits, but 
that the work you do by habits, well formed, is usually done 
in far better fashion. 

Weigh this, also, namely, that anything in the nature of 
fret, worry, petulance, peeve, irritation, anger, or anything 
involving an unregulated and uncontrolled irritation to the 
great emotional centers of the brain, wears the brain’s ener- 
gies out, reduces the ease and facility by which those mes- 
sages, we have been talking about, arrive at their destina- 
tions. 

THE CURSE OF WORRY. 

Nervous prostration, neuritis, nerve fag, nerve-exhaus- 
tion, and like-sounding names are the highfalutin terms by 
which the doctor intimates to you, without the nerve to tell 
you the facts, that you have played the physiological fool, 
and, gentlemen, the physiological fool is but another name 
for the moral, religious and plain every-day fool. 

You have so much energy per diem. You can’t spend 
more than that without going into nervous bankruptcy. It 
all finally spells out in terms of foot-pounds of nervous en- 
ergy—your days of work do. 

Suppose you own.a fine water-fall back of your fac- 
tory. You install a dynamo to be propelled by a Pelton wheel 
or a turbine. But the water power can’t take care of all your 
power duty around the plant; so you install an auxiliary 
steam engine. The water power costs you little—little more 
than repairs. The steam engine eats up coal and eats it up 
fast. 

The most economical thing to do is to use only the wa- 
ter-power until you need more; then throw on your steam- 
engine. You'd be an economic fool to burn up coal when 
you had vastly cheaper power to use in your water-fall. 

With that I close. Why not throw your life’s burdens 
as fas as possible upon the brain? And here the brain is too 
wonderful to be illustrated by any mechanical figure of 
speech. By throwing as much as possible of the habitual to 
the brain, you leave its higher powers free to be used for 
new projects—and what is of vastly greater importance, you 
leave both a_mind and a brain undistracted from the greatest 
of your responsibilities in living, namely, the cultivation of 
yourself as you ought to be and to appear to the expectant 
eyes of that great Creator who bestowed upon you those 
marvelous powers of being what you are and those yet more 
marvelous powers of becoming what you may become. 


Several short but interesting talks on various sub- 
jects of interest to the trade were given by L. C. 
Abbott, W. J. Baker, S. R. Miles, Daniel Stern and 
!dward G. Baltz. At the close of these talks Presi- 
dent Miller awarded the first prize for having sent in 
the most new members to the association during the 
past year to F. E. Wooley, of Ann Arbor. The prize 
was a handsome leather traveling bag. The meeting 
then adjourned promptly at 4:30 p. m., and the crowd 
went over to inspect the exhibits, which were open 
until 6 o'clock. 

Tuesday evening, theatre parties at the Temple and 
Lyceum theatres were the features, and were well 
attended. The attraction at the Temple was an excep- 


tionally interesting vaudeville bill, while Thursto, 
the magician, held the boards at the Lyceum, ang 
proved equally entertaining. Both parties were note. 
worthy successes. 

Wednesday morning a closed session open t) ret, 
hardware dealers only was called to order at &-30 jy 
President Miller at the Cadillac Hotel. After the 
singing of the hardware song by the delegates the 
annual report of the treasurer, William Moore oj 
Detroit, was listened to; and at the conclusion of this 
report Secretary Arthur J. Scott, of Marine City. 
delivered his report for the year. 

Report of Secretary A. J. Scott. 


The past year has been one of prosperity, of which th 
hardware trade from all reports has received its share. \j, 


hear, of course, from the occasional pessimist but from 
practically all sections of our own state, we learn that bus 
ness conditons have been satisfactory and we have no rea- 


son to anticipate anything but a continuation of thes« 
ditions during the year upon which we have entered 

One of the occurrences which has been close the 
thoughts of every man engaged in the retail business was 
the inauguration on January Ist of a zone system of Parc 
Post. 





Secretary A. J. Scott. 


We have fought the Parcel Post idea since it was 
suggested and there can be no doubt that its arrival was 
layed many years as the result of this active opposit 
What is equally important is the fact that our attitude 
made it possible to prevent the enactment of what was know 
as a general Parcel Post law, the iniquitous effect of whicl 
from the standpoint of the small towns and cities, cam 
even estimated. 

The interests which have sought to fasten Parcel 
on this country, openly concede that a zone system bill ts 
no way satisfactory to them and our energies will co 
quently have to be devoted to preventing any extensio! 
the Parcel Post idea, either in the matter of reductio1 
rates or in the raising of limitations now placed upon 
able matter. 


The zone system of Parcel Post offers opportunities 


which, particularly those of us who are located in rural 
munities must take full advantage of. I have heard 
merchants already have taken steps to utilize the s¢ 
thus placed at their disposal and it is to be hoped at this ‘ 
vention the delegates will discuss the subject from all s 
points. We will thus be able to profit by the good 
which have brought results for some of our members. | 
Let us bear in mind the fact that we still have a fg 
our hands in opposing a general Parcel Post and whe 
secretary calls upon you and shows you where your inf 
can aid the cause, be sure to present your protest pron 
Developments of vital importance to the retail har 
man in his effort to be placed upon a basis which will « 
him to meet on even terms, all forms of unjust compet 
have occurred within the past few months. Only two n 
ago in the city of Chicago, a conference was held at 
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he three important branches of the hardware trade were 
ce: +d by the leading-officers of their respective associa- 
cpr. National Bulletin in its December issue published 
10s: of this history-making conference, at which the 
be ‘he wholesaler and the manufacturer all presented 
Bheir views On the conditions| which now maintain and han- 
HJed without gloves the subject which is so important to 
very ler and which was summarized by President Ab- 
‘as follows: 

ee are not attempting to dictate to any manufacturer 
or jobber what his policy shall be or how his business shall 
be conducted, All we ask is that the dollar of the retail 
hardware men shall buy just as much as the dollar of the 
other fellow who competes for his local market. ¥ 

| am sure that we will hear from our National officers 
at this meeting in regard to the possible results which we 
mav expect from the Chicago Conference. 

KEEPING, THE DEALER POSTED, 


Various movements have been started to keep the re- 
tailer informed as to where he can buy to the best advantage, 
merchandise that can be used as leaders to offset the special 

offerings made by our foreign competitors. It ought to be 
a solemn duty with each one of us to keep mail order cata- 
fogues on hand and to thoroughly familiarize ourselves with 
the prices and the values that they are offering. It is a 
fact that we can not only meet but beat their prices in in- 
numerable instances but we won't get the business unless 
we know this fact and utilize it to advantage in talking with 
our customers. 

It is not infrequently found that merchants do not co- 
inerate to the fullest extent with the other dealers located 
in their own and nearby towns. There are many ways in 
which dealers can work together for their mutual advantage 
and as the competition from outside sources becomes more 
keen, it would seem obvious that the local retailers should 
work in harmony and intelligently use their combined efforts 
to keep the trade of their communities at home. Where 
feasible, a local or county association of dealers ought to 
he maintained and such associations should receive the same 
loval support that is tendered to the state association. 

We have given our support to the movement which has 
been inaugurated for the purpose of securing a reduction in 
the rates charged for first-class letter postage to lc an ounce. 
The post office department admits that it makes an abnormal 
profit on this branch of the service and there is no logical 
reason Why those who use this service should contribute to 
a surplus fund which is applied to other departments which 
are not self-sustaining. The rates on each class of postage 
ought to be so fixed as to make that branch self supporting. 

Each year is become more apparent that there is need 
for a federal laweto prevent the dissemination of false or 
misleading advertising. Descriptions of merchandise and 
statements in regard to their quality are colored to the point 
where the purchaser of goods which he does not see before 
he buvs thinks that he is ordering a better grade of goods 
than is actually the case. With a federal law, which re- 
quired advertisers to be exceedingly careful about giving 
out a false impression in regard to their goods, a man who 
has to show his merchandise would be placed upon a more 
equal footing, for his customer would be better able to com- 
pare quality than he is under the present conditions. 


HARDWARE MUTUAL FIRE INSURANCE. 


\ word about hardware mutual fire insurance would not 

¢ amiss at this time in view of the gratifying statements is- 
sued by the several strong companies engaged in this line at 
the close of business for their last fiscal year. These state- 
ments all show large increases in the volume of business 
carried and also healthy additions to their surplus funds. 
_ The mutual companies are more firmly entrenched at 
the present time than they have ever been. The saving which 
is annually made by their policy-holders as compared with 
what protection would cost them in the old line companies, 
amounts to several hundred thousand dollars per year. Mr. 
Davis who represents the leading hardware mutual companies 
is present at this Convention and will be glad to talk person- 
ally with any dealer who has not so far placed any of his in- 
surance with them. 

the retail hardware man, like all other employers in 


Michigan has been affected during the past year by the enact- 
ment of the Workmen’s Compensation Law. The insurance 
‘ompanies in establishing a rate have apparently not for- 
gotten to provide a profit for themselves and the employer 
Who only has a few men working for him finds that in order 


re protection from a liability company, he is obliged 
juite an important item to his annual expense ac- 


sing by the statement issued recently by the state in- 
. ‘ommissioner, the rates charged by the liability com- 
panics are a great deal too high. i 
: state has been handling the insurance for a large 
a t employers and during the first three months found 
expense of handling this business was only 5% of 
int of premiums received. It has been suggested that 
‘ware men form a mutual liability company but it 
em that if the state can handle this business at such 
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a low ratio of expense and undertakes to handle it at cost 
to those who participate, it would be a much better plan for 
our members to let the state look after this business. In or- 
der to form a mutual company, it is necessary first to have 
employers interested, the combined number of whose em- 
ployes must number 5,000. 

It would be quite a problem at the outset to interest 
enough hardware dealers so that this requirement could be 
complied with. 

We are all satistied to see the other fellow make a fair 
margin of profit on what he sells us but it looks as though 
we are justified in complaining aeainst the rates which we 
are obliged to pay if we desire to secure protection from the 
stock liability companies. 

THE NATIONAL CONVENTION. 


Last June, Michigan had the honor of entertaining the 
delegates to the National Convention which was held in De- 
troit. While, perhaps, modesty should prevent us from com- 
menting upon the fact, it is only fair to state that from ex- 
pressions received since the convention, all of the delegates 
appeared perfectly satisfied with the treatment accorded them 
while in the Wolverine state. We enjoyed this opportunity 
to have with us for a few days the leading retail hardware 
men from all parts of the countrv and we hope that in the 
not-far-distant future, we may again have the privilege of 
entertaining the National body. 

For a number of years, the state secretaries have held 
confererces at various times, and a great deal of good has 
been accomplished as a result of these meetings. There has 
been no regular date set for these conventions, but the bene- 
fits to be derived therefrom are so apparent that when the 
last conference was held in the city of Chicago on October 
8th and 9th, a permanent organization was effected with Mr. 
L. D. Nish, of Elgin, Illinois. as President; J. B. Carson, of 
Dayton, Ohio, as Vice-President and W. P. Lewis, of Hunt- 
ingdon, Pa., as Secretary-Treasurer. 

The presidents and secretaries of each state association 
are eligible for membership in the organization and | con- 
sider it exceedingly inportant that the Michigan association 
authorize its president and secretary to become affliated. 

The growth of the association movement has made it 
imperative that your officers be kept very closely in touch 
with the manner in which the work is conducted in other 
states and the opportunity presented through this newly form- 
ed association to exchange ideas and profit by the educational 
advantages thereby presented should be taken advantage of. 

Our bargain department has been continued throughout 
the year‘and a number of our members are availing them- 
selves of this opportunity to keep their dead-stock moving. 
There are ways in which this feature can be improved and 
the secretary would appreciate suggestions along this line 
When a dealer has on his shelves a quantity of merchandise 
for which there is no local demand, it is a big advantage for 
him to be able to list the goods at a fair price and to know, 
without expense to him, a memorandum of the articles will 
be placed in the hands of 900 other hardware men, some of 
whom, at least may have a ready sale for same. 

Now in regard to membership. Since our last Conven- 
tion, we have kept pace with the gratifying record which 
we have made during each of the past few years. | 

The last report of the secretary showed a membership 
of 825 firms. 

Since the Convention 56 of these have either sold out 
or gone out of business. Seventeen have been dropped through 
failure to pay their dues while 5 have seen fit to resign from 
the organization. This makes 78 of the members altogether 
dropped from our list and leaves us 747 of our old mem- 

bers who are still on the list. 


A STATEMENT REGARDING MEMBERSHIPS. 


We have added 161 new members which has enabled us 
to pass the 900 mark which was set as our goal a year ago 
and gives us a present membership of 908. 

The new members have been brought into the organiza- 
tion in the following manner: 

Thirty-five made application at the time of the last Con- 
vention. Fifty-eight have been secured through the personal 
efforts of Mr. Davis. Thirty-two have made application by 
mail and 36 have been brought in through the co-operation of 
our associate members. 

While all of our associate members have not actually 
brought in signed applications, we have reason to feel that 
in addition to those new members who have made application 
to the traveling men, there are others who have been w- 
fluenced to join as the result of the good words in behalf of 
the association, which they have heard from some men whe 
call upon them to sell goods. As secretary, | want to ex- 
tend a word of thanks to all of our associate members for the 
help which they have extended in this and other ways. 

The past year, like all of its predecessors since the writer 
assumed the office of secretary, has found the officers of the 
organization always on hand to administer, to the best of 
their ability, the important work which has come before them 
from time to time. President Miller, Vice-President Rechlin 
and Treasurer Moore and every one of the Executive Com- 
mittee have devoted to the work a great deal of their invalu- 
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able time and their example should be an inspiration to every 
member to co-operate whenever called upon. 

The exhibit committee has had a big task upon its hands 
for several months and we should recognize the personal! sac- 
rifice which these men have made in order to insure the suc- 
cess of this feature of the Convention. 

In closing I would like to add a word which might be 
better directed at the non-members of the organization for 
I take it that our membership constitutes the cream of the 
hardware trade and is made up of men who realize the neces- 
sity of employing every agency that is at our command to 
better fit us for our daily business experiences. I am a great 
believer in the educational value of the trade papers and 
think that every retailer ought to read two or more of these 
publications. Our members should particularly study the Na- 
tional Hardware Bulletin and thereby keep in touch at all 
times with the plans which the National association has on 
foot for improving the position of the individual merchant. 
If we don’t keep up to date on trade matters and learn what 
is transpiring in our line of business in other sections of the 
country, we cannot expect to place ourselves in the best pos- 
sible position to serve our community to advantage. 

Let me once more thank all of the officers individually 
for the personal consideration extended to me during the past 
year and also those members who have responded so prompt- 
ly to requests made upon them through this office. 

I hope that this Convention will bind us closer to- 
gether and that we will return to our respective homes, in- 
spired by a desire to maintain and increase the efficiency of 
this association. 

Gentlemen, I thank you. 

Then Frank E. Strong of Battle Creek, Michigan, 
read an interesting paper telling how Battle Creek 
merchants enlisted the good will‘of the farmers in 
that section. The paper follows: 


Paper Read by F. E. Strong. 

Our president, Mr. Miller, asked me to prepare a paper 
describing a reception given to farmers in Battle Creek 
last October. Going back to the beginning of this event, I 
am going to tell you what led up to it. 

About the middle of the summer our Industrial Associa- 
tion, as it was then called, put on a campaign to increase 
the membership and inject new enthusiasm. We changed 
the name to “Chamber of Commerce,” which was a matter 
only incidental, but seemed to be a wise change, as the old 
name had become stale. 

Our city had become quite metropolitan, and traffic rules 
had to be adopted, which at first were very objectionable 
to the country folk. They did not enjoy being ordered 
around, and sometimes threatened with arrest because they 
persisted in driving on the wrong side of the street, or cut- 
ting the busy corners, as they had always done, and they 
naturally became sore and argued that the city people had 
got “high-toned” and did not care for their trade. 

TRADE EXTENSION TRIPS BY AUTOMOBILE. 

One of the first questions asked, after the new member- 
ship was organized and set in motion, was: “What can we 
do to get in closer touch with the farmers?” Several plans 
were proposed, but the first one adopted was a trade exten- 
sion trip of 30 miles. Twelve autos, decorated with banners, 
and occupied by about fifty wide-awake merchants and news- 
paper men, made the trip, stopping at every house, making 
a short visit, leaving some printed matter and souvenirs 
and inviting every farmer to come to Battle Creek to trade. 
Two of these trade extension trips were made, and then 
came the reception. 

Our Board of Commerce issued eleven hundred invita- 
tions and mailed them out to farmers to come to the city 
October 15th, and be our guests and enjoy a free entertain- 
ment to be given them at the Bijou Theater in the afternoon. 
With the invitations were enclosed “free hitch” tickets and 
tickets for the show. A large auditorium was opened for 
the convenience of our guests, as a place of reception, and 
where they could leave their wraps and belongings for safe 
keeping while they were doing their shopping and attending 
the entertainment. A committee of representative business 
men received the guests and gave out show tickets to all 
who were not already supplied. 


A THEATER PARTY FOR THE FARMERS. 


Between the time of issuing the invitations and the day 
af the reception, several conservative old farmers who vis- 
ited our store, remarked: “You fellows think you are smart, 
trying to fool us farmers into believing you are interested 
in us, only to get our money; why, the whole thing will 
be a frost.” No frost came, however, but the people came, 
for it had been so extensively advertised through our enter- 
prising newspapers that everybody for twenty miles in every 
direction had their curiosity aroused, and when they were 
all seated and crowded into every inch of standing room 
in the theater, the count was SIXTEEN HUNDRED, all 
farmers, their families and hired help. 

Before the regular entertainment commenced, Prof. 
Shoesmith, of the Michigan Agricultural College, gave a 


talk on corn culture, and several business men eXplaings 
why it would benefit both farmer and merchant if the, di 
their trading in Battle Creek. As the crowd passed 9 
of the theater, each person, young and old, was Presentel 
with several packages of pure food and candies d nated by 
our food and candy factories, for which Battle Creek j; Me 
well known, also souvenirs and useful articles, given , 
the merchants, To say all this pleased them is jus: Putting 
it mildly. It certainly was very interesting to study the faces 
and hear the remarks of the delighted throng. 

LOW COST OF THIS PLAN A SURPRISE, 

The secret of the success of this reception was jy 
largely to the united efforts and co-operation of all the leg. 
ing business men and newspapers of our city—not the ley 
being the publicity given the affair by the editors of 9, 
enterprising dailies, who contributed columns and pages ¢j 
space, 

Some will be curious, no doubt, to know what all thi 
cost. I was curious to know myself, for this was the py. 
ticular item in connection with the affair I was asked 1 


mention. To my surprise I found everything had bee 
donated except two or three items, which totaled less thay 
three dollars. 

From our country patrons we have heard nothing by 
words of appreciation and kindliness towards the merchany 


who so royally entertained them. After four months’ refle. 
tion, I am convinced that the reception came little shor 
of accomplishing the object of its conception—the bringing 
together of country and. city. 7 


Roman L. Jarvis, Benton Harbor, Michigan, came 
next on the program with his address, “Michigan 
Federation of Retail Merchants,” and after another 
song by the delegates, Adrian De Windt, Grand Rap- 
ids, Michigan, gave an address on “Store Arrange. 
ment, Delivering and. Wrapping.” We are glad to 
be able to reprint the address. It follows: 


STORE ARRANGEMENT. 
Address of Adrian De Windt. 


On considering the. subject assigned me, I found that an 
attempt to include “Delivery of Goods” would develop a pu- 
per of too great length, and as the problem of delivery varies 
with the needs of each loéality, I have taken the libert 
omit this portion of it. 

Among the articles which appear in our trade journals 
treating on the subjects of ‘store. arrangement and. w! 
display, and also, among the addresses given befor 
State Association dealing with these subjects, there are mam 
which are written from the view-point df the large dealers 
and with their problems. in. mind, while but little though 
seems to have been given.to the needs of the smal! dealer 
Undoubtedly the proprietors and managers of large estab- 
lishments gain much helpful information, but the owner 
a small business who has a limited number of articles to re; 
resent each line of goods, finds but little inspiration in learn- 
ing, for instance, that Mr. A. made a wonderful window 4 
play of six dozen food choppers. 

The proprietor of a small business is usually manager 
buyer, window-trimmer, chief-clerk, book-keeper, and if he 
has a tin or plumbing shop in connection, he is proba) 
foreman of that, too. I wish to present a few tho 
which twenty-five years: of experience as a dealer 
class has brought me. we 

It has been said that a far greater proportion of the 
impressions which the human brain receives, reach it throug 
the eye-gate than through the ear-gate; that eighty per cent 
of the mental impressions come through the eye. 

A store is a place where goods are sold, and the very 
reason for its existence is to sell as many goods as possible. 
To accomplish this end a successful merchant must use every 
legitimate means. Now, if the statement I quoted above 's 
true, then seeing is a far more powerful factor in the sell- 
ing of goods than hearing can be. Therefore the subject 0! 
store arrangement is one of vital importance. The whole 
stock cannot be placed in evidence at once but by skillful 
rotation of arrangement according to the needs of the chang- 
ing seasons, much can be accomplished. 

Too much stress can hardly be laid on the subject | 
personal appearance of the merchant and clerks, as, from ‘1 
very nature of our goods, extra care is necessary that one 
may appear clean and neat at all times. 

KEEPING MERCHANDISE IN SIGHT. 

There should be an attractive store front with w1ows 
whose floor space is roomy enough to hold the largest art 














cles in stock, without an appearance of crowding. ‘1 2"Y 
merchant present has a store with an old-fashioned ‘10m 
having windows that fail to reach the floor by two or tree 
feet, and with a shelf only, for display purposes, I \ 5) © 
tell him that I believe that it will be greatly to his ad: ntage 


ern 


and make towards success in his business to put in a : 
front—at his own expense if necessary. 

Right here is our first opportunity to make an ap) °2’ \Y 
the eyes of the public. These windows should be kept "8" 
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nd clean at all times and have plenty of artificial light for 


ening 
r " ,, veneral appearanee of the store should be such as 


» convey the idea of order. There should be “a place for 
verything and everything in its place.” 

The ofice or desk should be near the front or center of 
he store, where the proprietor should establish his head- 
nuarters. From this point of vantage he not only meets all 
patrons and sees that they receive proper courtesy and at- 
ention, but can lend a hand when necessary. 
Saws, planes, levels, and in fact, about all of the carpen- 
ers’ tools are best presented to view when placed in orderly 
Lrrangement in an upright showcase at the front end of the 
This show case should extend to the ceiling, with the 


store. ° 
glass in one or at most, two lights. The tools are thus 
protected from dust and dampness and are easily accessible. 


Since manual training has been introduced into so many of 
ur schools, boys have become good customers for this line 
§ goods and their sale has increased. 

HOW TO DISPLAY TOOLS, 

There seems to have been no better way devised for 
caring for the multitude of small tools and other small mer- 
chandise pertaining strictly to the hardware line, than by 
the use of boxes of wood or metal placed on shelves. These 
hoxes should be finished in harmony with the store furnish- 
ings and all neatly sampled. A rolling ladder seems indis- 
pensable on this side of the store. 

Showcases are designed to allow their contents to be seen 
to the best advantage, and with their shelves increase the 
space for display. They are essentially for the display of 
goods and not a place of storage. With the glass polished 
brightly, and the contents tastefully arranged, a showcase 
forms a real addition to the attractiveness of any store. By 
changing the arrangement of the goods occasionally (even 
though the contents remain the same) a new effect 1s pro- 
duced and a new impression given. No great amount of 
other merchandise should be placed on top of the show- 
cases as it interferes with a rapid survey of the contents and 
detracts from the general appearance of order which should 
be preserved. But the temptation is great to use a limited 
amount of this space for the display of small goods newly in 
stock. Where this is done, use only small articles, change 
them frequently, and observe the notice they receive. 

Counters are for showing goods and should be reserved 
for this purpose and not loaded with surplus stock. 

The scales should be placed as near the center of the 
nail counter as possible to facilitate their handling. 

Steel goods must have a permanent place towards the 
rear of the store, either on the wall or in a rack. 

STOVES OFFER A DIFFICULT DISPLAY PROBLEM. 

Stoves are such bully merchandise that the ideal arrange- 
ment for their display is in either a separate store or room. 
Where this is impossible, if each stove is provided with 
castors and the stoves placed against the wall with an aisle 
separating them from the display tables and racks in the 
center of the store, a simple but effective solution of the 
problem will be found. If the store is too narrow for this 
plan and the stock must be kept in rear of store or~in a 
stock room, a sample of each leading style should be brought 
forward in the late summer or early fall and their sale 
pushed. As stoves are but one line of our merchandise 
seasonable to winter, and other goods should have their turn 
on exhibition, it séems wise to replace these stoves as early 
as the season will permit with other lines which may possibly 
sell more rapidly. 

That which applies to stoves and other winter merchan- 
dise applies equally to summer goods. 

_ The most valuable space for exhibiting goods is in the 
Iront part of the store, and this space should be used over 
and over with the changing needs of the seasons. 

We have been too slow in bringing our goods out for 
inspection. The dry goods stores ‘are on the right track 
when they arrange their displays of spring suits, hats, etc.., 
and have a preliminary opening while the snow is still on 
the ground; and when late in the stummer they hold their fall 
openings and invite the people in to look. Not that they ex- 
pect to sell heavily so early, but to give people a chance to 
SEE what is to be had and where it is to be found. We 
can thus anticipate the needs of each season in our stores: 
perhaps by a window display, or perhaps by moving some 
table ‘r counter which may have stood for a year (or pos- 
sibly from time immemorial) in one spot, and filling the 
space with goods which the coming season requires. 

THE USE OF THE DOUBLE-DECKED TABLE. 


\ practical and convenient method of displaying alu- 
minum, granite and enameled ware, food choppers and dozens 
OT such articles is by the use of double-decked tables. More 
” wap shelf above the table proper, places the goods above 
“ie range of the eye and obstructs the general view of the 
store’ Each article or set of articles should have a neat 


Price card attached. The good housewife likes to see at close 


range and to handle the utensils she needs in her kitchen, 
and 1 using the tables for this purnose, these goods are 
Made easily accessible, the customer being able to walk all 
around the table, , 
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Since the advent of the department and five and ten- 
cent stores, the sale of small, cheap articles in hardware 
stores had been materially lessened. Now, | believe in striv- 
ing to regain some of this trade which rightfully belongs 
to us, and therefore advocate a five and ten-cent department. 
It requires but a small investment, returns a fair profit, the 
sales are usually made quickly for cash and require no 
delivery. 

Recently a man entered a hardware store and asked for 
five cents’ worth of nails. While the nails were being 
weighed he said he had a house in the neighborhood which 
needed some slight repairs, and asked if he might borrow 
an old hammer. The merchant stepped to his ten-cent table 
and, picking up a hammer, said, “How will this do for ten 
cents, and you won't have to return it?” The man answered, 
“Why, that is just the thing! I didn’t know I could buy a 
ten-cent hammer in a hardware store.” Then he bought 
a ten-cent screw driver. These two sales did not occupy 
more than two minutes, and, insted of lending a hammer, 





Treasurer Wm, Moore. 


the merchant had made the sales and the man departed 
really better pleased than as though he had borrowed it. 
THE ADVANTAGE OF A TEN-CENT DEPARTMENT. 

If the article does not last long there is no complaint 
made, as the purchaser has received full value for the small 
sum invested and is aware of the fact. When it is worn 
out he returns to buy another, and every return is of dis- 
tinct advantage to the merchant, as the customer may buy, 
not only the article he wishes to replace, but something else 
which has just been brought torward to attract attention. 

Paint is a part of the general stock which can be stored 
in some unobtrusive place, as the purchaser does not care 
to examine the paint-can so much as he does the color card. 
But I wish to emphasize the fact that paint has its proper 
seasons, and that as those seasons approach an attractive 
window display should be made introducing paints, varnishes, 
brushes and various paint sundries. These, aided by the 
special cards, signs and other advertising matter with which 
the paint manufacturers so generously supply all dealers, 
should read PAINT and TALK PAINT to the observant 
eyes of the public. 

Sometimes, after due study and deliberation, one may 
decide that a radical rearrangement of the store fixtures will 
work to advantage. By choosing the dull winter season 
for this, and impressing the employes into the good work, 
a most gratfying success can be achieved. May I illustrate 
this by a personal experience ? 

The building which I occupy is entirely too small for 
my needs, and frequently I find myself in the position of 
the old woman of nursery fame, “Who had so many children 
she didn’t know what to do.” Last month, things being in 
this chronic condition, I decided to take advantage of the 
quiet season; so, putting some of my men at work, we 
changed the position of counters, showcases, safe and office, 
and also made some minor changes. A few days afterwards 
one of my regular customers stopped in and, on looking 
around, he said, “You have a new manager here. I like 
his arrangement much better than Mr. DeWindt’s. It is 
more convenient and improves the looks of the store.” He 
was only one of many who commented on the change, and 
some even offered suggestions. This serves to show that 
the public does observe and has an interest in the ways of 
a firm it patronizes. 
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By making these changes in the dull season and using 
one’s own force of men, the work is accomplished with 
the minimum of expense, the men take an added interest 
in the store and in those things their hands have helped 
create, and no one has time to wear a long face and brood 
over the small number of sales. 

WRAPPING HARDWARE A FINE ART. 

The wrapping of most merchandise is an art, but the 
wrapping of hardware is a fine art. : 

A light, strong paper, free from any advertisement, 
should be used. The 30 and 40-pound Kraft paper is to be 
highly recommended, not only for its strength, but for its 
subdued color as well. Ladies, especially, dislike carrying 
parcels, and if a parcel is wrapped in a vivid green or a 
gorgeous blue or purple paper, they are quite liable to rebel 
completely; neither do they care to be a walking advertise- 
ment for any merchant. 

It is hard to make a sightly package of a dipper, frying- 
pan, corn-popper, etc., but a light weight paper lends itself 
to this purpose far better than does a heavy, stiff paper. 

Bags of a light colored paper are the most convenient 
wrapping for nails, for customer as well as merchant. 
Printed advertisement on these is desirable, as the bag makes 
a convenient permanent receptacle from which the carpenter 
or householder can use the nails. As long as the bag is 
in use it is’ an advertisement for the dealer. These bags are 
also most useful for dry paints, glue, and various other 
things. 

The coin znvelopes, which are so cheap, make a quick 
package of a few rings, screws, brads or any of these little 
articles. By. using these envelopes and the nail bags, much 
time is saved in wrapping and tying goods. 

We cannot give too much attention to the details of 
store arrangement and store keeping; and a well kept store 
brings not only customers to its counters, but a feeling of 
satisfaction to its proprietor. 

In conclusion I would say, give the store precedence 
over the shop; keep it fresh and clean with sy stematic care; 
study your store and fixtures with their possibilities in mind, 
and then plan their arrangement. Never place axes, picks, 
or other sharp-edged tools in front of showcases or counters; 
make use of the front part of the store with a frequent 
change of exhibit; use signs and price cards freely; and, 
in making every arrangement of: store or displays, bear in 
mind the fact that eighty per cent of all impressions made 
on the human brain reach it through the medium of the eye. 


Fred A. Rechlin, who was later elected President 
of the association, then read his report of the Na- 
tional Convention, held at Detroit, June 18th-21st, 
1912 

Report of Fred A. Rechlin. 


The thirteenth annual convention of The National Retail 
Hardware Association was held here in the beautiful City 
of Detroit on June 18th to 21st, 1912. 

The delegates began to arrive early from far and near 
and as it was here in our home state, we, The Michigan Re- 
tail Hardware Association officers and delegates, were on 
hand to welcome them and to make their stay here among 
us an event long to be remembered. 

Our arrangement committee, consisting of President Chas. 
Miller, National Vice-President Chas. A. Ireland, Wm. 
Moore, Arthur Scott, Porter Wright and others, including a 
committee of ladies, did this association credit in the man- 
ner and way they arranged the programme; there was some- 
thing doing all the time. 

On Tuesday morning the hardware people boarded the 
palatial river steamer Tashmoo for Tashmoo Park, landing 
there in the bright June sunshine. We passed the day play- 
ing ball, indulging in a tug of war, dancing, feasting, and 
got so well acquainted that we could almost call everyone 
by his first name. At 4 o’clock we boarded the steamer 
again for Star Island. where a fish and chicken supper was 
served, returning early in the evening to the city. 

It was a great treat to the Southerners and delegates 
from inland states, where they do not have the great lakes 
and beautiful rivers like our Detroit river, with its endless 
lines of pleasure boats, and recreation places. 

Promptly at a! o'clock Wednesday morning, June 19th, 
President Sharon E. Jones, of Richmond, Ind., called the 
meeting to order, and after singing America, invocation was 
offered by Nathan Roberts of Lincoln, Neb. The meeting 
started at this moment, Chas. H. Williams of Streator, Ill, 
presented President Jones with an ivory gavel, which he 
acknowledged with a few gracious words; he then delivered 
his opening address, which you no doubt all read in our 
3ulletin and other trade papers. 

He then introduced our President, Chas. H. Miller, who 
welcomed them in behalf of the Michigan Retail Hardware 
rae and other addresses were made by Mr. Barbour, 

representing the Detroit Manufacturers’ Senator James H. 
Lee on behalf of the city of Detroit, and Mr. D. C. Delama- 
ter for the Jobbers. Other speakers were: Mr.®H. G. 
McCormick of Centralia, Ill.; Mr. Fred C. Lariveire, Presi- 
dent of Montreal Retail Hardware Association; Mr. C. W. 


Conn of Tilsonburg, Ont., and Mr. D. A. MacNal Ortill 
Ont. ; * Ri» G 
Secretary Corey then gave his report showing the anid “" 
ciation to ‘be in the best of condition, and outlined the wo, 
he had performed during the year. The report of reasurer Reta 
W. P. Bogardus showed that the total cash and se “Uitieg 
on hand amounted to $33,592.03 a mighty good fimancig wave 
standing. ¥ 
In the afternoon session Mr. Henry Krueger 0; Neeng, daug 
Wis., gave an illustrated address on trade conditions shoyin, 
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President-Elect Fred A. Rechlin. 





how some manufacturers sell their product for less mon 
to the catalogue houses and premium companies than th \ 
do to the retail hardware trade; this address was {ul 
published in our National Bulletin, and I hope all have r 
it—if not, secure a copy and read it, you can learn some. 4 
thing from it. 

At the open session Thursday morning, June 20th, things 
warmed up cone for awhile. The cause was a joint 
debate between S..Norvell of the Hardware Reporter 
Roy F. Soule of the Iron Age, but everything came out 
right in the end, and the delegates derived some enjoyme 
out of the affair. 

Other speakers during this session were: Mr. Jam 
Jewett of the Geo. Worthington Co., Cleveland, Ohio; Mr 
F. Alexander Chandler, of the New England Association 
Mr. Daniel Stern, of American Artisan and Hardware Ree- 
ord; Mr. James H. Kennedy, of the Hardware Dealer's Mag 
azine; Mr. H. H. Gorden, of Norvell-Shapleigh, St. Louis 
Mo.; Mr. J. H. Jauntz, President of the Manufacturers 
sociation; Mr. Chas. H. Graham, Chairman Executive Con 
mittee, American Manufacturers’ Association, and some 
the delegates gave short talks which were of great interes 

Thursday afternoon President Jones introduced Mr. John 
A. Green, Secretary of the National Association of Ret 
Grocers, who gave a very interesting talk on business pro! 
lems; after his address Herbert P. Sheets explained in « 
tail the work done by the members’ advertising service. T! 
suggestion committee made numerous suggestions which wer 
accepted. 

The Question Box was in charge of Vice-President L. ¢. 
Abbott and a great many questions of interest were discuss¢ 
after which the meeting adjourned to take in the moonlight 
ride on the river and Lake St. Clair, as guests of the Detroit 
Manufacturers and Jobbers; this was a delightful clim 
to all the entertainments. 

At the closing session President Jones introduced Arthw 
L. Holmes of the Federation of Retail Merchants, who ga\' 
a brief address on the aims and object of this association 
The Committee on Constitution and By-Laws offered 
changes in the by-laws. 

The Resolution Committee submitted a very com 
port. The Committee on Place of Meeting reported 
after the next convention, and Jacksonville, Florid 
selected as the next meeting place. 

The Nominating Committee reported the names of 
for the coming year: 

President, L. C. Abbott, of Marshalltown. Tow: rst 
Vice-President, Chas. A. Ireland; of Tonia, Mich.; S: 
Vice-President, E. E. Mitchell, of Morrillton. Ark.: 
urer, W. P. Bogardus, of Mt. Vernon, Ohio; Executiv: 
mittee: D. B. Barbour, Boston, Mass.; Dan Kavanaug: 
Fairburg, Neb.: C. T. Woodward, Carlinville, Ill: Chas. | 
Lardner, Freedom, Pa.; John F. Howe, Freedom, [a.: | 
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R.. Gamble, Wet a, Ala.; Louis J. Ernest, Rochester, N. 


\_the secretary castingthe ballot for the offic 
p \ rising vote of thanks was [then extended ‘the Michigan 
Retail iiardware Association. * 

in turning over his office to his ‘successor President Jones 
cave a very touching closing address. Among.the features 
"¢ the convention were. ‘th solos by Miss ‘glen Abbott, 
daughter of President Abbott. eS ‘ ° } 

The meeting closed as one of the most enthusiastic ever 
held; about 900 delegates were present, every state except 
one being represented, 
~The convention endorsed the plan of settling controver- 
jes among different branches of the hardware trade by 
submitting them to a commission representing the Manu- 
;acturers, Jobbers and Retail Merchants. It recognized that 
the question of distribution is the most serious one that thé 
trade has to solve. 

it also discussed at length the co-operative buying of 
merchandise as a relief from high prices. About half of the 
delegates took in the trip to Niagara Falls. 

The officers of the National Retail Hardware Association 
are now working for you, giving up their time and money 
+o better conditions for you, and every member of the hard- 
ware trade, and now let us all get busy to keep the hardware 
husiness where it belongs, in the proper channels of distribu- 
tion, and make for us a livelihood. 


Then came an enthusiastic discussion of trade topics 
brought out by the question box, after which the meet- 
ing adjourned at noon. 

From one o’clock until six o’clock p. m. the dele- 
cates devoted their entire time to familiarizing them- 
selves with the exhibits at the Armory. At 7:30 p. m. 
another closed session was held at the Cadillac Hotel, 
and the entire session was devoted to the question 
box. y 

At 9:30 this meeting adjourned; and at 10 o'clock 
a buffet lunch at the Pontchartrain Hotel closed 
\Vednesday’s program. This lunch was given to the 
retailers by the jobbers and manufacturers’of Detroit, 
and was a well arranged and thoroughl¥ enjoyable 
altair. 

Thursday morning another closed ses¥on ‘of the 
convention was held at the Cadillac Hotek Reports 
were heard from the Auditing, Constitutisu and By- 
Laws and Legislation committees. After the report 
of the committee on nominations was heard, the elec- 
tion of officers took place, and resulted as follows: 
President, Fred A. Rechlin, Bay City ; Vice-President, 
\. M. Dickinson, St. Joseph; Treasurer, William 
Moore, Detroit; Secretary, Atthur J. Scott, Marine 
City. 

The committee on place of meeting reported that 
they had unanimously selected Kalamazoo for the 
next meeting place. A short session of the question 
box was then held and the. final session of the con- 
vention brought to a close. 

Thursday afternoon the exhibits were the center of 
attraction, while a meeting of the newly elected execu- 
tive and advisory committees was held in the Flemish 
Room at the Cadillac Hotel: Thursday evening the 
annual ball given by the Detroit Retail Hardware 
Dealers’ Association closed the convention activities 
in a most pleasant way, and terminated’ what was 
perhaps the most successful annual meeting in the 
history of the Michigan Association. 

No report of this convention would be complete 
without some mention of the wonderful activities and 
hospitality displayed by Secretary Scott, who seemed 
as be everywhere at once and always anxious to min- 
ister to the convenience of all attending delegates. 
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' The Light Guard “Armory, Detroit, Michigan, 
proved almost too. small to accommodate the manu- 
facturers and jobbers who were eager to exhibit their 
wares at the Michigan Hardware Convention. The 
booths were all arranged symmetrically with one har- 
monious design, and the decorations were uniform and 
very pleasing. 


The Milwaukee Grinder and Specialty Company 
had an interesting demonstration of the durability 
and wearing qualities of their grinding wheels and 
specialties in charge of H. W. Beegle. Mr. Beegle 
also had an attentive audience at all times examining 
the merits of the adjustable combination saw guide, 
which is one of the simplest tools on the market. It 
takes the place of the mitre box, as it will hold a saw 
at any angle, or two angles at the same time. It is 
not only adjustable but is portable; it weighs but two 
pounds and folds up so as to be easily carried. 


The Detroit Vapor Stove Company of Detroit had 
an interesting exhibit of their Detroit Vapor and Oil 
stoves, as well as their new oven with a glass door. 
Their exhibit was in charge of H. E. Dains and M. 


L. Ledie. 


The Globe Stove & Range Co., of Kokomo, Indi- 
ana, had a fine display of their different lines of 
Globe Stoves and Ranges, their exhibits being in 
charge of Fred Ruddell, T. F. Bull, Rush Crawford 
and L. Flannigan. 

The Champion Stove Company of Cleveland, Ohio, 
had an interesting exhibit of their Interchangeable 
Gas and Coal ranges, their exhibit being in charge 
H. T. Edmiston and Albert McNeal. 

The Dangler Stove Company Division of the Amer- 
ican Stove Company showed a line of their gas, gaso- 
lene and oil stoves, their exhibit being in charge of 


J. H. Cox. 


The New Process Stove Company Division of the 
American Stove Company had several samples of 
their gasolene and oil stoves on display, being repre- 
sented by Frank E. Curtis and C. H. Chapman. 

The Follansbee Brothers Company of Pittsburgh, 
Pennsylvania, had an exhibit of their different sheet 
metal products, in charge of John Kunze. 

Howard W. Porter, the secretary of the White Lily 
Manufacturing Company of Davenport, Iowa, was 
on hand to show the merits of the White Lily Wash- 
ing Machines. He was assisted by A. E. Klein. 

M. N. Daugherty and Arthur Wallin were always 
busy explaining the merits of the Range Eternal, 
which is made by the Engman- Matthews Range Com- 
pany, South Bend, Indiana. 

PS SSI a 7) RT 

At the meeting of the Woods-Evertz Stove Co.. 
Springfield, Missouri, which was held recently, a divi- 
dend was declared and a surplus credited to the stock- 
holders. The following officers were elected: Presi- 
dent and Manager, W. W. Woods; Vice President. 
J. C. Graves; Secretary, Chas. Evertz; Treasurer and 
Assistant Manager, W. J. Dysart. 
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Convention of Pennsylvania Retail: 
Hardware Association : 
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Tuesday morning, February 11, occurred the open- 
ing of the twelfth annual convention and exhibition 
of the Pennsylvania Retail Hardware Association, 
which comprises Pennsylvania, New Jersey, Dela- 
ware and Maryland. This is one of the largest retail 
hardware associations in the country, with a list of 
more than nine hundred members. At the very first 
session it became evident that this year’s attendance 
would be a record-breaking one, as nearly seven hun- 
dred delegates were in their places Tuesday morning. 

The first arrivals came on a special train from 
Philadelphia, and reached Pittsburgh Monday night. 
On this train were one hundred and twenty-five dele- 
gates, together with their wives. C. E. Tobias, of 
Philadelphia, had organized what he called the “Order 
of Good Fellows.” All of the members were crowned 
with red paper hats, and wore them at the convention 
meetings, adding a touch of novelty and being the 
subject of much favorable comment. H. R. Gibbs of 
Pittsburgh met the Philadelphia Special at Altoona. 
Pennsylvania, and when it drew into the Pennsylvania 
station at Philadelphia, delegates headed by a brass 
band met the party and escorted them to their hotel. 
From that moment the convention activities were on 
in earnest. 

\t nine o'clock the first open session convened in 
the English Room in the Fort Pitt Hotel. Popular 
airs were sung, accompanied by a fine orchestra, this 
feature being under the direction of Mr. C. E. Tobias, 
official chorister of the Pennsylvania Hardware Asso- 
ciation. Rev. J. S. Nichols gave the invocation, after 
which an inspiring address was delivered by Mr. A. ). 
Bihler, Pittsburgh representative of the National 
Hardware Association. 

Address of A. J. Bihler. 


I feel honored in being asked to appear before this 
body, and in being first on your list of speakers. If I were 
to follow the usual custom, | suppose that one should wel- 
come you to our city, but that duty is usually assigned to 
someone who is blessed with the gift of oratory and I will 
make no extended remarks in that direction. The majority 
of you have a very good knowledge of Pittsburgh, her peo- 
ple and her greatness. It is a city of which we are al! 
proud, and have many things which will prove of interest: 
while our industries are famed throughout the world. 

Business conditions in Pittsburgh today, are much better 
than when you visited us two years ago. The prosperity of 
this district has reached a high point, and with good pros- 
pects of its continuance throughout the year. 

The National Hardware Association, whose membership 
comprises ninety-five per cent of the jobbing hardware 
houses of the country, appreciates the courtesy in being asked 
to speak to you on this occasion, and I bring you warm 
greetings from that body, and an earnest wish for a suc- 
cessful and profitable convention. The business interests of 
the state of Pennsylvania have always been recognized as 
leaders in Association work. I can recall your organization 
in its early days, and its first Convention held in this city 
some ten or twelve years ago, and which was attended by 
some twenty-five or thirty members. Your hardware exhibit 
at that time was not very extensive, the lobby of the hotel 
heing occupied by some eight or ten manufacturers, prin- 


seem 

{ 

love 

wert 

a SI 

cipally makers of stoves and ranges, and who seeme ; mad 
take a great deal of delight in making as much noise man 
possible. and 

When we compare that display with your exhibit of ty, 
years ago, we are forcibly impressed by the energy whic) are 
you have shown in the building up of your association, 4p) nnd 
as you have always pursued a conservative course, the many * 
facturing and jobbing trade naturally look upon you yj) in | 
favor. The fact that you have now some eight hundred 
members is evidence of the very efficient work which ha IS 
been done by your present and past officers in bringing the the 
trade closer to one another and proSting by mutual asg ee 
ciation and intercourse. 

Your exhibit at Duquesne Garden some two years ago was 7 
considered by many to be one of the finest displays of hard. oa 
ware and kindred lines that has ever been shown, and ae 
trust that your present exhibit will be equally as success/y vat 


and even more so. 





Second Vice-President National Hardware Association, 
A. Bihler. 


As an officer of the National Hardware Associatioi 
want to refer briefly to the conference at Chicago, Decem) 
9th and 10th last, and I take this opportunity to publicly cor 
rect certain statements that have appeared in the trade press 

First of all, let me say that if any of you have a feeling 
that the Chicago meeting was in the nature of a “junket 
please dismiss the thought, for it was purely a business co! 
ference. We began at ten o'clock in the morning and end 
at eleven o'clock at night, and covered two days of | 
work. The meeting on December 9th was confined to 
bers and retailers; the following day to jobbers, retailers 
manufacturers. 

It was deemed advisable to keep the full proceedings 
from the general public, at least for the present, but the trac 
press were given a rough outline of the work, and an « 
copy of the resolution which was endorsed by jobbers 
retailers, and | believe it of sufficient importance to warra 
repeating at this time. As a result of an earnest discuss 
on matters pertaining to catalogue house competition. 
following was unanimously adopted by the jobbing 
retail trade: 

“RESOLVED: That we assume as distributors, 
sale and retail, that the prices made by catalogue and | 
order houses. are those at which the manufacturers are 
ing that their goods are to be sold to the consume! 
that we feel that it is only just and proper that thos 
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to the consumer for the manufacturer should be 
ved for the service rendered.” 

meetings being of an executive character and con- 
+, those directly interested, it is not surprising that 
statements have appeared in the press which are 
erroneous OF misleading, and as they might tend to do harm 
among the trade, I wish to correct some impressions that 
seem to exist, 4 t 

One publication referred to the meeting as “a regular 
love feast” another _correspondent stated that the jobbers 
were Jukewarm, but finally “snuggled up to the retailer like 
4 sick kitten to a hot. brick. Statements have also been 
made that there was lots of scrapping, and that jobbers and 
manufacturers objected to. making public the proceedings, 
and wanted no stenographic report kept of the meeting. 

Such statements are unwarranted, and furthermore they 

are not correct. Gentlemen, it is time to call a halt; a con- 
finuance of such tactics will surely create ill-feeling among 
the three branches of the trade. We should, and must work 
i harmony to get results. 
We have a good and profitable business conference, and 
's far as publicity is concerned, while I cannot answer for 
the manufacturers, the jobber has nothing to fear by the pro- 
eedings being communicated to your membership. 

While the principal point discussed at our meeting was 
the question of price. other items were touched upon; and 
in a recent letter of Mr. Abbott, your national president, he 

expressed himself as follows: 

“The essential features for the jobber, the manufac- 
turer, and state associations to take up with the retailer, are 
as follows: 

“His business methods; 

“Concentrated buying; 

“Arrangement of stock; 

“Personality in. business-life ; 

“Quick service; 

“Insurance and forms; 

‘Question box with employes; 

“Throwing responsibility on employes; 

“Discounting bills; 

“Needs of his trade; 

“Study of values; 

“Filing of railroad claims; 

“Interest in public affairs; 

“Importance of Inventory and location of stock in 
building: 

“Collections, and payment of local bills.” 

Purchase price alone cannot bring about a successful 
husiness. Price without efficient organization or proper 
pplication of business energy is of little value. The several 
items mentioned in Mr. Abbott’s letter are worthy of your 
most earnest consideration, and the proper treatment of the 
same are very essential to one’s success. 

The jobbing houses have always co-operated in anything 
pertaining to catalogue-house competition, and have done 
active and efficient work in that direction for the past ten 
ears, and they expect to continue it. The retail trade can 
follow a similar course, not only as an association, but also 
s individuals. 

| understand that your president, Mr. Abbott, will attend 
his meeting, and he no doubt will give you full details of 
the Chicago conference, and if the work is followed up in 
the manner as outlined by the committee, I feel sure that 
good results will be obtained. 

While your Convention is in progress, I should appre- 
late your re-affrming your position on the matter of one- 
cent letter postage. To the hardware trade belongs the credit 
1! initiating this movement. There is a growing sentiment 
in its favor, and those active in its support feel confident of 
the early success of their efforts. 

| also want to refer to the state mercantile license. Your 
ganization has shown its interest, and was represented at 
the recent conference in this city. The tax is one which 
fects all merchants of the state, both wholesale and retail. 
Vigorous protests have been filed with the committee, and 
trust your organization, as a body, may see your way clear 

ndorse the movement now under way and before our 
state legislature, to repeal this obnoxious and unjust law. 

here 1s another topic which I want to refer to briefly, 
cing that of parcel post. It seems to me that it has some 
‘vantages which all merchants can utilize, but I do not 

ieve that in this section it is going to change to any great 
the present methods of distribution. I do, however. 
ant warn you against becoming interested in some of 
'¢ many schemes which are freely advertised in the dailv 
‘ss. In one of our local papers, almost a full-page is 
to parcel post and mail-order agencies, and some of 
ositions are, to say the least, subject to suspicion. 
‘er to that class of advertisements as the mail-order 
Zar’ who had $100 and an idea, and which brought in 
a in ten months. Another prominent advertisement 
| “A thousand ways to get rich by parcel post.” An- 

_ the man who sells you $2.25 worth of merchandise 

'; while another is from a little town in West Vir- 
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razors for the small sum of $1.00. 

You all know that this sort of talk is “buncombe,” and 
everyone should be on his guard against taking up schemes 
of this character. 

You will also find numerous people who are in the adver- 
tising game, who will talk house organs. newspaper adver- 
tisements, circularizing the trade, etc.—all plans which cost 
considerable, and it is doubtful as to the benefits which you 
derive. 

Also bear in mind that a plan which might bring results 
in one locality, would not be adapted to another section; 
and a method of advertising might be successfully carried 
out in a manufacturing district, that would fall flat in an 
agricultural community. 

In considering ways and means to develop your business, 
do not overlook conferring freely with the traveling sales- 
man. He is always possessed of a fund of valuable infor- 
mation, and as a rule is sound in his ideas; and traveling 
as he does, over different sections of the country, he is in 
many cases able to assist you in developing your trade. 

Your program does not provide for any other open 
session, but I hope that some day you may see your way 
clear to have one full day free and open, and to invite to 
take part in your discussions representatives of the trade 
press and traveling salesmen. They can all be of assistance 
to you and give careful thought to all subjects which affect 
the welfare of the trade. 

Having come in contact with salesmen all my business 
life, I have a great deal of regard for them and their pro- 
fession, and I hope the day will never come when it will be 





Vice President for New Jersey, Matthias Ludlow. 
found advisable to discontinue this method of soliciting 
business. 

The jobber of hardware is desirous af having business 
continue in its natural channels, as it has done all these 
years. We believe it is the best method and should continue. 

I thank you very much for the opportunity of addressing 
you, and wish you a successful meeting. 

President McFarland was then presented with a 
handsome gold mounted gavel. 

Short talks were given by the members of the asso- 
ciation, and the president then appointed the follow 
ing committees : 

Nominating—FE. Kk. Owens, Susquehanna; H. C 

§ | 
Snowden, Jr., Media; T. C. Porch, Atlantic City. New 
Jersey; C. W. Scarborough, Pittsburgh; Daniel Rine 
hart, Waynesborough. 

Auditing—I*, H. Goodfellow, Holidaysburg: H. F. 
MacFarland, Renovo. 

Resolution—John Dietz, Clarion: F. W. Sanner, 
Pottsville; A. V. Bogel, Ephrata: S. ©. Eddy, 
Frenchtown, N. J.; Albert Zimmerman, Baltimore. 

Question Box—L. J. Heckler, Pittsburgh; T. F. 
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Niggell, Butler; B. F. Antrim, Camden, New Jersey. 
The Pittsburgh local association then presented a 
one-act satire entitled, “Grouch and Hustler—a slice 
out of a day’s business in their hardware store,” 
which. was an exceedingly breezy sketch, and the 
cause of a great deal of merriment. This sketch 
brought to the surface some real Thespians among the 
hardware men, many of whom would have little trou- 
ble in getting their acting across in the legitimate. 

The afternoon was given over to an inspection of 
the exhibits. Every booth and display stand in the 
exhibition hall was crowded with hardware exhibits, 
and a great deal of interest was shown in this feature 
of the convention. 

The exhibition was said to be the largest in the his- 
tory of the association, both as to number of exhibits 
and exhibitors. There were 160 firms represented, 
and the exhibits included “anything from an anchor 
to a needle.” The Pittsburgh Steel Company had a 
regular nail-making machine at work, the Pittsburgh 
Plate Glass Company a magnificent exhibit, and there 
were auto trucks, harness, tools of all kinds, rubber 
and leather goods, stoves and ranges, and dozens of 
other lines. One of the officials of the association 
said that at least $300,000 worth of orders were 
placed for goods during this exhibition. 

At three o’clock in the afternoon the women of the 
party were given a reception in the English Room at 
the Fort Pitt Hotel, the entertainment committee 
being composed of the following Pittsburgh citizens: 
Walter McQuiston, Mrs. C. W. Scarborough, Mrs. 
W. P. Lewis, Mrs. George Gunn, Mrs. Clark Knox, 
Mrs. Samuel McKnight, Miss Mary Heckler, Samuel 
Waring, Mrs. H. F. McFarland, Louis H. Herwick, 
Mrs. Charles Semple, Mrs. Walter McQuiston, Mrs. 
Charles J. Reitz and Mrs. H. M. Kirk. 

The Wednesday morning session opened at nine- 
thirty with the same large attendance and the same 
enthusiasm that was manifested on the first day. 
President H..F. McFarland again presided. 

After the singing, led by the official chorister, C. E. 
Tobias, President McFarland delivered the president’s 
annual address. 

Address of President H. F. McFarland. 


Ladies and Gentlemen, Officers and Members of the Penn’s 

Retail Hardware Association: 

According to our well established custom, it now becomes 
my duty to say a few more or less formal words to you, 
which shall pass for the “President’s Annual Address,” 
However much or little pleasure I may take in this, and 
however with or without gift for it I may be, I am sure my 
tongue would cleave to the roof of my mouth henceforth if 
I should not accept this opportunity to at least tell you how 
much I appreciate your courtesy and confidence in electing 
me your president a year ago in my absence. Had I been 
with you I might have felt that my presence had proved an 
embarrassing obstacle to your choosing anyone else, inasmuch 
as I was in the regular line of succession. Even then, I 
would have felt myself flattered. As it was, when the news 
came to me that you had thus honored me, without the com- 
pelling embarrassment of my presence, I was overwhelmed. 
Gentlemen, though somewhat late, I beg that you will accépt 
my sincere thanks. 

Having, as I do, a very great appreciation of the worth 
of our association, and the work it undertakes to do, | 
needed nothing to emphasize this fact to my mind, nor to 
prompt me to do all in my power to help make this the 
greatest year in our life as an association. But I can assure 
you that, as your president, I have felt an unusual responsi- 
bility for the success of our enterprise. I have had oppor- 
tunity also to regard our work from a different and advan- 
tageovs point of view, which, I assure you, has not dimin- 
ished but increased my estimate of its worth, and has like- 


wise enabled me to view its success with unusual satisfaction 
and pride. 

And I am glad to say that there is somewhat of success 
to view. We have had a good year. It has been, as it should 
be, the best year we have had so far. Our organization is 
developing in power and efficiency as well as in numbers, and 
the scope of its influence. For the success of this year my 
thanks, in behalf of our staff of officers, are due you, the 
members, for your faithful support, without which we could 
have done little indeed. In behalf of you, the members, as | 
well as in my own behalf, I must also thank my fellow offi- 
cers for the hearty co-operation they have accorded your 
president and the faithful service they have given the organi- 
zation. The district chairman deserves especial mention in 
this regard. And it would be rank injustice to do no more 
than include in this sweeping expression of appreciation, our 
secretary. To Mr. Lewis, in a larger measure, perhaps, than 
any of us realize, is due the success we have attained. The 
association is to be congratulated upon having the services 
of a man of such rare ability, and withal such a splendid 
gentleman, the force of whose manly and genial personality 
is felt throughout the length and breadth of our association 
three hundred and sixty-five days in the year. From him 
you will hear more particularly just what the record of our 
year’s effort and achievement is. And I may take this oppor- 
tunity to make an observation or two of a more or less gen- 
eral character—but none the less appropriate, I hope—in lieu 
of the address which custom demands of me. 

I will not undertake to present to you a system for con- 
ducting your business and guarantee that its adoption will 





Ex-President H. F. McFarland. 


bring to each of you the success for which you are striving. 
Nor could I prescribe a cureall for the unnumbered multitude 


of varied difficulties which visit us. Business today 
is not a parlor game which can be run _ according 
to any cut and dried set of rules. - The successful 


man of business today must be something of a genius. Not 
only are the blockhead and ignoramus disqualified, but so is 
the man who can only follow and never lead. Likewise, the 
man who will never follow nor learn of others, finds the 
door of business success shut in his face. The successful 
business man of today must have somewhat of the spirit of 
the pioneer. He must blaze his own trail through the track- 
less way. He must venture and risk if he would win. The 
timid and fearful man is barred out. At the same time, one 
must hearken to the voice of the past; from her monuments 
of success, and from her heaps of wreckage, as well, he may 
learn wisdom for his day and task. He must face life with 
a hopeful heart and an optimistic vision. No hindrance 
from without can compare in its harmful influence with 
the barrier of a disgruntled and embittered spirit within. 
There are too many men in every walk of life whose chronic 
condition is similar to that of a negro who went to sleep in 
a railroad coach with his head hanging over the back of 
the seat and his mouth yawning wide open and thus offering 
a splendid opportunity for a mischievous boy who sat behind 
him to drop a quinine pill into his open face. When the 
darkey awakened a moment later, he seemed _to be dis- 
turbed and after a violent siege of spitting, which did not 
appear to relieve him very much, accosted the conductor as 
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he passed through the car and asked if there happened to be 
a physician on the train. The conductor informed him that a 
member of the medical fraternity was in the smoker ahead, 
and upon the urgent request of the black man sent the 
doctor back. The doctor asked our dusky friend if he 
wanted him and what was the matter. To which the negro 
excitedly replied, “Yassah, doctah, I don speks I’se orful sick. 
I doan rightly know what’s de mattah wif me, but judgin’ 
from he bittah taste in my mouf I’se mouty ’fraid my 
gall’s doan busted.” So I say there are too many folks with 
whom this condition seems to be chronic. They have an 
everlasting bitter taste in their mouth and blue goggles on 
their eyes, and no wonder the world is all wrong to them. 

There never was a day when business was so big as it is 
today; never a day when the tradesman cut such a figure 
as he does today in the world’s affairs; never a time when 
business and trade had the place they have today. And yet, 
there never was a time when the business man in general and 
the hardware man in particular, needed more to recognize 
the dignity of his place and work. This is true of any legi- 
timate business; but I have had experience in dry goods and 
grocery mercantile business, and have had opportunity to 
observe many other sorts of business more or less closely, 
and I want to congratulate every hardware man on his 
choice. It is of a grade and standing of its own, with unique 
and unsurpassed advantages and opportunities. The hard- 
ware man in any community is not an insignificant character 
or inconspicuous figure if he measures up to his oppor- 
tunity. And he is a short-sighted man who cannot see duty 
and opportunity for him beyond his own office, store or 
plant.. As the poet has said, “’Tis not all of life ,to live,” 
so I may say, ’tis not all of business to keep shop and to 
make money.” A man who is a slave to his business not 
only degrades himself, but necessarily also degrades his 
business, for the business depends upon the man, and what 
could you expect of a slave? 

For example, as I have intiniated, the successful hard- 
ware man of today is a conspicuous figure in his com- 
munity. This is as it should be. He should so conduct his 
store that it may be depended upon to give him a standing in 
his community. And then in turn, his standing in his com- 
munity will contribute to his success in business. That hard- 
ware man stands in his own light who does not see the 
advantage of impressing upon his community his own per- 
sonal worth and the worth of his business so as to win their 
confidence and respect not only as an honest and reliable 
man, but so as to make them feel that he and his business are 
a community asset of no mean value. So the wide-awake 
hardware man will recognize as a real opening an oppor- 
tunity to identify himself prominently with any and as many 
public enterprises, business, political, charitable, social or 
what not, as he can without sacrificing his business itself. In 
so doing, he will give his business prestige and dignity and 
broaden his own personal outlook upon life. 

This phase, it seems to me is important, namely, that a 
man and his life shall be larger than his business. When the 
contrary is true it is usually not because his business has 
grown great, but because the man has grown small and nar- 
row by reason of having tied himself down to and shut him- 
self up within his own business. He then finds himself in 
much the same position as the Georgia nigger who was fish- 
ing from the wharf when an immense fish grabbed his hook 
and gave his line such a violent yank as to jerk him over- 
board. When he came up sputtering and spitting, he was 
heard to ejaculate, “What I’se wantin’ to know, is, am dis 
nigger a fishin’ or am dis fish a niggerin.’” A man who 
makes his business should be its master and not its slave. 
He should know that he is running his business and not his 
business running him. 

This danger, however, threatens not so much the man 
who makes too much of his business as the man who makes 
too little, for the fault is not with the business as with the 
man. It is the little business man far oftener than the 
larger one who is a slave to his business. The broader a 
man’s outlook upon life, the larger the scope of his life’s 
vision, the more he will expect of his business and the more 
he will make of it. 


Whatever his business is, he will seek to make it the 
best of its kind. He will search to know what its possibili- 
ties are, and will grasp every available means which promises 
larger success. He will discover and enter every door of 
opportunity which is opened or can be opened into any way 
that leads to better things, and will identify himself and his 
business with every influence and agency which will help him 
to realize the largest possible measure of success. 


_ Consider, for example, the doctor who comes with his 
diploma to the community in which he has decided to prac- 
tice his profession. He feels confident in the assurance that 


he is now a doctor, has his life’s equipment, and so he settles 
down to his work. Suppose he looks for nothing in his prac- 
tice that he has not learned in the schools and interprets 
everything he finds in terms of his schooling, however 
strained that interpretation may be. 


He will soon find him- 


self without patients and practice. He must develop. His 
diploma was only his beginning; it was the open door; the 
way was before him. 

But such a physician corresponds to the hardware man 
who, having acquired his business, thinks he has everything 
to be had, and thinks not of learning something new, and 
doing some new thing with his business every day. Growth 
is the law of life. The hardware man must grow as such, 
and so must his business or he and his business will fall 
behind in the procession where growth is the law. For that 
father was right who, when his boy asked, “Father, what is 
the race of life?” replied, “The race of life, my boy, is that 
dignified and stately procession where every man has to take 
his hat in his hand and run like mad or get left.” 


But to turn to this physician again; suppose he shuts 
himself off from the rest of the world of his profession as 
though he were the only or at least, the all-knowing physi- 
cian. What would happen to him? I need not answer. 
So with the hardware man,. his business has a right to its 
place in the great hardware world. Other men in the same 
business have a right to know what he is doing, and he, they, 
all right, I say, for this is a fair exchange of value for value. 
Each can teach the other something, each can help the other, 
and open a way and reach out a helping hand now and then. 
There is neither reason nor excuse for such a spirit among 
hardware men as was displayed by a certain colored man 
who had invited his pastor to dinner and served a very ex- 
cellent roast goose which was heartily appreciated and gener- 
ously praised by all the guests, and especially by the minister, 
who eventually turned to the host and inquired innocently, 
“Brudder Jackson, may I ax you where did you git dis fine 
gceods?” Though strange as it may seem, the question 
appeared to embarass Bruddert Jackson, who replied, how- 
ever, when he had in a measure recovered, “Heah now, Paw- 
son Jones, when you preaches an extra good sermon, I doan 
ax you where did you git dat sermon, does I? Wall, den, 
Pawson, you orto show me de same curtsy about dis goose, 
as I shows you ‘bout your sermons.” 

However defensible may have been the position of this 
hospitable colored man, I am sure you will agree with me 
that there is neither reason nor excuse for such an attitude 
on the part of any hardware man towards his brothers in 
trade. As the professional man canrot think of doing with- 
out his professional journals, so the hardware man needs his 
trade papers to keep him in touch with the hardware business 
in general and to give him practical ideas. And as the men 
in the professions associate themselves together for mutual 
encouragement, enlightenment and general mutual advantage, 
so must the hardware man do likewise. 

Every business today requires something of a specialist to 
run it, and in this respect each particular trade is a profes- 
sion. And right here in our association is our opportunity 
and our plain duty. We have our problems, as does every 
business. We look to the manufacturer and the jobber for 
our chance and our rights. We feel that we make these 
people and we make their business, and so are inclined to 
think that we deserve more consideration at their hands than 
we get. But such is human nature, and such is this strenuous 
race of life that we can only expect this larger consideration 
when we are in a position to demand it. Their business does 
depend upon ours. They do make their money off of us. 
We have certain rights before them. It is our privilege to 
demand them, but our trade is only able to demand them 
when it has made the most of itself and its opportunity espe- 
cially by organization for mutual benefit. 

Our association can do great things for our business 
in a broad and general way; but two things we must remem- 
ber: First, that we are an organization, practically in our 
youth, and so must be patient while we try to be progressive. 
The second is that the value and power of our association 
will be the sum total of what our members put into it of 
energy, effort and sacrifice. So you may expect to get much 
out of this association only if you put your fair share of 
thought and of interest and of effort into it and tie your busi- 
ness up to it. 

I therefore implore you to think well of youf business: 
it deserves it or can be made to deserve it. Expect much 
of your business and you will not be disappointed if you 
give it a chance. This association is one of the very urgent 
needs of your business. Here is one of its best opportuni- 
ties; more than that, here is one of the undisputed rights of 
your business. Give your business a chance; see that it has 
its rights. I cannot too earnestly advise you to take an 
ever increasing interest in your association and its work. 

I thank you for your courteous attention. 


An address on “Simplified Accounting” was then 
delivered by Mr. W. H. Stepanek, Cedar Rapids, 
Iowa. This address was full of helpful and instruct- 
ive advice to the retailer, and was listened to most 
attentively. The following district chairmen made 
their reports: 
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B. -Frank Antrim, Camden, New Jersey; T. C. 
Porch, Atlantic City, New Jersey; W. T. Smock, 
Wickatunk, New Jersey; Samuel O. Eddy,: French- 
town, New Jersey; William A. Hoffman, Hacketts- 
town, New Jersey; J. T. Doremus, Paterson, New 
Jersey; William F. Littel, Newark, New Jersey; 
Albert Zimmerman, Baltimore, Maryland; H. C. 
Snowden, Jr., Media, Pennsylvania; Frederick Gil- 
bert, Norristown, Pennsylvania; A. H. Vogel. 
Ephrata, Pennsylvania; J. H. Lally, Olyphant, Penn- 
sylvania. After the reports there was a question box. 
which was in charge of H. Diamond of Galion, Ohio. 


In the afternoon the visiting ladies were enter- 
tained by the association at a matinee at the Grand 
Opera House. A very entertaining bill was on at 
this popular play house, and the ladies enjoyed this 
feature of the convention immensely. The majority 
of the delegates spent the afternoon among the 
exhibits. : 

Wednesday night was ladies’ night at the exposi- 
tion. A most attractive musical program had been 
arranged, and this brought out an exceptionally large 
crowd. It is thought that practically every lady who 
visited the convention was present on this occasion. 
The exhibition hall was one mass of color and activity, 
and at no time during the convention presented such 
a magnificent appearance as at this time. 

Thursday morning the executive session was held, 
at the same time and place. Mr. C, L. Abbott, Mar- 
shalltown, Iowa, President of the National Retail 
Hardware Association, delivered the first address. 


Mr. Abbott’s address concerned itself largely with 
the subject of price discrimination, and reviewed the 
work of the National Association in its effort to get 
the manufacturers to give the retailer prices that would 
enable him to meet catalog house competition. 

Mr. Abbott pointed out that, although the retail 
hardware dealers number more than 30,000 in the 
United States and that they sell go per cent of all the 
articles made by hardware makers, the catalog houses 
fix the retail prices on hardware by reason of the 
price list they place in the hands of the farmers. 

He explained that the catalog houses obtain a low- 
er quotation from the manufacturers because they buy 
in larger quantities than do most of the retail dealers. 
He said the result is that the catalog houses use hard- 
ware in order to attract business for other lines, and 
are constantly presenting to attention of farmers and 
others that their retail prices on hardware are lower 
than those quoted by hardware merchants. 


The speaker declared such a procedure is not just 
to the retail hardware dealers and urged the members 
of the Pennsylvania association not to buy goods from 
a manufacturer unless satisfied that a price as low as 
given catalog houses is-offered. 


President Abbott reviewed the work of the National 
Association in its effort to further the campaign to 
convince hardware retailers that they are entitled to 
the same prices from manufacturers that are given 
catalog houses. He stated that if retailers obtain the 


same buying prices as the catalog people the small 
merchants will be in a position to meet their catalog- 


house competitors when it comes to quoting a selling 
price to farmers and others. 

Mr. Abbott was followed by County Commissioner 
J. Denny O’Neil, whose subject was “State Laws and 
the Business Man.” Mr. O’Neil brought out a great 
many interesting facts concerning the middle man in 
business, and went into considerable detail on the 
laws having to do with the rights and privileges of the 
retailers. His address stated a great many legal facts 
that the retailers as a whole are nof sufficiently fa- 
miliar with in order to protect themselves. The ad- 
dress was enthusiastically received and was perhaps 
one of the most concretely helpful features of the 
program. 

Following Mr. O’Neil’s address the short reports 
by the district chairmen which were a feature of the 
Wednesday program were continued and reports 
heard from the following chairmen: 


District reports were made as follows: J. Bart 
Woodworth, district 11, Shickshinny; F. W. Sanner, 
district 12, Pottsville; Irwin Renninger, district 13, 
Reading; E. K. Owens, district 14, Susquehanna; H. 
F,. McFarland, district 15, Renova; John Wardrop, 
district 16, Mt. Carmel; Daniel Rinehart, district 17, 
Waynesboro; Snively Ryder, district 18, Harrisburg ; 
I’. H. Goodfellow, district 19, Hollidaysburg; H. W. 
Sheeler, district 30, Red Lion; F. G. Lee, district 21, 
Irvona. 

The report of the nominating committee and elec- 
tion of officers and delegates of the National Con- 
vention which was to have been held as a part of this 
session was held over until the following morn- 
ing. In the afternoon the delegates again crowded the 
exhibition hall and spent the remainder of the day 
viewing exhibits and placing orders. 


In the evening occurred what was perhaps the most 
noteworthy social evening during the convention 
which was a formal ball and card party given in the 
English Room of the Fort Pitt Hotel. This party 
was largely attended both by delegates and their wives, 
several hundred representatives of manufacturers and 
jobbers who conducted the show in the exposition hall, 
and a number of prominent local citizens who had 
received invitations from the association. 


The Geezeks and the Goozuks, who compose Order 
of Ignatz and who are the traveling salesmen and cus- 
tomers in the hardware business, enjoyed an elaborate 
banquet in the English Room in the Fort Pitt Hotel 
Wednesday night. Telegrams from the Pacific coast 
were received from members prevented from attend- 
ing. 

This order was started by seven salesmen at the 
convention in Atlantic City last year. It has grown 
to a membership of 1,300, scattered through 24 states. 
There were 300 guests at the table. The worthy presi- 
dent, Thomas P. Fleeson, Jr., presided, and speeches 
were made by Ralph H. Jones, the nimrod; John 
Jenkins, Alfred P. Stewart, of Charleroi; J. Hansel 
French, the eastern Geezekus, of Philadelphia. 

Friday was the last day of the convention but no 
subsiding of the enthusiasm and but little lessening in 
the attendance was noted. 
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An illustrated lecture on Window Trimming by 
George J. Cowan, Chicago, was the principal address 
upon the program. The reports of the Auditing Com- 
mittee and the Committee on Resolutions were heard ; 
also the reports from the District Chairmen who had 
not previously been heard. 

Mr. H. Diamond conducted the last session of the 
question box, which brought out the usual discussion. 
The afternoon was spent among the exhibits and the 
big convention came to a close. 

The following officers were elected for the ensuing 
year: 

John Wardrop, Mt. Carmel, President; F. H. Good- 
fellow, Holidayburg, Vice President; Wm. F. Little, 
Jr., Newark, Vice President; A. Zimmerman, Balti- 
more, Vice President; H. M. Kirk, Newcastle, Mem- 
ber of Executive Committee; M. Ludlow, Newark, 
National Delegate; H. M. Kirk, Newcastle, National 
Delegate. 


s 
~o-o 


CONVENTIONALITIES. 





Supplee Hardware Co., of Philadelphia, had a very 
prominent position for their display near the main 
entrance. In addition to a complete line of Pennsyl- 
vania Lawn Mowers, they showed a line of bicycles 
and several specialties in the sporting goods line. 
Their display was in charge of James S. Bonbright, 
assisted by Nelson Perine, Geo. B. Weibley, Thos. 
Paton, Geo. Fields, Thos. F. Gowen, D. D. H. Jones. 


The XXth Century Heating & Ventilating Com- 
pany of Akron, Ohio, showed a line of their warm 
air furnaces and steam and hot water boilers. Their 
exhibit was in charge of P. T. MeGuckin, Wil! 
Garver and Gus Dolan. 

The C. G. Hussey & Co., owners of the Pittsburgh 
Copper & Brass Rolling Mills, showed a number of 
their specialties, their booth being in charge of Albert 
S. Glenn. 


The Simmons Hardware Company accommodated 
their many friends with a rest room with nicely up- 
holstered chairs and divans, which were at the dis- 
posal of their many friends and patrons. Geo. W. 
Simmons and James Carroll came on from St. Louis 
to entertain the “Keen Kutter” friends, and they were 
assisted by A. H. Bryant, W. A. Baker, J. Ekings, 
H. F. Hunter, C. P. Shaughnesy, J. C. Pierce and D. 
D. Henderson. 


The Stove & Range Company of Pittsburgh had 
one of the largest displays in the Exposition. They 
showed a complete line of their new models of stoves 
and ranges, and their exhibit was in charge of H. 
M. Baldwin, C. W. Goodenough, T. C. Reed, John 
A. Roe, Jas. H. Read, W. A. Gilland, G. C. Amos and 
H. W. McCance. 


The Philadelphia Lawn Mower Company had a 
double booth running across to two aisles, where they 
showed their new models of genuine Philadelphia 
Lawn Mowers. Their exhibit was in charge of Wal- 


ter E. Graham, R. R. Bogardus and T. J. Kenyon. 
The Atlantic Stamping Company of Rochester, 
New York, showed a number of samples of their 


different specialties of Red Band tin and galvanized 
ware, their display being in charge of J. R. McLaugh- 
lin, W. W. Crocheron and E. C. Smith. 

E. B. Odgers, representing Smith & Hemenway 
Company of New York, had a number of different 
lines of Red Devil Tools and Specialties attractively 
displayed. 

The Portsmouth Stove & Range Company of Ports- 
mouth, Ohio, showed a line of their model steel ranges 
with their different patented improvements, as well 
as a line of Equity Table Gas Ranges. Their exhibit 
was in charge of I. V. Knauss, J. B. Knauss, B. W. 
Hopkins, A. H. Berleyett and V.S.. Bowman. 


Sam T. White, President of the White Lily Manu- 
facturing Company, came on from Davenport, Towa, 
to show his new line of White Lily Washing Ma- 
chines. I. H. Chatfield, their popular representative, 
assisted Mr. White. 

Thos, Padgett, President of the Wooden Ventilator 
Company of East Palestine, Ohio, visited his many 
friends who are attending the Convention. 

The Follansbee Bros. Co. entertained the delegates 
and visitors with their moving pictures, illustrating 
the manufacture of tin plates at this company’s mills. 
The scheduled performances were so well attended 
that it was found necessary to give extra perform- 
ances to accommodate the attendance. The Follans- 
bee Bros. Co., also had a booth showing the different 
products which they manufacture. Their exhibit be- 
ing in charge of J. C. Kilroy, J. H. Crago, E. L. Me- 
Adams, H. B. Jones, John Follansbee, Theo. Seig- 
freid. 

The Danville Stove & Mfg. Co. of Danville, Pa., 
had an exhibit of their different makes of stoves and 
ranges in charge of R. FE. Edmunds. 

The Toledo Cooker Co., of Toledo, Ohio, had a 
demonstration of their Ideal [ireless Cookers, Ideal 
Steam Cookers, and New Ideal Patented Coffee Per- 
colator, in charge of Mr. C. E. Swartzbaugh, their 
President and General Manager. 

The Portsmouth Stove & Range Co., Portsmouth, 
Ohio, showed their new oak stove which has several 
patented specialties. They make this oak in all cast 
body which they call the Iron Equity, and with a sheet 
steel body they call the Oak Equity. They are made 
with hot blast attachment and with magazine for fue! 
when hard coal is used. 

Ohio sent quite a delegation to the Pittsburgh Con- 
vention, including their President, Forrest C. Secrest 
of Chillicothe, both their Secretaries, J. B. Carson of 
Dayton and Geo. M. Gray of Coshocton, and Ex- 
President Charles Johnston of Barberton, while their 
Mr. H. Diamond of Galion, helped out on the ques- 
tion box. 

Lewis C, Abbott of Marshalltown, Iowa, President 
of the National Retail Hardware Dealers’ Associa- 
tion, was the principal speaker at the Thursday Con- 
vention and so interesting that Mr. Abbott’s talk on 
distribution, he was given permission to extend the 
time allotted to him. 

The XXth Century Heating & Ventilating Co. of 
Akron, Ohio, presented their friends with an attrac- 
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tive useful paper weight, one side of which was a 4- 
inch beveled plate mirror. 

Thos. Padgett of the Wooden Ventilator Co. of 
East Palestine, Ohio, was distributing to his many 
friends, a calf pocket-book .in which was a condensed 
catalogue of their different styles and makes of their 
wooden ventilators and register faces. 

H. F. McFarland of Renovo, Pa., received many 
compliments on his successful administration as Presi- 
dent. The growth of the Pennsylvania organization 
has been phenomenal. Four years ago there were 
less than 100 members and now there are goo and 
so well pleased were they with Mr. McFarland’s ad- 
dress, that they have ordered it printed in pamphlet 
form to be distributed to the members. 

TENNESSEE RETAIL HARDWARE DEALERS 
MEET. 








The annual convention and hardware show of the 
Tennessee Retail Hardware Association was held in 
Nashville, Wednesday and Thursday, February 12th 
and 13th, and was well attended by both dealers, sales- 
men, manufacturers and jobbers. 

The reception of the members and visitors, -enroil- 
ment, distribution of badges, etc., was taken care of 
in the lobby of the Hermitage Hotel, and at eleven 
o'clock the first meeting of the convention was called 
to order by President L. G. Norvell of Newbern, in 
.the Masonic Grand Building. In an introductory talk, 
President Norvell mentioned the fact that there was a 
large sprinkling of ladies among the delegates and paid 
them many compliments, saying that he wanted to see 
even more of them present at the 1914 convention. 

At the close of his introductory remarks the dele- 
gates sung America, and then listened to the invoca- 
tion by Rev. R. H. Hudgens of the Elm Street Meth- 
odist Church. President Norvell then gave his annual 
address. As it included considerable matter which 
was of purely local interest, he has asked us to elim- 
inate this matter from his speech, and we are accord- 
ingly printing only such extracts as will be of interest 
to retailers in general. 


Extracts from Address of President L. G. Norvell. 


Brotherhood is the doorway through which we enter 
into the house of benefits. Without brotherhood we would 
have no Association. The worst enemy the trade ever had 
has been jealousy between competitors. Through this feeling 
there has become injected, into the retail mercantile business, 
thousands of illegitimacies, and great, on that account, has 
been the sacrifice cf happiness in business life. In ninety 
per cent of such occurrences the trouble has been in not being 
well enough acquainted—didn’t know each other well enough. 
Getting acquainted in. most instances means better feeling; 
the other fellow is not so bad generally when we hear his 
side of the case. And that’s where this organization comes 
in. It makes us know each other better. Not only that, but 
it teaches us that man is still his brother’s keeper; that this 
is an age of interdependence; that to grow we must let others 
grow with us; that the condition working the downfall: of 
others will also work ours; that a merchant to ruin his com- 
petitor must in the process also ruin himself. Brotherhood 
is the greatest thing we will ever accomplish. 
association causes us to shake hands as friends and brothers, 
when it inculcates into us the great spirit of live and let live, 
give and take, which it will certainly do if it succeeds in 
filling the greatest mission for which it was intended, it has 
then done more for the retailer in Tennessee than it ever 
could by any other thing it might promulgate. 

There are a great many benefits to be derived from 
retailers’ associations. One of the greatest, perhaps, is 
I do not mean by co-operative buying 
As I stated 


co-operative buying. ; ; 
another Pittsburgh idea to eliminate the jobbers. 


When this ° 


once in a talk before this convention, the jobbers’ process of 
assembling and distributing is economical on many lines, and 
he is therefore on these indispensable. Co-operative buying 
is not without advantages, even in trading with the jobber. 
He also could sell for less in extra large quantities and 
factory shipments, which would be the case pretty much 
should we combine our purchasing. I do not mean to say, 
however, that this feature should be restricted to patronage 
of the jobber. I imagine it would be the spirit, however, of 
the organization, all things being equal, to give the jobber 
the preference; but in no wise would the organization work 
through the jobber exclusively. 

There is not a man in this house but what will agree 
with me when I say that there are at least a few lines being 
jobbed that have no need to be; that the retailer could handle 
just as well without the jobber as he could with him. 

As to what lines these might be, I would say, any article 
of merchandise of which the purchase of every member 
participating would amount to as much as a shipment every 
time the Association entered the market for that article. | 
cannot see why we should pay any profit above the clerical 
expense on articles that we would buy enough of to obtain 
jobbing prices and could handle in original packages, thereby 
eliminating the expense of repacking. 

There are many lines in which this would not be the case, 
the most of the lines we handle, in fact, and abundantly suffi- 
cient of them to always sustain the jobber. But if there are 
lines in which the jobber is superfluous,*is it not within our 
province to try to save the profit he makes? If we can have 
the buying job or any part of it done for less than the jobber 
would charge to do it, wouldn’t we certainly be justified in 
so doing? Look what we are saving by having our insurance 
business done for us at cost. Of course J do not mean to 
say ‘there would be any such difference in having our buying 
done at cost. I know there wouldn't be: but I believe, at 
least on a few lines, the savings would be material. 


PLAN TO HELP EACH OTHER CLEAN UP STOCK. 


Throughout the year every merchant in this Association 
is sending orders to the wholesalers for some goods upon 
which his brother merchant, probably in the next town, is 
overstocked, or vice versa. Through the co-operative clean- 
up-stock plan all of the members would be apprised of these 
overstocks and every member encouraged to help each other 
unload all articles that they might need, instead of sending 
the orders in to the wholesalers. This feature works espe- 
cially well on seasonable goods, but would not be restricted 
of course to that class of merchandise. There are thousands 
of dollars’ worth of seasonable goods in the merchant’s 
warehouses in this state right now that were carried over 
from summer, and at the same time there were thousands 
of dollars’ worth of orders for these goods sent in to the 
wholesalers before the season was over by dealers in the 
same territory who did not have enough with which to finish 
up the season. 

Under the co-operative clean-up-stock plan we will have 
stocks of seasonable goods all over the state right down to 
the last notch when the seasons are over, thereby keeping 
thousands of dollars at home working that would otherwise 
be doing service between seasons up North or somewhere 
else. To be sure, the member listing such goods would have 
to meet, the competition of the wholesaler. Who would 
expect anything else? This would not be a plan to make 
a profit off of each other, but to help one another work off 
the overstocks at what they are worth. 

The wholesaler who sells direct to the consumer is an 
evil, and there is no reason why this evil cannot be corrected 
through our Association. My solution for this problem would 
be the maintaining of a list of houses that give us a square 
deal. This would not constitute a boycott, neither would it 
be a combination in restraint of trade. Surely we could not 
be made to accept the double cross game of "retail jobber” 
and denied the right to protect ourselves. I know I have a 
right to tell when I have tried a man out and found him to 
be all right. There is no law against legitimate business like 
this would be. A good many dealers seem to be afraid that 
if they talk confidentially to each other they are walking all 
over the face of the Sherman Anti-Trust law, and they are 
right then entering the pathway that is sure to lead to Fort 
Leavenworth. Brother, let me say to you, you will never go 
to Fort Leavenworth on account of joining in with your 
fellow merchant to keep the wolf away from your trade 
door, and the “retail jobber’ is -the hungriest wolf that 
ever was in this world when it comes to eating the trade 
dinner that rightfully belongs to the retailer. 

The evil of the manufacturer selling to the mail order 
houses is equally baneful, and to my mind the treatment of 
this evil would be practically the same as that of eliminating 
the “retail jobber,” only it would not be necessary to maintain 
a list of the manufacturers who sell to this class of houses, 
as this information could be easily obtained from the catalogs 
of the mail order concerns. We would decline to buy any 
brands of goods advertised through these catalogs unless it 
could be established to our satisfacton that they had been 
irregularly obtained by the mail order houses, or unless we 
were given a price that would enable us to meet mail order 
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competition. If this was done the manufacturers would have 
to divide the line one way or the other, either decline the 
business of the mail order houses or be deprived of the pat- 
ronage of the retailer. Certainly when the retailers quit buy- 
ing their brands, that is equivalent to saying that their outlet 
through the jobber would be closed. 


THE MUTUAL PLAN OF FIRE INSURANCE, 


This is one of the most profitable features of our Associa- 
tion, and means that a member can, by placing his insurance 
in these companies, reduce this item of expense just one-half; 
in other words, make one of his insurance dollars do the 
work that two formerly have been doing. The mutual com- 
panies are just as safe as the “old lines,” therefore it is not 
a case of less protection for less money, but just as good 
protection for one-half the money. The best argument I 
know of for mutual insurance is the fact that some of the 
largest wholesale houses in the country recommend it. Do 
you think they would do this if they were not absolutely 
sure they are safe? Would they advise the people who owe 
them in the aggregate hundreds and possibly millions of 
dollars to patronize these companies if they did not know 
they were all right? 

THE BENEFIT OF EXCHANGING IDEAS. 

Another and one of the greatest benefits of this Asso- 
ciation comes through the exchange of ideas, helping to 
unravel each other’s business tangles, getting the knots out 
of the business string. I have had some of my worst prob- 
lems solved for me through the Question Box. No man’s 
problems are peculiar to his own establishment; others are 
having the same difficulty, and a member of this Association 
is unwise to keep his business troubles to himself when he 
can have them worked out for him if he will only present 
them. Also some of the most profitable ideas I have ever 
put into effect in my business have been picked up at the 
conventions. 

Now, brothers, we have undertaken the task of an Asso- 
ciation which to accomplish will require organized forms of 
endeavor. Scattered energy would never effect these things, 
therefore let us join hands in this great work; let every man 
put his shoulder to the wheel; let our influences, energies and 
talents be concentrated, and when this is done trade condi- 
tions in Tennessee will be made as nearly: ideal as it will 
ever be possible for them to become. 


A short talk fest followed in which a great many 
subjects of interest to retail hardware men were dis- 
cussed. The forenoon session then adjourned. 

The afternoon was taken up largely by a general 
discussion and an interesting session of the question 
box conducted by W. V. Hager, E. S. Clayton and 
William Tucker, Jr., after which the delegates re- 
paired to the auditorium to inspect the exhibits. The 
hardware show was staged in the basement of the 
auditorium, and is said to be the most extensive one 
ever put on by this association. Several Nashville 
manufacturers were represented, and there were also 
a great many exhibits by outside jobbers and manu- 
facturers. 

Wednesday night another session of the convention 
was held in the Masonic Hall and after the reports of 
the secretary, treasurer, the executive committee and 
grienvance committee had been heard, Major M. A. 
Walker of Covington, who conducts one of the largest 
and most successful credit establishments in his state, 
gave an interesting address, entitled, “How to Get 
Blood Out of a Turnip.” 


GETTING BLOOD OUT OF A TURNIP. 


Address of Major M. A. Walker. 


In ancient Bible times the Israelites in bondage were 
tasked by their Egyptian masters and compelled to make 
bricks without straw, and the churchmen of the dark ages 
bothered themselves to death in figuring on how many angels 
could dance on the point of a needle at the same time; but 
the business man down in my section of the state has had 
even more difficult problems to wrestle with for the past 
year, and the latter-day expression of “getting blood out of 
a turnip” just about describes the situation he has to contend 
with, the problems he has had to solve. 

We had become so prosperous down in West Tennessee 
and credit so cheap we were going at a rapid rate—until last 


year’s short crops came along—and that experience has cer- 
tainly taught us to “Stop, Look, Listen!” 

But after all, gentlemen, as one who has been through 
this experience, I am here to give you more encouragement 
than to say, “cheer up, for the worst is yet to come.” I say, 
cheer up, for such experience will make you strong men to 
overcome troubles and master problems that the untried 
recruit would quail at. 

To you people from other sections of the state, not 
affected by conditions as we have been for the past year, I 
may be speaking in meaningless jargon. Your experience 
has no doubt been as a “midsummer’s night’s dream” in 
comparison. 

We hear a great deal about salesmanship, and we want 
to hear more about it. We want it drummed morning, noon 
and night, and drilled into the sales force—but there is one 


most important thing that must be carried on in any business, : 


and that is collections. This is perhaps the most trying, the 
most avoided and the least attended to department of a retail 
mercantile business. It is not an attractive proposition to 
have to be, in season and out of season, jumping on delin- 
quents, and spurring them up to the point of parting with 
their cash, whether they want to or not. 

A prominent writer on subjects culinary said that, while 
cooking was not an attractive avocation, yet somebody had 
to do the cooking—it had to be done; and the poet reminds 
us that “civilized man can’t live without cooks”—and, gentle- 
men, civilized man’s business can’t run without a vigorous 
collection department. 

It is said that goods well bought are half sold—well, 
they are fully sold, if you make your collections, or the 
sheriff will, sooner or later, close your doors. 

So many dealers reform in our collection departments 
after it is too late; they are like a sinner putting off salva- 
tion. They remind me of the darkey on the gallows. Just 
before springing the trap the sheriff asked him if he had 
eny statement he wanted to make. He replied, “Yes, sir; 
Mr. Sheriff and gentlemen, this is certainly going to be a 
lesson to me.” 

POOR COLLECTIONS OFTEN MEAN FAILURE, 


Read Dun and Bradstreet’s reports every week, and you> 


will see the reasons for failure—‘‘poor collections.” One 
fault with our organizations is that, after we race all day 
trying to close sales, we pass the tickets up to the bookkeep- 
ing department and then lose interest in the deal thereafter. 

A clerk should be trained to have and continue to have a 
deep interest in a credit transaction until the account is 
paid, and he can be of much value to the collecting depart- 
ment if he will give credit customers, especially those to 
whom he sold, whose accounts are in arrears, to understand 
he expects them to pay. I believe salesmen should be required 
to go through the ledger often and familiarize themselves 
with the condition of each account. They would then know 
more about who was entitled to credit. 

Gentlemen, you will pardon me for personal references, 
which. I use to illustrate; for it is from personal experiences 
that I may have learned something about this problem of 
“Getting Blood Out of a Turnip.” It is the tendency of the 
man who owes you to shrink from you, to avoid you, and 
often become very sensitive towards you and easily angered. 
Try to never let your debtor get mad at you. He needs as 
much coddling and attention as the new customer you are 
trying to win, and to this end you must, in order to be a 
good collector, never let your temper get away with you. 
Try, if possible, *to keep on the most intimate terms with 
your debtor, for it is from personal contact with him that 
you are enabled to reach him. 

“Short accounts,” they say, “make long friends,” and no 
less authority than Mr. E. C. Simmons himself says, in 
regard to the reverse: “If you want to lose a friend or a 
customer, sell him goods; wait six months for the money; 
then ask him for it, and see him get mad.” 


HOW THE RETAIN TITLE NOTE OPERATES. 
In our business, which is in stoves, implements and 


vehicles, as well as hardware, we sell many articles that are’ 


tangible assets after the sale; well, in such sales we take 
“retain title’ note, with which we are all familiar. We use 
the usual form, which, I understand, has stood the test of all 
the Tennessee state courts and held good. We find often 
that these retain title notes are of great help to us in securing 
payment of open accounts: for instance, a customer owes 
an open account and also a balance on a note, which note 
holds title to goods worth, if closed out, considerably more 
than the balance due on note. 

In such case we would throw the past due account and 
the balance on note into a new note, still retaining title to 
all goods mentioned in first note, and if we find items in the 
open account we want to hold title to, we insert those in 
the note. We always thoroughly explain such transactions 
to the customer, and our reason to him, that we need the 
collateral in order to be able to accommodate him, is generally 
satisfactory to him. Don’t be timid about asking people to 
keep the collateral up. 

If your customer complains at the interest rate, tell him 
you will refund the interest in case he decides to pay the 
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note, or any part of it, before due, at the same rate you 
charged him, and this, we have found, almost invariably 
satisfies him. 

We always include the interest in the amount note is 
drawn for, same system the bank uses, and never have the 
note itself draw interest until after due. 


Interest should be charged on past due open accounts, 
just as strictly as if they were notes. It is “Equity, Justice 
and the Golden Rule,” as the Farmers’ Union motto or slogan 
puts it, which simply means, we want what’s coming to us; 
so don’t be too big a coward to ask for it. You will be 
surprised to find how many dollars you will pick up on what 
is justly coming to you right here, if you look after them. 

Remember that the daily thoughts and nightly dreams 
of some customers are to dodge paying interest. This interest 
helps to-lay by for a “sinking fund,” to help take care of 
some of the bad debts you have on your books, and puts 
you in better position to fight the cash-deal catalog houses 
we hear so much about nowadays. It may be that the dif- 
ference we make in prices between cash and credit is not 
enough. “He who dances must pay the fiddler,’ and the 
man who asks you to risk him and cause you to involve your- 
self to serve him should pay what is equitable for the accom- 
modation. Of course you have to deal with each case as your 
judgment dictates, and never, if possible, after you renew 
paper for a customer let him leave you dissatisfied, for 
right here you are building for the future—to get him to 
pay the note when next due. 

THE ADVANTAGE OF GETTING NOTES. 


If an account is past due, try to get some expression 
from the customer as to a definite time he will pay, and 
when you think best—I would urge this—make him sign a 
note closing the account. A man recognizes his note obliga- 
tion and signature more readily than he does an open account, 
and a note is a signed contract by him to pay at a certain 
time. Also there can be no dispute about when past interest 
begins on a note. Your notes should have a blank space 
for signer’s rural route, how far and in what direction from 
post office, and, if a tenant, on whose place, so you can 
locate or reach him any time. 

When you believe an account is doubtful and getting 
more so all the time, try to get some settlement of the debt. 
Better take balf a loaf than later no loaf at all. Trade for 
something if you can’t do any better. Realize what you can 
on this, and close the matter. I believe we have taken in on 
account the past season nearly everything from a dressed 
‘possum to a team of mules. 


In our dealings with farmers we have found it a bad 
idea to make a note due before he realizes on his crops, or 
will reasonably be able to meet the obligation. It becomes 
due, he is not able to meet it; as it drags past due the recol- 
lection of its being his obligation fades from his memory, 
and when he actually comes into possession of the money 
with which he might pay his note, he may think, “Well, that 
note fell due, and is now past due, and I guess it can keep 
a while longer, and they are able to get along without this 
money, and now I need it more than the merchant I owe 
does,” and he probably pays some other man who is a good 
collector, while you wait for your money. 


These retain title notes, besides being of great assistance 
to us in making collections, we find, when we go down to 
the bank, are mighty good collateral; and we use them so 
much for this purpose that we have them made on extra good 
linen paper, and last year we thought of having them made 
on parchment. 


AN EXAMPLE OF THE NOTE’S POWER. 


An example of the persuasive power of the retain title 
note was recently demonstrated among a colored congrega- 
tion to whom we had sold a heating stove. The parson 
explained the object of the collection about to be made, and 
remarked to the “brethren and sistren” that he knew all he 
had to do was to point them to their duty, and they would, 
without further ado, get up the money on the spot to pay 
Walker & Co. for this heating stove they have been so good 
to let us have on credit; and now let us all together pay this 
debt; a nickel apiece will do it. Now, deacons, pass the hat. 

To the parson’s utter disgust, not a cent was forthcom- 
ing, after giving them all this beautiful talk about the “Lord 
loving a cheerful giver” and “owe no -man anything.” But 
this resourceful parson was not to be trifled with, however. 
He called on his congregation: “All you niggers that has 
had personal experience with Walker & Co.’s collector stand 
up.” It was unanimous. “Now, sit down, an’ let me tell you 
niggers, stoves is for the righteous, hell’s fire’s for sinners; 
if you don’t get up this money right now, before you leave 
here, dat collector will be out here Monday morning with a 
wagon an’ get this stove, an’ this scandal will be strowed 
all up an’ down the road, to the disgrace of this congregation 
an’ me as the leader of this flock; an’ you'll think you are 
not very far from whar Dives, the rich man, was when he 
called on Lazarus for help—when dat collector gets through 
with you. Now, bring up your contributions to the altar.” 

The result of this second attempt—rather, it was not an 
attempt, it was a success—for the money was forthcoming 


at once, and enough in addition to pay up all arrears in pas- 
tor’s salary, and a good amount to send the gospel to the 
heathen. The meeting was closed with “I Can Read My Title 
Clear to Mansions in the Skies.” Gentlemen, it was the 
retain title note that did the work. 

As another aid to the collector, we liberally patronize 
the county register’s office. We take chattel trusts, and call 
into requisition various means to assist us in making collec- 
tions—sometimes even the county jail. 

Recently, while trying to induce one of our colored 
friends to further secure his past due account, and upon 
our insistence that he give us trust on his two mules, he 
replied with much meaning, “Well, Mr. Walker, I don’t want 
to get my mules all ‘mangled up’ that way, an’ you know 
they has been sendin’ niggers to jail for jes’ sich things as 
givin’ two trusts on the same thing, an’ gettin’ their business 
in a jam.” That was one “turnip” I passed up. 

Gentlemen, you notice I relate my funny experiences 
with the darkeys; well, we have just as many with the white 
folks, too, but I don’t want to talk about them up here in 
Nashville. However, I am not running for office, but I 
don’t want to have to run from any of my white friends 
when I get back home. 

You can depict to your delinquent the disgrace to his 
family name to be sued, and have a judgment of the court 
hanging over him, and how this will always hamper him 
in the future, preventing him from owning property in his 
own right, and then in a most friendly manner urge him not 
to force you to sue him; and lay the blame on the people 
you owe, or the banker. 

A STATEMENT OF NO AVAIL. 

The usual form of statements of account sent out hardly 
cause a ripple of thought in the minds of some debtors. 
They are used to these—and, like the horses with automobiles, 
they don’t scare at them any more. 

We use a notice of account blank, resembling as much 
as possible in its makeup and ferocious brevity the note due 
notices the banker sends out. Did you ever get one of them 
yourself? I venture to say the first thing you did was to 
look at your past due accounts and notes, and have a hurried 
talk with your bookkeeper. 

Another tack we have found to produce settlements 
where other methods failed is for the head of the house to 
write a personal letter to the delinquent, telling him the 
bookkeeper had reported his account or note, as the case 
may be, past due, and still unpaid; then in a very personal 
way impress*upon him that it is a personal matter between 
you and him, and that he must come to your help. Then 
ask him to settle pn a definite date, and name the day you 
expect him. 

If you have gained the reputation among your credit 
customers of being the easiest and most accommodating mer- 
chant in your town, take a care that you have not gained 
this at the expense of your collection department—and if this 
is the case, go back home from here, and turn over a new 
leaf this week, and strive to make the reputation of being 
the man who is a good collector. 

We must acknowledge we have been acting the coward 
in this collecting business. Last spring the “despised range 
peddler” set up in our county, and in a short while had sold 
and delivered three hundred ranges. Sold on two fall notes and 
at prices that you and I dare not ask. Their collector showed 
me his book on November 1, 1912, and I could hardly believe 
my eyes when he showed me that every one of these three 
hundred first payment notes had been already paid, except 
five, and he said he felt sure of getting the money for them 
that week. They had sold to many people we wouldn't credit 
for a mess of turnip greens—and got their money, too. 

That set us to thinking. Next morning we buckled on 
our armor and went out after debtors, deadbeats and delin- 
quents, and we really believe we are getting up some reputa- 
tion for collecting ourselves. That “range peddler”’ woke us 
up on collecting. Of course we must use diplomacy in this 
collecting business—that is how the “range peddler” collector 
gets his—and you will need the new business these delin- 
quents can give or can turn away from you, and you want 
the good will of everybody. 

NECESSITY OF AVOIDING ILL WILL. 

By impressing upon the trade that you need the money 
to pay the people you owe, and this done with courtesy, no 
right thinking man can have aught against you. We buy 


‘goods on, say, sixty days’ time, less 2 per cent for cash. 


This really means that we are paying 12 per cent per annum 
for this accommodation. It is sugar-coated to you by calling 
it a cash discount, and you don’t frown at the pill. Yet you 
sell these goods at the same price to the man who has them 
charged for from thirty days to six months or more as vot 
would for cash. This is discrimination against the cash buyer, 
as well as unfair to yourself. 

You may have some rows in introducing this change in 
your business, but better have a few rows with your credit 
customers than to have them with your creditors in the bank- 
rupt court. 
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Thursday morning, at 10 o'clock, the meeting was 
called to order at the same place and an address de- 
livered by Mr. Chas. Wm. Burroughs, after which 
there was a general discussion and a question box con- 
ducted by J. P. Street, W. C. Crisman, and W. C. 
Waddell. The final session of the convention was 
held in the afternoon, at which the reports of the 
nominating committees were received, officers elected 
and installed and an adjournment taken. 


a> 
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REPORT OF SECRETARY ROBERTS OF 
NEBRASKA. 
The report which follows was given by Secretary 
Nathan Roberts before the Omaha Retail Hardware 
Association, Thursday morning, February 13th: 





Address of Secretary Nathan Roberts. 


As I look back over the six months since I took charge 
of this office, I realize fully how little I know and how ill 
prepared I was to take hold and successfully cope with the 
difficulties that surround this office, and the proper discharge of 
its duties, so as to bring out the best results and the most good 
to its members. I may safely assert that I knew little of 
human nature and the various phases of its make-up, and 
have learned much in this short experience. “i 

The aim of, and in fact the principal reason for the 
existence of this association is that by coming in touch with 
one another, learning from each other ways and means that 
have proven good or bad in one’s own experience, we may 
thereby benefit others. How near we have lived up to this 
axiom is for each one to answer for himself, and to his own 
conscience. 

To me, who, so to speak, has felt the pulse of all of you 
the past six months, I regret to say that we have not reached 
the goal of our ambition or the height of our aspirations. It 
is a marked fact, however, that the most successful hardware 
merchants in Nebraska are members in good standing in the 
association, and take a live interest in its affairs. 

October last I started the publication of a medium between 
your officers and members, and while I well knew I lacked the 
literary ability and the Norvillite or Soule acumen to edit an 
interesting, readable production, I am gratified in the results 
as expressed by a great many of our members. Some of the 
soil was rough and rugged and the seed sown not of the best 
to produce an early and sure crop, still I find a healthy sprout 
here and there which may grow to mature growth. I believe 
I see signs of better business methods all along the line. Haste 
the day when Nebraska hardware men will wave aloft their 
banner as the peer of any state in the Union. 

Touching the subscription price charged for the Iron- 
monger, if all our members in good standing would pay 25 
cents per annum, it would be self-supporting, while at the 
present time it is but half that amount. 


SOME LEGISLATIVE PLANS. 


We believe we will be successful in amending the 
Peddlers’ law to make it more effective for our protection 
than the law now on the statute books. The Exemption and 
Garnishee law has passed the House, and we have hopes of 
success. There are a number of good bills being pushed in 
the interest of our people. Members Trimble of Hazzard, 
and Armstrong of Auburn are doing good and effective work 
along that line. 

Parcel Post is with us and we believe up-to-date merchants 
are taking profitable advantage of its measures. I wouid urge 
on you thoughtful attention to the propoganda on one cent 
letter postage. I believe it a sure measure to prevent attempts 
to establish a flat rate Parcel Post. 

[ have urged upon the members a buying campaign from 
those who spent their money to put on these exhibits, that 
make possible an educational feature of our convention, and 
I have no doubt they have responded. If you do, it will pos- 
sibly be a greater show next year, if you do not it wil! be a 
doubtful quantity in the years to come. 

We held a district meeting in the Sixth district at Alliance 
this summer. It was of interest to those who attended, but 
I doubt as yet whether our members are ready for this feature 
of association work, and whether the cost warrants it; how- 
ever, that matter will be decided by your new board of 
directors. 

I am also proud to report that many of our members are 
desirous of more light upon vital questions, which doubtless 
the management ‘will attend to. 

In closing this report I want to say that there are plans 
being worked out for better conditions for the hardware men, 
especially along the lines of equitable cost of goods. There 
are some of your officers who, at this time, have their hands on 
the throttle, and it would be well to study carefully conditions 
and if possible leave such important matters in the Yands of 


those who fully understand them and can better work out our 
expectations than new workmen. 

We expect hearty co-operation from every member. It is 
your bread and butter to join issue with every other live 
merchant, as well as your secretary, in assisting to carry us 
from the tail end of the race to the vanguard of the procession 
for progress and business and a living profit for our labors.— 
Respectfully submitted. 


THE IMPORTANCE OF PRICE. 

The following address was delivered by President 
M. D. Hussie Tuesday, Feb. 11th, at the afternoon 
session of the Twelfth Annual Convention of Ne- 
braska Retail Hardware Association which convened 
in Omaha, Feb. 11th to 14th. 


Address of President M. D. Hussie. 


Once more we are assembled for our yearly exchange of 
ideas and it is with a great deal of pleasure indeed that I 
greet all the old faces and notice so many new ones among 
us. It is not my intention to go into an extended rehash of 
last year. You all know pretty near what last year did for 
you. On the whole I believe you will agree with me that 
our country was prosperous, and I sincerely hope that each 
and every one of you got his share of the prosperity. 

Neither do I desire you to get the impression that my 
remarks are intended to instruct you in how you should con- 
duct your business. If you can use any suggestions I make, 
you are welcome to them, and if you do not use them I shall 
not feel hurt in the least. Don’t think that I am trying to put 
myself in the position of the good lady who was lecturing to a 
group of little children from the slums, and in the course of 
her remarks she said, “Children, which is the greatest virtue ?” 
No one answered, and to encourage them to think she said, 
“What am I doing when I come here to instruct you, leaving 
my comfortable home and my pleasure?” A grimy hand went 
up and the lady said, “Well, little boy, you may answer, what 
am I doing?” “Buttin’ in,” piped the small boy. So I don't 
want you to think that I am “buttin’ in.” 

NOT A SANDPAPERED ADDRESS. 

There will be two points about what I am going to say 
to you that will be different from the usual address. I intend 
to cut it short and give the rest of you a chance, and I per- 
haps will say some things that have not been sandpapered to 
a degree of smoothness calculated not to irritate sensitive 
feelings. 

The year just passed has been a notable one in many 
respects. We have had the long fought Parcel Post handed 
to us by a fond and paternal government and will ye, nil ye, 
we will be compelled to adapt ourselves and our business to 
whatever changes this will bring about in merchandising. 

As‘most of you are aware, along last May our former 
secretary saw fit to tender his resignation, which made it 
necessary to find some one to succeed him in both the insur- 
ance and association field. Usually the resignation of a 
secretary is considered a misfortune and oftentimes results 
in the wrecking of the organization from which he resigns, 
the difficulty being to find some one capable of taking up the 
work with intelligence where the former incumbent of the 
office left off. Your board of directors, I need scarcely tell 
you, had several sleepless nights before they were fortunate 
enough to secure our present secretary who, as you are all 
aware, came to’us, as I might say, trained by ourselves for 
the job. This circumstance has enabled us to round out the 
year in a most creditable manner and in a way most favorable 
for association growth. 

We are standing now at the parting of the ways. Here- 
tofore our association has been mostly formulative. We have 
been cultivating and broadening ourselves and learning to 
trust our fellowmen engaged in the same line of endeavor as 
ourselves. We have found that after all he is very much 
like we are, trying to do the thing that is right, sometimes 
succeeding, sometimes making mistakes, but in the main not 
such a bad fellow after all. We have learned that by helping 
others we help ourselves and that an association like ours, 
where everyone helps a little, can accomplish what would be 
impossible for one of us alone. 


ASSOCIATION CAN SOLVE PROBLEMS FOR INDIVIDUALS. 


I believe the time is present when our association will be 
called upon to solve some of our problems for us, problems 
that we cannot solve for ourselves and which we must in self- 
defense find a solution for or suffer the demoralization of the 
entire retail business. What are we to do with Parcel Post 
now that it is an assured fact? Don’t you think our associa- 
tion is fittted to help us adapt ourselves to the necessarily 
changed conditions that this new law will bring about, or will 
we just struggle along by our lonesome? I believe that the 
sensible thing for a body of men, who have such an association 
as we have, to do is to get our associate heads together and 
plan out what is best. For myself, I believe we can with 
proper readjustment of our methods of doing business render 
Parcel Post a help rather than an unmitigated evil. One 
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tendency it will most assuredly have will be to bring express 
rates somewhere within the bounds of reason. 

Another problem, and I believe an ever present one with 
most of us, a problem that like Banquo’s ghost will not down, 
is how to meet competition. I do not mean the competition 
of our home section, that we can meet at any time or we 
are not fit to be called merchants, but I mean the competition 
of the outsider who comes poaching on our legitimate terri- 
tory, territory whose welfare we have at heart and whose 
institutions we help support. These outsiders, who pay not a 
cent toward.this end, leave no stone unturned to get the busi- 
ness that should come to us. Even this could be met with 
calmness and coped with successfully were it not that these 
before mentioned outsiders are aided and abetted in getting 
our trade by people who are all the time protesting that they 
are desirous of protecting us, so it seems about time for us as 
an association to get busy. We at least should have fair play 
and no discrimination. There should be one price for all, 
not a low price for these special competitors of ours and a 
high price for us. Why should certain manufacturers, and 
jobbers as well, discriminate grossly in favor of some firms 
and then pass us the jolly that “we do not sell catalogue 
houses.” I say, sell catalogue houses, sell anybody who buys 
to sell again, but make us the same price as is made to them. 

Singly we can do nothing in this issue and our complaints 
are brushed away and no more attention given to them than 
is paid to be buzzing of a mosquito in a dark room. Associa- 
tion help is what we need to solve this problem. I am in- 
formed that up in Minnesota at the present time there is in 
successful operation a chain of co-operative stores owned and 
operated for and by farmers. I understand that there are 
now something over 150 of these stores all paying good 
dividends to the stockholders and their numbers are increasing. 

GET THE RIGHT PRICE AT ALL HAZARDS. 

The point I desire to make is this: If the farmers of that, 
or any other community, have solved the problem by quantity 
buying, why cannot we, an association of merchants and busi- 
ness men of more than average intelligence, do something 
toward getting our goods at as low a price as is obtained by 
our competitors? Are we to sit supinely down and allow our 
business to be filched away from us without an effort on our 
part to-retain it? If we do we deserve all we are getting 
and more. For myself I am getting very tired of that old 
slogan hurled at us so often of “Manufacturer to Jobber, Job- 
ber to Retailer, Retailer to Consumer.” If this channel cannot 
get us the price, or rather if manufacturers and jobbers give 
one set of prices to retailers and another set to parties, who 
perhaps buy larger single lots than the small retailer can, 
then let the small retailer association come to his rescue and 
do the buying for the lot of us and get the preferred price. 
Price is what we want, the same price that our competitor 
gets, no more, no less. For my part I will go over the head of 
every intermediate source of supply before going to the busi- 
ness boneyard, and in the language of the late lamented 
Patrick Henry, “If this be treason make the most of it.” 

MAIL ORDER HOUSE PRICE SETS STANDARD. 


During the month of December last an important meeting 
of manufacturers, jobbers and retailers was held in Chicago, 
the object being to arrive at some definite plan that would 
enable the 15,000 retail hardware merchants composing our 
association to purchase their goods as low as their com- 
petitors purchase them. Your committee was confronted at 
the outset by the statement that, the small retailer was to 
blame in.a measure himself for a great deal of his trouble, 
inasmuch as he bought without question of price. I believe 
this is often true and this condition can only be remedied by 
ourselves as individuals. Use your competitor’s catalogues 
when buying. Familiarize yourselves with their prices and 
insist on buying so you can meet these prices plus service and 
accommodation. In that connection I will read you the resolu- 
tion adopted at the Chicago conference by the jobbers and 
retailers. 

“Resolved, That we assume as distributors, wholesale and 
retail, that the prices made by catalogue and mail order houses 
are those at which manufacturers are willing that their goods 
are to be sold to the consumer, and that we feel it is only 
just and proper that those who distribute to the consumer for 
the manufacturer shall be remunerated for the service 
rendered.” 

Now if the above resolution means anything at all, it 
means that we should use these catalogues as a basis of price. 
When buying make it clear to every salesman that he should 
get your goods to. you at a price that will enable you to 
compete. Stick to this and you will see results. You can’t 
expect others to help you unless you help yourself. 

RETAIL ETHICS OPEN TO IMPROVEMENT. 

The fact is that it is not altogether the other fellow that 
needs reformation. There are a great many things that 
retailers do, even members of retail hardware, associations, 
that are not what would be called ethical to say the least. 
How many of us take our cash discounts? I fear not as many 
as would if they were better collectors. How many take the 


cash discount 10 or even 20 days after the date set by the 
terms of the invoice? I sincerely hope that not many associa- 
tion members are guilty of this practice, but if any are I would 
advise them to discontinue it. 


Every time you do something 


of this kind, while the jobber or manufacturer may aliow it, 
still he puts the fact away in the back of his spelling book 
that you have done it and vou lose in his good opinion just 
that much. 

How many of us have any system for collections, or are 
we afraid of offending our customer by asking for what is 
due us? Do we in consequence of weak knees or water in 
our backbone let these accounts run on indefinitely, stand off 
our creditors, lose our cash discounts or borrow from the 
bank to take them or to meet our current indebtedness? 

I have been told by many good business men, whe are 
located in a farming country and whose business is mostly 
with the farmers, that it is impossible to get a settlement 
oftener than once a year. I have no doubt that this is true 
but could not a change be brought about and still not offend 
your customers? I do not think it would be impossible to get 
a fair-minded man to grant me the same consideration as 
he demands for himself. If one of your farmer customers 
brings in a load of any old thing to sell will he take a stand- 
off for a year for it? I see him doing it. No, sir; he demands 
the cash and gets it and I honor him for it. Then why cannot 
we take a lesson from him and have the settlement of account 
within a reasonable time? 

KNOWLEDGE OF MERCHANDISE LACKING. 


How many of us, even association men, take the pains 
to study and know something about the goods we sell? Or 
are we content to pass them along like so many bales of hay? 
Aside from the pleasure to be derived from knowledge, the 
ability to direct a customer intelligently in his purchases 
ofttimes gains his confidence and makes a lasting friend. It 
pays to know all you can about your goods. 

How many of us find fault with things as they are but do 
nothing to correct or remedy them? We wait for George to 
do it, and perhaps find fault with George for the way he 
does it at that. Don’t let us be faultfinders. Criticise as much 
as you like but don’t find fault. Criticism brings results but 
the chronic faultfinder is like the old man who sent his son 
to Yale. The youngster was a good boy and studied hard and 
succeeded in getting a place next to the head of the class at 
the end of the first year. He came home quite elated and 
proudly announced to his father the fact that he was next to 
the head of his class. “Next the head! Next the head!” said 
the old man. “What do you think I am sending you to 
college for. You should be at the head of your class, sir.” 
The youth was quite crestfallen and when he returned to 
college determined to please the old gentleman if it took a 
leg. The result was that he applied himself so diligently to 
his studies that he was enabled to announce at the end of the 
second year that he held the coveted place; namely, the head 
of the class. When his father heard the glad announcement 
he swung around and looked the boy up and down a moment 
and then remarked, “Head of the class, eh? Well, that’s a 
fine commentary on Yale.” 

DIFFERENCE BETWEEN CRITICISM AND FAULTFINDING. 


I don’t wish to be understood as decrying criticism, but 
there is a vast difference between the critic and the fault- 
finder. The critic analyzes a subject or the action of an 
individual and his analysis does not of necessity mean that 
the action or the individual was not right, while the fault- 
finder is just “forninst the government” on general principles. 

It is well sometimes to turn our thoughts inward and 
indulge in a little self-analysis, and if this self-analysis is good 
for the individual it is certainly good for an association. Let 
us, as it were, strike a balance, Debit and Credit. On the 
credit side we have the fact that we are successful hatd- 
waremen, and I claim that it is not everyone who can make a 
success of the hardware business. To be a hardware mer- 
chant in this day and age requires as much study and as high 
a degree on intellectual ability as it does to be a professional 
man. In fact I know quite a few men engaged in the pro- 
fessions whose judgment in things outside of their profession 
is not worth the snap of your finger, still clients and patients 
place implicit confidence in that judgment in professional 
matters. Ask your attorney or your doctor for an opinion and 
the chances are that he won't give it to you without first 
looking up authority and usually a fee or retainer is necessary 
to properly make the oracle work. Yet every day you are 
called upon by perhaps these very men to give expert advice 
as to their roofs, furnaces, ranges, heaters, builders’ hardware, 
etc., and your customers would be quite disappointed and per- 
haps go elsewhere to do business if you could not answer 
right off the bat dozens of questions relative to size, capacity, 
quality, application to your customers’ particular needs, how 
made and by whom and all without either retainer or fee. 

THE DEBIT AND THE CREDIT SIDES. 

Therefore the fact that we are successful hardware mer- 
chants to my mind looms big in the credit side. But to offset 
this on the debit side is our apathy in association affairs, our 
disposition to allow someone else to do things, or our tim- 
idity about pushing ourselves into the limelight, and perhaps 
the worst feature of all, our suspicion and jealousy of each 
other, which is only human of course. Therefore I think it 
well when taking this inventory, so to speak, to look our 
faults squarely in the face and try to overcome them as much 
as possible. 
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I believe our association can help us in all of these things: 

We want better buying. 

We want better selling. 

We want better settlements. 

We want better methods of account keeping. 

These are the four corners of business and are eminently 
necessary to success. Our association can help us to buy 
better if we who make the association so will it. It can help 
us to be better salesmen by educating us in salesmanship. 
I believe that if we would have a school of salesmanship at 
our conventions each year, where we would all be given a 
chance to not only try our own hands at the selling game but 
listen to others selling, that we could derive untold benefit 
therefrom. We can derive help in our collections from our 
association in many ways that we can learn more about if we 
will consult our secretary. 

Which of us is satisfied with our account keeping, our 
method of keeping posted as to whether we are making money 
or losing on each transaction? We oftentimes “guess” we are 
making a profit but do we know? 

DUES NOT THE ONLY REQUIREMENT. 


All this and more our association can do for us, but we 
must first get into the game and begin doing ourselves. We 
can not expect that the payment of our association dues is 
all that is necessary. We must put something more than 
money into it. We must put ourselves into it. At the meetings 
get up and say what you have on your mind. Suppose some 
one else does know all about it and he may think you dumb 
not to know also. That other fellow who knows is just the 
one we want to hear from and your question may be the 
means of drawing him out. 

I see members right here in this room who to my certain 
knowledge have never seconded a motion. Now that is not 
fair. It is not fair to the other members, nor fair to your- 
selves. Don’t be a clam. There is a certain kind of clam 
that burrows in the sand just above low water mark. He also 
has a valve that extends from his clamship to the surface 
of the sand and when he is disturbed he spurts a stream of 
cold water and pulls in his valve. Come out of the sand, don’t 
spurt cold water, get into the game. Don’t be a clam. 


BOUQUETS FOR THE MUTUAL INSURANCE COMPANY. 


in conclusion, let me say just a word about your 
insurance company. I wish everyone of you would read care- 
fully the secretary’s report, dated December 31, 1912, showing 
the condition of the company. I believe you will agree with 
me that the present officers are to be congratulated on that 
splendid showing. That statement shows that we have actual 
cash assets of upwards of $22,000.00 (which I may state in- 
cidentally here I have personally seen and counted), that we 
owe not a cent aside from the small daily current expenses, 
and all this in just one year. A year in which we started 
with a handicap of a debt of $8,000.00. I think no more need 
be said as to whether we have the right men at the head of 
our insurance company at last. It is my hope that each and 
every one of you will return to his home and business with 
the feeling that he has attended the very best convention ever. 
We can make it such if all help. Will you help? 
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THE STORY OF A LITTLE PIECE OF CHALK 


Now, 





A little piece of chalk tells an interesting history. 
To the unassisted eye it looks simply like a very loose 
and open kind of stone, but if it is ground down so 
thin that one can see through it—until it is thin enough 
to be examined with a magnifying glass—it will be 
found to be made up of very minute granules, em- 
bedded in which are innumerable bodies, some smaller 
and some larger, but on a rough average not more 
than a hundredth of an inch in diameter, having well- 
defined shape and structure. A cubic inch of some 
specimens of chalk may contain hundreds of thou- 
sands of these bodies. Each of the rounded bodies is 
made up of a number of chambers, communicating 
freely with one another. These oddly shaped bodies 
are of various forms, but one of the commonest is 
something like a badly grown raspberry, being formed 
of a number of nearly globular chambers of different 
sizes congregated together. They are the calcareous 
» shells of Foraminifera. 

The beds of the oceans are covered to a great ex- 
tent with mud, embedded in which are millions upon 
millions of skeletons of Foraminifera—animals of the 


simplest imaginable description. A foraminifer is, in 
fact, a mere particle of ‘living jelly, without defined 
parts of any kind—without mouth, nerves, muscles or 
distinct organs, and manifesting its vitality to ordinary 
observation only by thrusting out and retracting from 
all parts of its surface long filaments which serve for 
arms and legs. Yet this creature is capable of feeding, 
growing and multiplying; of separating the small pro- 
portion of carbonate of lime which is dissolved in sea 
water, and of building up that substance into a skele- 
ton or shell for itself, according to a pattern which 
even the skilled artisan of the present day would find 
difficult to imitate. 

Some of the Foraminifera are known to exist only 
in the greatest depths; others that float on the surface 
shower the bottom with their minute shells as death 
comes. Most of the Foraminifera of the present day 
are microscopic, but in a few species the shell attains 
a diameter of an inch or more. 

In the study of geology the Foraminifera are of 
great interest, as they are found in ail tlie formations, 
from the oldest to the newest, and in many places they 
make up the chief part of great rock masses. Exam- 
ples may be cited in the Chalk Cliffs of England, the 
nummulitic limestones of Egypt, and the Silurian beds 
of Russia, 

The United States Geological Survey has recently 
published, as Bulletin 513, a report on Pliocene and 
Pleistocene Foraminifera from southern California, by 
Rufus Mather Bagg, Jr. One of the most significant 
facts revealed by the study of these fossils is that the 
deposits are not of tropical or warm-temperate origin, 
but are made up of types common in the north Atlan- 
tic Ocean today; some of the species correspond to 
forms that inhabit both the south Atlantic and south 
Pacific. 





A RIGHT TO TRADE MARK GRANTED. 


The Van Doren Manufacturing Company, Chicago 
Heights, Illinois, has been granted exclusive use of 
the trade mark reproduced below. The United States 
Patent Office has assigned them serial number 67,619 

. Ser. No. 67,619. 


— VANDOR '— 


New Trade Mark. 





It will be used in 
tools, 


for the protection of this device. 
branding hammers, axes, hatchets and other 
and is claimed to have been in use since February 22, 
IQII. 





SAYS ARTISAN IS A GREAT ADVERTISING 
MEDIUM. 

To AMERICAN ARTISAN: 

Will you please discontinue our advertisement, 
“Tinners’ Tools for Sale’? We arranged for three 
insertions, but one would have keen plenty. To date 
we. have had just thirty-seven replies, and certainly 
think AMERICAN ARTISAN is a great advertising me- 
dium. Yours truly, 

CLARK BROTHERS. 
Lakefield, Minnesota, February 6, 1913. 
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_ Advertising Criticism and Comment 


Helpful Hints for the Advertisement Writer 








The accompanying advertisement of H. W. Vand- 
ever Company, Wilmington, Delaware, is reproduced 





 — aa me 





Xmas 
Suggestions 





Bicycles 


Fine assortment. of high grade 
“wheels, including’ Pope, — 
and Iver Johnson Bicycles; 
ped with coaster brake, $25 to 10 


Sweaters 


Sole agents for Spalding’s pure 
-Lamb Wool Sweaters, $6, $6.50, 
$7.50, $8 and $10. Other all wool 
Sw eaters, $3.50 and $5. 

Jetatys, $1, $2 and $2.50. 


Sleds 


(ienuine Flexible Flyers, the only 
sled with grooved runners; don’t 
skid. 


Flash Lights 


$1, $1.25, $1.50, $2, $2.50, $3 


and $5 
Cutlery 


ine assortment Penknives, 25¢ 
to $5. 

Also Scissors, Carving Sets and 
Novelti¢s. 

Peck and Snyder Ice Skates. 

Roller Skates, 50c, 75c, $1, 
$1.50 and $2.50. 

Ingersoll Watches, $1, $1.50, © 
$2.00 and $2.50. 

Electrie Cigar Lighters and Sets. 

Footballs, $1, $1.25, $1.50, $2, 
$2.50, $3, $3.50, $4 and $5. 
- Striking Bags, $1.50 to $7.00. 

Py Bags, with platform, 


y yy vty Machines, sis to $40. 
Boxing Gloves, $1.50 to $7 per set 


Safety Razors 


— Sets, $5, $6.50 and 


<ol Sirop, $5, $6.60 and $7.50. 
Keen Kutter, $1, $3.50, $5 and 


$7.50. 
_Durham Duplex, 35c, $2.50 and 


Ever Ready, $1, $2.50 and $5. 
Packages of Razor Blades, 25¢, 
50c and $1. 


Thermos 
Bottles 


$1, $1. a $2, $2.50, $3.50, $3.75 
and $5.75 

Tennis Rac kets, Fuvutball, Base- 
ball , Water Pistols, Basket. Balls, | 








Golf: Balls and General Sporting 
Goods. 








fi. W. Vandever Co., |] 
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in slightly reduced form from the December 17th issue 
of the Wilmington Every Evening. We offer it as an 
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example sé good holiday advertising. The display 
could scarcely be improved upon as at the time this 
appeared everybody should have been looking for gift 
suggestions. The list of appropriate articles with 
prices was probably all that was necessary to bring a 
goodly crowd to the Vandever store. We especially 
commend the signature of the firm which gives the 
full address in most explicit fashion, 
.- -* 
The accompanying advertisement of Wieder's Hard- 
ware Store, Hancock, Michigan, appeared in the Han- 
cock Evening Copper Journal and is so early perfect 
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that we hesitate to criticise it in any particular. It has 
all the elements that a good business bringing ax 
should have, namely: timeliness, price emphasis, good 
typography, and an interesting and attractive illustra- 
tion. The signature and address is also an example of 


commendable completeness. There is, however, one 
way in which the advertisement might have been im- 
proved and that is by putting more emphasis upon the 
reduced prices. This might have been done by dis- 
playing the prices in a heavier and bolder type face. 
The ad should have produced excellent results, how- 
ever, just as it stands, ° 
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Heating and Ventilating 


Notes and Treatises on Pertinent Subjects 








DEVELOPMENTS AND PRESENT PROBLEMS 
IN HEATING AND VENTILATION. 


The following address was written by President 
John. R. Allen of the American Society of Heating 
and Ventilating Engineers while in Constantinople. 
Professor Allen states that a battle was in progress, 
and the reports from Bulgarian guns could be plainly 
heard as he was getting out the manuscript. 

On account of President Allen’s absence, the ad- 
dress was read by Vice President Hale before the 
annual meeting of the society, which took place in 
New York City January 21-23. 

The address traces the evolution of Heating and 
Ventilating and cites scme of the problems yet to be 
solved. It also points out ways in which’ further 
research work might be carried on with profit, and 
suggests several plans whereby the society might en- 
large its scope and usefulness. We are glad to re- 
produce it in full. 


No branch of engineering science is more concerned 
with human health and comfort than heating and ventilation. 
Twenty years ago heating was only a mechanic’s art, and 
the design of the heating plant was left to the plumber and 
the steamfitter. Gradually a demand arose for more elaborate 
systems of heating, the problem grew too complicated for 
the artisan, and the design of heating systems became a 
special branch of mechanical engineering. With the growth 
of our: cities, and the accompanying increase in density of 
population, there was added to the problem of heating that 
of ventilation, a very vital one considered from the stand- 
point of human health. In the early history of heating 
and ventilation the engineer was primarily concerned with 
designing a plant which could be satisfactorily operated. 
Today this difficulty has been overcome, and the field for 
development now lies in improving the construction of the 
plant, so as to attain greater economy in operation and more 
comfort and health for the users. At the same time in 
striving for these conditions the artistic treatment of the 
plant must not be lost sight of. The United States has done 
more in the application and development of heating and ven- 
tilating science than any other country of the world, but 
there is still much left to do, even in the elementary develop- 
ment of this science, 

The first need in the science of heating was exact data 
from which laws could be developed. The steamfitter de- 
veloped certain “rules of thumb,” based upon experience, 
excellent as far as they went, but not fundamental enough 
to permit of extensive application. When the engineer took 
up the problem his first efforts were directed to obtaining 
exact data, the easiest data to obtain and the most necessary 
being the heat losses from the various forms of radiation. 
These losses have now been obtained by different experi- 
menters for all ordinary forms of radiation, both direct and 
indirect. It is possible with the data available to determine, 
within a small percentage of error, the exact amount of heat 
which will be given off by the various forms of radiators 
under different conditions and the laws governing the loss 
of heat from radiation under ordinary conditions are well 
understood. 

PROBLEMS WHICH THE FAN SYSTEM BROUGHT. 

With the introduction of the fan system new problems 
were added which rendered necessary the obtaining of more 
data, and the development of additional laws. Various ex- 
perimenters have developed laws for the heat loss from 
fan radiation and, while no particular law is accepted at 
the present time, nevertheless the results which may be 
expected from fan radiation can be predicted within a rea- 
sonable degree of accuracy. There is yet work to be done 
in this field, but we may soon expect to have laws developed 
which will be generally accepted by engineers. Much of 
these useful data has been obtained by the manufacturers, 
who deserve every credit for the valuable and accurate in- 
formation which they are now able to give to their clients. 
The American manufacturer has been quick to see the 
advantage of giving this information to the engineering 


profession. These data have been of great assistance to 
the engineer in intelligently designing his plant so as to use 
properly the apparatus produced by the manufacturer. While 
twenty years ago very few manufacturers actually knew 
what their apparatus would do, the progressive manufactur- 
ing concerns of today maintain complete and well-equipped 
experimental laboratories, and are prepared to give scien- 
tifically accurate data in regard to the apparatus which they 
produce. In no other country in the world have manufac- 
turers been so liberal in publishing data in regard to their 
apparatus, and the wisdom of this policy commends itself 
to every liberal-minded engineer. But what about the more 
fundamental propositions, in which the manufacturer is not 
concerned, and which the scientist has not yet investigated? 
PROBLEMS WHICH DO NOT CONCERN MANUFACTURERS. 

In the problem of designing a heating system there are 
fundamental problems which do not concern the manufac- 
turer and which require elaborate and costly apparatus in 
order to obtain accurate results. This is particularly truce 
when we endeavor to determine the heat transmission and 
loss from the various forms of building construction and 
the effect of the heat absorbed and given off by the building 
structure. The most accurate information in regard to the 
heat loss through building material is that obtained by-Ger- 
man experimenters, the results of which have been translated 
into English by a member cf our own Society. These ex- 
periments, however, were made with building constructions 
quite distinct from our own, and under different climatic 
conditions. I do not know of any extensive experimerts 
having been made in this country to determine the heat 
losses” in various forms of building construction used here. 
Such data are particularly desirable fcr the newer forms 
of building construction, such as hollow tile. hollow cement 
bricks, reinforced concrete and vitrified brick. Our modern 
office buildings present many new problems in heat losses 
which have not been investigated, end the reason why these 
investigations have not been made has not been from lack 
of interest cr of desire on the part of the experimenter to 
obtain these data, but from the diffcu'tv and expense in- 
volved in makirg the necessary experiments. Such experi- 
ments, which can be completely carried out only by the 
Government, or by a bequest from some fund provided for 
the purpose, are of the greatest importance to the whole 
community, as they concern the well-being of each individual. 

Another consideration which has not been scientifically 
studied is the question of the proper temperature at which 
the air in a room should be maintained. In the United 
States it is customary to assume that a temperature from 
68 to 70 deg. Fahr. is most suitable for rooms in which 
perscns are not actively engaged. In Germany for simi'ar 
rooms a temperature from 65 to 68 deg. Fahr. would be 
regarded as sufficient, while in England a room is considered 
properly heated when the temperature is 55 to 60 deg. Fahr. 
In one of the great English universities, classes are often 
held in rooms where the temperature does not exceed 55 
deg. Fahr., but, under the same conditions in the United 
States, the class. would be at once dismissed. What is the 
reason for this difference of temperature required by differ- 
ent nationalities? Is it due to personal peculiarity, custom, 
or climatic conditions? Possibly the proper temperature in 
one locality may be different from that of another. The 
outside temperature may have much to do with the tem- 
perature required indoors, as it is a well-known fact that 
people living in countries where the temperature is extremely 
low usually require higher indoor temperature. Certainly 
these points are worthy of scientific investigation, as our 
only guide at the present time is custom, and what few 
data we have are fragmentary and not at all conclusive. 

HOW TO DETERMINE AMOUNT OF RADIATION. 

Many rules have been proposed for determining the 
proper amount of radiation to be placed in a room, and 
practically all of these rules are based on the assumption 
that the heat so applied to a room shall equal the heat lost 
from the walls and the windows. There are other condi- 
tions entering into the determination of the proper amount 
of radiation that should be placed in a room which are 
often allowed for by adding on percentages, but the per- 
centages allowed in most cases are not based on any scientific 
hypothesis. For example, the intermittent heating of a 
room will affect the amount of heating surface to be placed 
in the room and the amount added will depend upon how 
quickly it is desired to heat the room after it has been 
cooled. 

Where buildings are intermittently heated or are of 
heavy construction, far more heat is required to warm the 
walls of the building in a reasonable length of time than 
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to take care of the heat transmission. Again, most of the 
rules used in determining the amount of radiation to heat 
a given sized room assume that the room must be heated 
at a temperature corresponding to the lowest temperature 
which exists outdoors for any length of time. Theoretically 
such a proposition as absurd, as obviously if just enough 
heat was supplied to provide for the heat loss from the 
room and the conditions all remained constant, it would 
require an infinite length of time to warm the room. For- 
tunately the heating engineer figures the radiation to heat 
the building at a much lower temperature than the average; 
and during the warm days heat is stored in the walls from 
the excess given off by the heating plant and absorbed from 
the sun. During the very cold days this heat is given up 
and reduces the heat loss from the building, serving to cor- 
rect the errors in the engineer's calculations. In many of 
the great cathedrals of Europe no heating system is pro- 
vided, and these buildings are never uncomfortable, owing 
to the heat stored in the building structure during the sum- 
mer months, and returned to the air during the colder 
months. A good example of the use of the heat stored 
in a building comes from Germany. 

Recently a state dinner was to be given in a castle 
which had no heating system. The engineers were asked 
to heat the building for dinner, but it was specified that 
no portion of the heating system was to be visible in the 
room, The result was accomplished by means of stored 
heat. For a number of days previous to the dinner, the 
floor of the dining-room was covered with steam pipes and 
these pipes were kept hot by means of a temporary boiler. 
The day before the dinner all the pipes were removed and 
the stored heat in the walls maintained the room in a per- 
fectly comfortable condition for a number of days, although 
the outside temperature was well below the freezing point. 
None of our rules for heating take these conditions. into 
consideration. It is quite possible that it would be better 
in buildings of heavy construction to base the necessary 
amount of heat to be supplied not upon the minimum ex- 
ternal temperature, but rather upon the average external 
temperature for a period of time. Most heating engineers 
allow a large margin of safety which covers their ignorance 
of the conditions entering into the problem. 

EXISTING FORMULAS INACCURATE, 

There, is still much need for the development of a 
more comprehensive method of determining the amount of 
radiation necessary to heat a given building. The formulz 
at present used do not include many factors which enter 
into the problem, and, in order to check existing rules, it 
will be necessary to have available the data obtained from 
actual installations in daily operation. The lack of informa- 
tion in regard to the actual operation in heating plants is 
very noticeable. A heating engineer may design many plants 
and, if there are no complaints, he assumes that the plants 
are working properly; but very few of -us have investigated 
eur own heating installations so as to find out whether the 
results obtained were in accordance with the computations 
originally made. Here, again, the obtaining of data and 
working up such a test involve much labor and. expense, 
and such a test to be of any value must be carried on over 
a long period of time, while conditions and results are closely 
observed. In the proceedings of this Society there are de- 
scriptions of heating plants which have been installed, but 
there are very few data in regard to the actual operation 
of such plants. It would be very interesting to know the 
heat loss per square foot of external surface for different 
conditions of outside temperature and wind, the heat loss 
from radiation for a long period of time, the effect of heat 
storage in the building walls during rapid changes of tem- 
perature, and many other details which might be obtained 
from such a test properly carried out. The compilation 
of such tests would be of great assistance in formulating 
some more logical rules for estimating heating surfaces. 

HEATING MAKES VENTILATION NECESSARY. 

Ventilation has been a natural outgrowth from the de- 
velopment of heating; as buildings have been made more 
and more impervious to the passage of air in order to pre- 
vent loss of heat, there has arisen the need of supplying 
fresh air. Even less is known scientifically about ventilation 
than is known about heating. The engineer assumes in 
the beginning of the computation that certain changes of 
air are necessary, depending upon the use for which the 
room is intended and the number of persons in the room. 
What fundamental scientific reasons are there for the 
changes of air ordinarily assumed? Dr. Leonard Hill, in 
the address before the Physiological Section of the Royat 
Society of Arts, describes a series of experiments which 
go to show that chemical purity of the air is of very little 
importance. In the worst ventilated rooms the percentage 
of COs does not exceed by more than one or two per cent 
the normal CO: of the air, yet at each breath we rebreathe 
much of the air just given out, and only about one-third 


of the air is expelled from the lungs at any one time. No 


man breathes pure air into his lungs, even when out of 
doors, and a change of one or two per cent in the CO. of 
the air breathed would make no appreciable difference in 


the amount of CO, and other impurities in the lungs. The 
air of a room is usually assumed to be unfit for breathing 
when it has a bad odor, but an offensive odor does not 
necessarily make the air bad. Dr. Hill performed the fol- 
lowing experiment : 

A small experimental chamber, built of wood and fitted 
with a glass window for the purpose of observation, was 
made absolutely air tight. On one side of the chamber 
were placed two small electric heaters and a tin vessel of 
water, by which the air could be saturated with water vapor. 
On the other side was placed a large radiator, through which 
cold water could be circulated so as to cool the air. The 
room was also provided with electric fans, so that the air in 
the chamber could be thoroughly agitated. In making the 
experiments seven or eight students were confined in this 
small room for about one-half hour at a time. During the 
experiments the CO. reached 4 per cent above the normal, 
and the oxygen fell to 16 per cent; the wet bulb ther- 
mometer rose to 85°, and the dry bulb to 87°. Under 
these conditions the students began to lose their spirits 
and their faces became flushed, but when the fans were 
started and the air in the room agitated, their discomfiture 
ceased. The improvement in their feelings was doubtless 
due to the cooling of the skin, consequent upon the change 
of air in the clothing near the skin. Persons outside the box 
breathed the chamber air by means of a tube, and felt no 
discomfort; on the other hand>if the persons inside breathed 
air from the outside they gained very little relief, although 
by cooling the air in the box, the discomfiture was relieved 
very much. The author concludes that the discomfiture 
experienced in crowded rooms is not due to the increase in 
impurities, but to the conditions in temperature, the lack 
of movement in the air. and the diminished heat lost from 
the body. These experiments show that our knowledge of 
the effects of ventilation is really very limited, and _ that, 
after all, the CO. test for the condition of air in a room 
may be of little actual value. 

PROBLEMS YET TO BE SOLVED, 

There is a great field for experimental work along these 
lines, but to carry out such experiments they must be done 
jointly by the heating and ventilating engineer and the physi- 
ologist. There are many things that we should know, such 
as: What constitutes pure air? What are the safe limits 
of purity? How may these be determined? At what tem- 
perature should air be used for ventilation? What effect 
dces the rapid circulating of the air have on ventilation ?— 
and many others. These questions are largely physiological, 
Lut, at the same time, it will be necessary in carrying out 
such experiments to have the engineer produce the condi- 
tions of the experiment and the physiologist to record the 
results. It is. even possible that our Society might invite 
a joint consideration of such topics with similar societies 
interested in Physiology. 

The heating and ventilating system may have much to 
do with the spread of disease by bringing germs from the 
outside air into the room; indeed, what better means for 
carrying germs can be provided than the central ventilating 
system for distributing the germs from the central room 
through the whole building? A paper read before our own 
Society shows that the higher the temperature of the air 
used in ventilation, and the higher the temperature of the 
radiating surface, the greater the amount of dust carried 
with the air; and with this dust are carried the germs 
of disease. This fact alone may account for the complaint 
that is sometimes made by’ hospital surgeons that patients 
in rooms ventilated by air which has passed over steam coils 
do not improve as rapidly as patients in rooms ventilated 
with unheated air. This is another fundamental question in 
ventilation which is very important and needs a thorough 
investigation to enable the heating engineer to design a plant 
which will best suit the needs of the persons in the building 
to be ventilated. 

KEEPING THE ARTISTIC EFFECT IN MIND. 

In the design of the heating plant for buildings of an 
artistic character, the heating and ventilating engineer should 
make his installation conform to the artistic treatment of 
the building. So often we see an artistic room, with artistic 
hangings, heated with a radiator the design of which is the 
one discordant note in the room. Manufacturers of radia- 
tors and heating equipment are just beginning to realize 
this, and are designing simpler and more artistic patterns, 
for, after all, there is no reason why the design of the 
radiator should not be as much a part of the interior design 
of the room as the design of the hardware and the electric 
lighting fittings. The designers of hardware have produced 
fittings appropriate for all the principal styles of archi- 
tecture, and these have been designed not by engineers, but 
by artists. There is still room for improvement in our radia- 
tor designs, so that they, too, may conform to the various 
styles of building architecture. The ancient Greeks and 
Romans in their buildings often entirely concealed the heat- 
ing system by circulating the hot water or vapor underneath 
the floors or behind marble slabs. 

This address has endeavored to point out to the members 
of our Society some of the fundamental facts that are 
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usually assumed as settled, but about which, in reality, we 
know very little, and in regard to which we need much 
additional information. In regard to the obtaining of more 
experimental facts upon which to base our calculations 
the following suggestions are made: 

A PLAN FOR EFFICIENT RESEARCH. 

There are many universities and private laboratories 
that are investigating these problems, but this work of in- 
vestigation is more or less incomplete, and the investigations 
are not co-related so as to obtain the best possible results. 
Much time could be saved if each of these installations 
could take up the lines of experiment which they are best 
able to carry out and make these experiments in accordance 
with some prearranged plan. This Society could then serve 
as a means through which the lines of experiment might be 
suggested to the laboratories, and they could also serve to 
collect the data obtained and have them classified and com- 
piled. There would, no doubt, be many difficulties in bring- 
ing about such a combination of laboratories, but a closer 
relation between this Society and the various laboratories 
would result in much profit to all interested in these prob- 
lems. If such a closer affiliation be made, it is possible that, 
in course of time, the combination of laboratories suggested 
might be brought about. 

This Society should be intimately associated with the 
members of the medical profession and physiologists who 
are investigating the problems of sanitation and the public 
health. The members of our own Society should endeavor 
to be familiar with the most recent experiments along these 
lines. As has been suggested, the joint experiments, con- 
ducted by the trained physiological investigator and the engi- 
neer, could do much to clear up the present unc€rtainties, 
particularly in ventilation. Any arrangement by which an 
interchange of ideas between the physiologist and the engi- 
neer may be brought about would be a first step to obtaining 
more exact information along these lines. 

We have other problems, however, which require very 
elaborate apparatus and ample means to investigate thor- 
oughly. Such investigations are too extensive to be taken 
up by the laboratories of our manufacturers and universities. 
Such problems as the heat losses from buildings, the effect 
of heat stored in the building structure, and similar prob- 
lems must be investigated by men competent to conduct 
such experiments and who must have ample time, plenty of 
assistance, and adequate financial means. Such experiments 
are beyond the financial resources of universities, and are 
not vital enough to the interests of our manufacturers to 
warrant the expense involved in conducting them. The 
funds necessary to carry on such experiments should be 
provided by the government or by the trustees of large 
bequests which have been given for the purpose of investi- 
gating subjects which would be of benefit to the whole com- 
munity. The subjects I have mentioned are directly con- 
cerned with the health and comfort of every community in 
the United States where heating is required. It would be 
perfectly proper for our Society to endeavor to interest 
persons or institutions of large means in establishing an 
experimental laboratory in which matters pertaining to heat- 
ing and ventilation and allied subjects could be investigated. 

In our Society let us take a broad view of the field of 
heating and ventilation, and, if possible, endeavor to solve 
the fundamental problems and develop the basic laws upon 
which our calculations may be founded, having in mind each 
year to take one more step in advancing heating and ven- 
tilation from a mechanic’s art to a science. 
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THE XXTH CENTURY FURNACE PRAISED. 





The XXth Century Heating & Ventilating Com- 
pany, Akron, Ohio, according to their announcement, 
claim that no furnace ever built has met with such 
universal praise the country over as the X Xth Century 
Furnace, and then give seven reasons for its superior- 
ity. These are: Because it has an indestructible fire- 
pot, built on an exclusive patent that gives a free cir- 
culation of air at all times and preserves the firepot. 
It burns all kinds of fuel, especially slack and cheap 
grades of soft coal, with perfect satisfaction, as well 
as hard coal, gas and coke. It burns the fuel in a 
circke around the outer edge and toward the center 
with perfect combustion, giving the greatest heat from 
the least fuel. With its patent regulator it holds the 
fire, even with soft coal, for forty-eight hours, and 
saves the vexing labor of rekindling the fire. It con- 
sumes nearly all the gases and smoke, saving about 
half the fuel. In most cases these escape through the 


chimney, therefore being a fuel waste. It never puffs 
gas or soot, even in burning soft coal, thereby keeping 
the house entirely free from gas and soot particles. It 
has the improved drop front grate, making it the sim- 
plest and easiest cleaned of any furnace made. The 
entire grate is easily removed. 

Dealers are urged to write the XXth Century Heat- 
ing & Ventilating Company for their complete catr- 
log. In doing so, please mention AMERICAN ARTISAN. 
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MASSACHUSETTS A. S. H. & V. E. MEET. 





At a recent meeting of the Massachusetts chapter 
of the American Society of Heating and Ventilating 
Engineers, the subject of a law governing motion pic- 
ture theaters was under consideration and was laid on 
the table until the March meeting. It was voted to in- 
vite three of the State Building Inspectors and a thea- 
ter owner to participate in a further discussion of 
ventilation laws at the next meeting. 

The Legislative Committee, viz., Cooper, Myrick, 
Franklin and McKenna, after conferring with others 
interested, drafted a bill which is entered as “Senate 
115” Relative to the Making and Awarding of Con- 
tracts by Counties, Cities, Towns and Commissions 
thereof—for the separation of the heating and ven- 
tilating contracts from the general or other contracts,” 
and the adjourned hearing is set for February 18th, 
before the Municipal Finance Committee. 





A HEATING SYSTEM THAT CLAIMS TO FORCE 
VENTILATION. 


It is pointed out by the Danville Stove and Manu- 
facturing Company, who are the makers of Beaver 
Warm Air Furnaces, that an adequate supply of fresh 
air must be brought into the room in order to have a 
desirable heating system from a sanitary standpoint. 





A Late Model of the Beaver Warm Air Furnace. 


They claim that their furnaces are fresh air warmers 
which procure pure air from the outside, warm it 
thoroughly and then force it up into the room, main- 
taining, in this way, a continuous stream of fresh air. 

But aside from this feature they make further in- 
teresting claims for this line. They assert that Beaver 
Warm Air Furnaces are more durable and produce a 
more intense heat than others on account of their con- 
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struction. For instance, the grate is said to be made 
in such manner that freer combustion is permitted 
than in other types. This grate is also easily repaired 
and can be removed through the door of the ash pit. 

The fire pot which, they emphasize, is the wearing 
part of any furnace, is made more durable by being 
made of two equal parts bearing flanges, so that the 
upper and lower parts can contract or expand inde- 
pendently of each other and are not affected by the 
process. A radiator connected with the combustion 
chamber in such a manner that all the heat is extracted 
from the gases before entering the stove pipe is also 
mentioned as a unique talking point. 

No doubt you will want to know more about this line 
of furnaces, and you can secure a handsome catalog 
with prices and all possible information by writing to 
the Danville Stove and Manufacturing Company, Dan- 
ville, Pennsylvania, and mentioning AMERICAN AR- 
TISAN. 


CATALOG OF AMERICAN FURNACES. 








The American Foundry & Furnace Company, 
Bloomington, Illinois, has just issued an attractive 
booklet describing American Furnaces. In the intro- 
duction of the booklet this firm says that their thirty- 
two vears of successful experience in furnace manu- 
facture is a guarantee that their furnaces are of the 
hest quality. They emphasize the fact that every part 
is made, finished and fitted by expert mechanics in 
their own shop, and also point out that their location 
ittakes quick delivery possible. 

After a preliminary statement regarding the merits 
of warm air furnaces in general, and the American in 
particular, cuts and descriptions of their “American 
Junior” and “American Furnaces” are given. Special 
and desirable features of construction are mentioned 
in connection with the fire pot, the grate, the ash pit, 
the base, and the water pan. 

There is also a description of the American Room 
Heater, a stove especially adapted for use in school 
rooms and similar places. Rules for obtaining correct 
size of warm air pipes are given and a complete price 
list of registers, borders, and other sundries are listed. 

A copy of the booklet may be had by writing to 
the American Foundry & Furnace Compan, Bloom- 
ington, Illinois, and mentioning AMERICAN ARTISAN. 
INTERSTATE MANUFACTURING COMPANY 

PLAN IMPROVEMENTS. 





At an annual meeting of the Interstate Manufac- 
turing Company, Oskaloosa, Iowa, which was held 
recently, the following directors were elected: R. W. 
Bailey, S. W. Jameson, H. S. Howard, I. W. Clen- 
denon, Phil Hoffmann, Ross Malcom, A. M. Hixson 
and C. S. Howard. 


At the directors’ meeting which followed, officers 


wefe elected for the ensuing year as follows: R. W. 


Bailey, president and general manager; S. W. Jame-. 


son, secretary and sales manager; Phil Hoffman, vice- 

president ; Charles S. Howard, treasurer. 
This-company is engaged in the manufacture of 

Marvel Hot Air Furnaces, and it was brought out at 


the annual meeting that the factory is being enlarged 
in order to take care of the increasing demand for 
this product. R. W. Bailey, the newly elected presi- 
dent and general manager, was formerly connected 
with the Des Moines Bridge & Iron Works of Des 
Moines and Pittsburgh, and just recently purchased 
an interest in the Interstate Manufacturing Company. 
Mr. S. W. Jameson, founder of the business, will con- 
tinue as secretary and sales manager. 

The new management plans to double the output of 
the factory this year and the capital stock has been 
increased from $40,000 to $100,000: A new building 
is in process of construction which when completed 
will give an additional floor space of more than five 
thousand square feet. 
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DURABILITY OF FURNACE SAID TO DEPEND 
UPON MATERIAL USED. 





The Meyer Furnace Company of Peoria, Illinois, 
claim that the durability of a furnace depends entirely 
upon the material from which it is constructed, and 
upon the exactness with which scientific heating prin- 
ciples are followed. They say that if the first point 
is neglected the furnace will soon burn out, and that 
if the second point is not taken care of, satisfactory 
heat will not be given. 

They claim further that one of the weakest points 
of most furnaces is in the joints, and that the “Weir” 
furnace, which they manufacture, being made prac- 
tically of one sheet of low carbon steel boiler plate and 
having no joints, is vastly superior for this reason. 
This boiler plate is, they claim, an ideal material to 
be used in furnaces, as it has uniform expansive 
quality and will give and take when heated without 
cracking. A great many other superior constructive 
features are also claimed for the “Weir,” among 
which are a soft coal grate, which is calculated to 
prevent choking and clogging; a gas and soot burn- 
ing device and an extraordinarily effective check 
damper. 

This company makes both portable and brick set 
furnaces, and in types adaptable to all kinds of fuel. 
They have a very interesting catalog which will be 
sent to any dealer who writes for it, mentioning 
AMERICAN ARTISAN. 
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Isaac Stearns of the Michigan Safety Furnace Pipe 
Company, Detroit, Michigan, who has been so active 
in promoting the affairs of that company, has at last 
decided to take a vacation. The Detroit factory is 
said to be enjoying the busiest period in its history, 
and Mr. Stearns evidently thought this a fitting time 
to get away from the grind for a short time. Together 
with his family he has gone to Florida, and also ex- 
pects to include the West Indies in his vacation itin- 
erary. 


— > 


Some of your hurts you have cured, 
And the sharpest you still have survived ; 
But what torments of grief you endured 
From evils that never arrived! 
—Ralph Waldo Emerson 
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Practical Helps For The Tinsmith 


A Department Devoted to the Problems of the Tinshop 











SHOP ARRANGEMENT. 





BY O. W. KOTHE. 

The shop plan as illustrated in the accompanying 
drawing is fairly well arranged for service where sev- 
eral mechanics must work. The idea is that each 
mechanic has bench surface over 8 feet long, so he 
can conveniently handle a sheet of iron. In large 
shops, as a general rule, each mechanic must have all 
his own smaller tools, such as solid punches, rivet 
sets, hollow punches, etc., and where such is the case 
it is best to have a drawer underneath his bench, as 
shown by the dotted squares on the bench. By having 
these boxes working in a groove under the bench, it 
is easy to get at them and find the particular tool one 
needs, and which also prevents losing them in mys- 
terious ways. Then, too, each man has a gas fire pot, 


band iron braces or rods must be bent, then the brace 
bender, as shown at the side of the vise, would prove 
a great time saver and also make the edges either 
sharp or round, as the mechanic desires. 

It will be observed that there are several machines 
in this shop that are meant to save labor and thus 
cope with competition. As, for instance, the tin cross 
lock seamer, which is used for sectioning the cross 
seams for standing seam roofing, and also valleys, etc., 
where tin must be made in continuous length. This 
arrangement saves the shop a great deal of time where 
otherwise the single sheets would have to be sectioned 
together with a mallet, and, as a general rule, it is 
difficult to keep the metal fairly straight and the 
seams smooth for soldering. There are, no doubt, 
changes that could be made in this shop plan that 
would save additional time and lost motion, yet it is 














Cleset 








tia 
Up STalrs } | 
TELL 





















































Front y 


Shel ting 
































fu trance or é) 
' 
gt tics Bench Pla 








a pair of soldering coppers and other necessary solder- 
ing requirements, and also a round bench plate, as 
shown. The stakes were so placed that the middle 
man could use either the upper or the lower one, as 
he preferred. To work the material it was taken from 
the racks and laid on the bench back of the square 
shears, and after it was cut up it was taken over to 
the iron folder and laid on the bench by the former, 
where it was rolled to its proper shape, after which it 
was taken to the iron pipe groover and the seams 
grooved, thus saving much time. 

When cornices or mouldings were sectioned together 
in the shop, then the iron was first cut out on the 
bench and then formed in the cornice brake, after 
which it was sectioned together on the other half of 
the machine bench, which may also be termed section- 
ing bench, as shown, Skylight and other work is 


produced in a similar manner, and where heavy iron 
is worked then the metal is first cut up with the stock 
shears and then punched with the lever punch by plac- 
ing the metal over a couple of boards which are laid 
over horses to enable sliding back and forth with ease. 
Band iron and other heavy metals are cut on the lever 
shears, instead of cutting with a cold chisel, and where 


get around to the 
the work the 


well arranged for a mechanic to 
different machines and execute 
benches. 

Large sheet nietal concerns usually have a single 
bench for each mechanic, which is placed along the 
wall by a window, so as to insure plenty of light. All 
iron racks are in the middle of the floor, and the ma- 
chine benches are placed in such a position as will 
make it handy for the workmen to operate them with- 
out wasting many steps. Other details are planned 
accordingly, so as to give the best satisfaction all 
around. 


on 


o> 


“QUICK MEAL”? SOLDERING FURNACE. 


The Ringen Stove Company Division of the Ameri- 
can Stove Company, St. Louis, Missouri, are the manu- 
facturers of the “Tinner’s Friend ‘Quick Meal’ Solder- 
ing Furnace,” which they state is quick and powerful 
in action and at the same time exceedingly durable. 
It is built with a heavy brass tank fitted with a brass 
pressure pump. They also claim that it will heat any 
size soldering iron; being suitable either for bench 
or outdoor work. 

A special price is made to tinners, they announce, 
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when communicating direct with the Ringen Stove 
Company Division of the American Stove Company, 
the manufacturers, St. Louis, Missouri. When writ- 
ing them, kindly mention AMERICAN ARTISAN. 
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METAL STATISTICS FOR 1913. 





The sixth annual edition of Metal Statistics for 
1913, issued by the American Metal Market and 
Daily Iron and Steel report, is off the press. It is a 
compact, well arranged volume of nearly three. hun- 
dred pages, giving all sorts of tables of interest to 


metal buyers. The tables given have to do chiefly 
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with production and prices, and include iron ore, pig 
iron, steel, finished products, scrap iron, copper, tin, 
lead, spelter, aluminum, antimony, silver and miscel- 


jlaneous metals. 


TABLES FOR FIGURING FREIGHT RATES ON 
ROOFING AND TERNE PLATE. 





The two sets of tables for figuring rates upon terne 
plate and roofing which are shown herewith, should 
prove very helpful to dealers who handle these goods. 
The tables were prepared by the Berger Manufactur- 
ing Company, Canton, Ohio, and are given out by 


TABLE FOR FIGURING ROOFING FREIGHT RATES 


MF Key.—The figure under desired Weight per square and opposite Rate per cwt. is Freight per square. 
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them to the trade. It will be noticed that the terne 
plate table includes shipments from eight to forty 
pounds, IC and the IX plates may be computed by 
adding fifty-eight pounds. The roofing table gives the 
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TABLE FOR FIGURING TERNE PLATE FREIGHT RATES 


SMF Key.—Under the weight per box opposite rate per cwt. you will find freight per box. 
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rates per square including all styles twenty-six gauge 
and lighter. All merchants handling these wares will 
find it to their advantage to keep these tables for ref- 


erence, 
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HOW THEY KEEP UP CLUB ATTENDENCE IN 


CINCINNATI. 


The following snap shot shows Officer Lyon of the 
Sheet Metal Club and his method of enforcing attend- 
ance at the Cincinnati, Ohio meetings. The two 
prisoners shown in the picture are O. T. Ross of the - 
Delphos Manufacturing Company, Delphos, Ohio, and 
E. H. Hoffeld of F. Dieckman Company, Cincinnati. 
Mr. Lyon is connected with Lyon, Conklin & Com- 
pany, Baltimore, Maryland. 














O. T. Ross, ‘Officer’? Edgar Lyon, E. H. Hoffeid. 


We marvel at the ease with which he seems to have 
persuaded two such strapping huskies to accompany 
him, and the gcod-natured way in which they are 
taking the whole affair. No guns or billy or other 
emblem of persuasion is in evidence, and, besides, the 
officer looks to be the lightweight of the trio. Never- 
theless he seems to he delivering the goods. 
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THE LA BELLE MERGER. 





For a long time there have been rumors that the 
La Belle Iron Works was about to be merged with 
several smaller steel finishing factories, and according 
to late advices negotiations have reached a_ point 
where a new large independent steel company may 
be prophesied as the outcome of such a movement. 
It is said that the McKeesport Tin Plate Company, 
McKeesport, Pennsylvania, Washington Tin Plate 
Company, Washington, Pennsylvania, Osterberg Tin 
Plate Company, Waynesburg, Pa., Wheeling Sheet & 
Tin Plate: Company, Wheeling, West Virginia, and 
Carnahan Sheet & Tin Plate Company of Canton, 
Ohio, are all taking part in negotiations. 

It is further said that the Standard Tin Plate Com- 
pany of Kennesburg, Pennsylvania, received an offer 
for their plant, but refused, as the conditions which 
were made a part of the offer were not satisfactory 
to them. Harvey Fisk & Company, New York bank- 
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ers, are believed to be behind the project, which it is 
said did not originate with the LaBelle people. 


AMERICAN ROLLING MILL COMPANY’S 
SALESMEN HOLD REUNION. 








The annual reunion of the sales force of the Amer- 
‘ican Rolling Mill Company was held recently at the 
home office in Middletown, Ohio. This meeting, as 
is the custom, was for both social and educational pur- 
poses. Once a year the salesmen get together to be 
instructed in regard to new specialties which have 
heen added to the line and to make suggestions for 
the stimulation of trade. 

At this vear’s meeting several new specialties were 
presented, which will be put upon the market during 


f 


ization,’ emphasizing the need for organization among 
builders. 

Charles R. Kumpf, Secretary of the Canton Build- 
ers’ Exchange, then spoke, and pointed out that the 
local organization would work with and not against 
local bodies in bringing about civic improvements. 
R. H. Evans, general contractor of Columbus, Ohio, 
also made a few remarks. 


PHILADELPHIA MAKES MOVE TO PREVENT 
FIRES. 








Powell Evans, of Merchant & Evans Company, Tin 
Plate and Metal Manufacturers and Jobbers of Phila- 
delphia, is chairman of the Fire Prevention Commis- 
sion which for the past three months has been making 








Sales Force of the American Rolling Mill Company, Middletown, Ohio. 


the coming year, and these aroused considerable in- 
terest. 

This company exercises great care in choosing sales- 
men, and co-operates with them in every possible way. 
The men are carefully chosen and required to have 
a course in mill practice before going on the road, 
so that they may better know the line. 

The complete Research Department and its corps 
of engineers are always at their disposal, as well. 
The accompanying illustration is from a photograph 


taken at the time of this meeting. 
a 


CANTON BUILDERS’ EXCHANGE HOLD FIRST 
ANNUAL BANQUET. 


The Canton Builders’ Exchange recently held its 
first annual banquet at the Courtland Hotel, Canton, 
Ohio. About one hundred and twenty men were pres- 
ent, comprising local builders and contractors. 

A fine dinner was served, after which James M. 
Carpenter, Secretary of the Builders’ Association Ex- 
change of Buffalo, spoke on “The Value of Organ- 





an exhaustive study and investigation with a view te 
lowering the fire loss in Philadelphia. 

This commission has made a very careful study of 
both local conditions and of conditions in other cities. 
Its findings are of great interest. It discovered, for 
imstance, that Youngstown, Ohio, by constant property 
inspection, has reduced the fire loss in that city more 
than go per cent in ten years, while by the same 
method Rochester, New York, has cut her fire loss in 
half, and results almost as striking have been secured 
in other cities. This shows Philadelphia up in a rather 
poor light, and as a result of Mr. Evans’ recommenda- 
tions, plans are now on foot to provide a similar sys- 
tem for property inspection for the Quaker City with 
the idea of similarly preventing fire wastes in that city. 

There will be two hundred and fifty inspectors en- 
gaged in this work, eighty-five always being on duty, 
and it is thought that all of the important buildings in 
the city will have been inspected within the next six 
months, and the inspection continued regularly there- 
after. 
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NOTES AND QUERIES. 





CENTRIFUGAL TYPE OF CLOTHES WRINGER. 
From C. C. Bruschke & Sons, Good Thunder, Minnesota. 

Would you kindly advise me where I can secure 
the centrifugal type of clothes wringer or dryer, the 
same as laundries use? 

Ans.—Troy Laundry Machinery Company, 23rd and 
La Salle Street, Chicago, Illinois; American Laundry 
Machine Company, 208 West Monroe Street, Chicago, 
Illinois. 

ENGLISH TIN PLATE. 
From E. C. Otterman, St. Peter, Minnesota. 

Will you please advise me where I can get English 
Tin Plate in Chicago? 

Ans.—Merchant & Evans Co., 347 North Sheldon 
Street, Chicago. 

AUTOMATIC CLOSING FIRE SHUTTERS. 
From C. W. Fibly, 288 South Main Street, Ashtabula, 
Ohio. 

Can you give me the address of a firm manufactur- 
ing automatic closing fire shutters of louvre type for 
outside windows? 

Ans.—Variety Manufacturing Company, 2958 Car- 
roll Avenue, Chicago. 

STOVE HANDLES AND FURNACE SHOVELS. 
From The Ejichburg Heating Company, 445 Marietta 
Street, Atlania, Georgia. 

Will you kindly give me the name of the manufac- 
turers of Alaska Stove Handles and Furnace Shovels? 

Ans.—Fanner Manufacturing Company, Cleveland, 
Ohio. 





o> 
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ITEMS. 





The New York Commercial states that Benjamin 
Davis, dealer in tin plate has filed a petition in bank- 
ruptcy. 

The Sheet Iron business of H. C. Aldenberg, Silver 
Creek, New York, has been purchased by the Huntley 
Mfg. Company. 

The Huntley Manufacturing Company of Silver 
Creek, New York, has purchased the sheet-iron busi- 
ness of H. C. Oldenberg. 

Perfection Shingle & Roofing Company, Ecorse, 
Michigan, has filed articles of incorporation. This 
company has a capital stock of $20,000. 

B. A. Eames, who recently disposed of his interest 
in the Eames Hardware Company of Detroit, Minne- 
sota, has purchased the tin shop department of the 
firm. 

The recently organized Russellville Plumbing, Elec- 
trical & Tinning Company, Russellville, Arkansas, has 
purchased the business of Vance & Daugherty, and 
has moved into larger quarters. 


The Standard Steel Company, Gadsden, Alabama. 
successors to the Southern Iron and Steel Company. 
is contemplating building a tin plate mill which will 
require an expenditure of $1,000,000. 


Matthew Sproul, T. H. Sproul, C. E. Sproul and 
William H. Pinkerton have incorporated the Little 


Giant Punch and Shear Company at Sparta, Illinois. 
This concern has a capitalization of $5,000. 

The Streator Metal Stamping Co. has been succeed- 
ed by the Metal Stamping Corporation of Streator, 
Illinois. The new firm will continue the manufacture 
of carpet sweepers and other metal specialties. 

The National Sheet Metal Mfg. Company of St. 
Louis, Missouri, has just been incorporated with a 
capitalization of $5,000. The’ incorporators are 
George F. Carraher and Lewis J. Powers. 

The Michigan State Association of Sheet Metal 
Contractors will hold its second annual meeting at 
the Chamber of Commerce in Battle Creek, Michigan, 
March 26th and 27th. More than usual interest is 
said to be manifest this year and a large attendance is 
expected. 


The plumbing business of Charles E. Fish, Lebanon, . 


indiana, has been purchased by W. A. Fish and E.rl 
Winn. Charles E. Fish retains the sheet metal and 
roofing business and continues in the same building 
while the new firm will move their stock into a new 
shop on Lebanon Street. 


In the shop of William F. Zeller & Company, Inc., 
1119 Denver Street, Baltimore, Maryland, is a sheet 
metal worker who has an unusual record for long 
service. This man is Albert Schultz who entered the 
trade when he was about twelve years old and has 
remained at the same work for more than fifty-eight 
years. 
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To AMERICAN ARTISAN: 
I like AMERICAN ARTISAN very much and feel that 


I could not get along without it. R. Z, LATIMER. 
Favette, Iowa, January 20, 1913. 
LL TILES, 
OBITUARY. 


Harry L. McGraw. 

Harry L. McGraw died in his residence, 220 San- 
dusky street, Pittsburgh, Pa., Tuesday morning. He 
was born in Freeport, Pa., in 1849, and had resided 
in Pittsburgh for the last 55 years. He was engaged 
in the roofing business, being the senior member of 
the firm of McGraw Brothers. As a young man he 
was a major and prominently identified with the 
Heath Zouaves, being one of the original 32. 

John Fritz. 

John Fritz, world famous for more than half a 
century for his inventions and improvements in the 
iron and steel industry, died at his home in Bethlehem, 
Pa., Feb. 13. Mr. Fritz was 92 years old, and for the 
last 10 years had seldom left his home. The chief 
contribution of the famous engineer to the develop- 
ment of the steel manufacturing industry was the 
invention of the “three high roll.” 





Ole Tressing, father of E. Tressing of E. Tressing 
& Company, 15 East Lake Street, Chicago, is dead at 
the age of eighty-four years. Mr. Tressing has been 
a resident of Chicago for forty years and is a twin 
brother of Sorin Tressing, who is still living. 











WHEN AND HOW TO TAKE STOCK. 





(BY A. F. ERICKSON IN THE CANADIAN HARDWARE, 
STOVE AND PAINT JOURNAL. ) 

Stocktaking. This is a word that means a lot and one 
that is thought of by some with dread because it means extra 
work. In many stores one will find clerks at this time of 
year grumbling and saying to one another, “Soon we'll have 
to come back nights and take stock. I wish it was all over.” 

Everyone will acknowledge that the job of taking an 
inventory of what is on hand at the end of the year is not 
a pleasant occupation, but if the work were not done, where 
would the merchant be at? He could not tell what lines 
were good sellers and what were “stickers.” He would be 
at a loss to know what lines to buy and in a quandary as 
to just how much money he was making. If he finds he is 
only making three per cent, net, in his business, he might 
just as well put his money in the bank and sit down and 
watch it grow. The banks will pay three per cent on all 
the money a man cares to give them. 

The writer once found a man who did not keep track 
of his stock and had it scattered all over the store. He was 
asked how he knew he was making money out of the 
business. “Well,” he replied, “I am getting three square 
meals a day, have a good bed, so I figure I am making 
money.” So he was, but he could have made a whole lot 
more had he conducted his business in a right manner and 
kept good track of his stock. 

Then, again, if a man does not keep an accurate state- 
ment of his stock on hand, how will be know how much 
insurance to place? And in case he has a fire, how is he 
going to fix his claim? No insurance company will pay a 
man simply on his statement that he lost so much goods. 
They have to be shown. 

WHICH TIME IS BEST? 


Opinion differs among dealers as to what is the best 
time to take stock. It depends altogether on the nature of 
the trade done. Some dealers have a dull month in January, 
while February is the slack time for others. In most cases, 
however, the latter month usually sees trade slow down and, 
therefore, this seems the most logical time to take an in- 
ventory. One progressive dealer who does the work in Feb- 
ruary, gives as his reason that during January he is given 
a chance to clean up a lot of stock that was left over from 
Christmas trade, such as cutlery, brass jars and candlesticks, 
and other lines that it will not pay to carry over. Last year, 
between New Year’s and the first of February, this man 
cleaned out over $700 worth of this class of goods. He also 
uses this month for sending out old accounts and collecting 
money. Then, too, he carries a lot of heavy hardware, such 
as pipe and carriage parts, and these are not in great de- 
mand at that time. Another reason is that spring goods 
arrive around the first of March, and if stocktaking opera- 
tions are just being completed at that time, the new goods 
can be sorted and put in with the stock that has been left 
over from the previous year. 


KEEP A STOCK BOOK. 


The work of stocktaking would be greatly lessened if 
all retailers would adopt the methods employed by some of 
the larger stores. Some dealers keep a stock book and in 
this have one or more pages devoted to each of the many 
lines they carry. When the book is started, the amount of 
each line on hand is entered and when a new shipment is 
received, it is entered up and added to the number of that 
line on hand. In this way, the dealer can tell in a minute 
just how much stock of a certain line he has and, too, at the 
end of the vear he knows just what lines have sold the best 
and those that have been slow. This helps him greatly in 
his buying when the next season comes round. Again, in 
case of fire, he can tell at a moment’s notice just how much 
stock has been lost and what his claim will be. If you 
do not care to enter up the goods as they come in, file the 
statements of the wholesalers, and at the end of every month 
enter the goods in the book. 

DO SPECIAL SALES PAY? 


Whether or not special stock-reducing sales should be 
held previous to stocktaking time is a question for the dealer 
himself to decide. It depends on the locality he is in. Some 
retailers in outlying parts of a city say it does not pay to 
slaughter prices, for the people will jump on a car and go 
down town anyway to make their purchases. Others say it 
does pay a man to greatly reduce his prices on some slow 
lines in order to get rid of them. The Russill Hardware 
Co., Toronto, hold special sales every Saturday in the year 
in order to reduce their stock of lines that are not moving 
fast enough. Starting on Wednesday of each week, Mr. 
Russill and one or two of his clerks go through the stock 
and find out the “stickers” and these are put down for the 
Saturday “special.” A large advertisement is prepared and 
inserted in three or four of the Toronto dailies. The result 
is that the firm gets people from all over the city as well as 
farmers from the surrounding country, for the store is 
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located right near the city market where all the farmers 
come to sell their produce. 


METHODS TO USE. 


When the actual operations commence, the clerks, as 
every dealer knows, should be set apart in twos, one to call 
off and the other to write down. The nature of the stock 
sheet used varies in different stores, but the most common 
one is that containing columns for the article, the total num- 
ber, the cost of the thing and the total value. 

All the articles of one kind should be gathered together 
before hand, in order to save time. To save more time, the 
extensions need not be made at the time of writing down, 
although the man with a sheet sometimes has a minute while 
the caller-off is getting a bunch of stuff together. He can 
then extend a couple of items, or as many as he has time for. 
One large retail firm never makes an extension till after a 
record of all the goods has been taken. Then they divide 
the sheets in equal numbers and give each clerk his share to 
take home and work on. The reason for this is that a clerk, 
who is writing down, might hurry to extend a few items. 
while his partner is collecting, and make a mistake in the 
extension. 

The loose-leaf system is a good one to employ. It 
saves a lot of time, and the records can be filed away in 
better form. 

KEEP TRACK OF SALES. 


It is absolutely necessary to keep an accurate tab on 
stock sold and shipments received during stocktaking opera- 
tions. The stuff sold can be recorded in the counter day 
book and this gone through either at the end of each day or 
when the work has been finished. Records of all goods that 
come in should be carefully filed away and added to the 
amount shown on the stocktakers’ reports. 

Never buy in large quantities while you are taking stock. 
unless, perhaps, you get a chance to pick up a lot of goods 
that you know to be a bargain. Only staple lines should be 
purchased, and these in small lots. 


IMPORTANCE OF COST MARK. 


It is essential to have the cost mark on all goods. Most 
retailers do this, but there are some who have just the 
selling price. The man who has only the latter mark will 
find the work of stocktaking far greater when he discovers 
that after putting down the number of articles on hand he 
has to look up old invoices and find what the goods cost him. 
Not only at stocktaking time will the absence of the cost 
mark be felt, but, supposing another dealer in your town 
comes in and asks you for an article he has run out of, how 
will you know what to charge him, without looking up your 
invoice? Quite recently the writer was in a hardware store 
talking to the proprietor, when another dealer came in and 
asked him for some axe handles. He had run out of them 
and wanted a dozen to fill a rush order. The dealer of 
whom the request was made did not put the cost mark on 
his goods, and as he wanted to give his competitor a better 
price than his regular selling cost, he was forced to hunt 
through a big pile of old bills to find out what the goods 
cost him. 

ONE DEALER’S GOOD PLAN. 


Jobbing house catalogues are gotten up practically all 
the same, and the prices, as a rule, are alike. Wm. Walker 
& Son, Toronto, always keep one of these in the office and 
when a bill comes in, they check it up with the catalogue. If 
there has been a change between the price charged on the 
bill and that quoted in the catalogue, they make the change 
in the catalogue. Then when stocktaking time comes around 
and they come across an article on which they know there 
has been a change in price, they look up the catalogue and 
find the prevailing cost. If some of the old goods are 
marked at a price lower than that then being charged, they 
enter the old goods on the stock sheets at the price then 
being quoted. Thus they are that much ahead. 


& 
as 





In all schools children should be taught to work 
in wood ahd iron, to understand the constructions and 
use of machinery, to become acquainted with the great 
forces that man is using to do his work. In this way 
boys will learn their aptitudes—would ascertain what 
they are fitted for—what they could do. It would not 
be a guess, or an experiment, but a demonstration. 
Education should increase a boy’s chance for getting 
a living. The real good of it is to get food and roof 
and rainment, opportunity to develop the mind and 
body, and live a full and ample life. 

The more real education, the less crime—and the 
more homes the fewer prisons.—Robert G. Ingersoll. 
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NEW PATENTS. 
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William Cronk, 
Montour Falls, N. Y. Filed Sept. 15, 1910. Serial No. 582,- 
125. 


1,051,864. Combination Weeding-Hoe. 


1,051,867. Stovepipe. George Jackson Dominick and 
Edgar Julius Kuhlman, Knoxville, Tenn. Filed May 28, 1912. 
Serial No. 700,269. 

1,051,874. Nail. Fred Ervin, Van Metre, S. D. Filed 
Apr. 22, 1912. Serial No. 692,416. 

1,051,950. 
Ernest C. Francis, Pine River, Minn. 
Serial No. 679,149. 

1,051,964. Gate. Lewis Martin, 
Oct. 7, 1911. Serial No. 653,449. 

1,052,019. Door-Check. Frank J. Spring, Reading, Pa. 
Filed May 16, 1912. Serial No. 697,606. 

1,052,028. Holder for Ironing-Board Covers. Edward 
J. Appleton, Ashland, Ky. Filed Feb. 20, 1911. Serial No. 
609,766. Renewed Dec. 28, 1912. Serial No. 739,156. 

1,052,039. Safety-Razor. James Roscoe Conklin, Carter- 
ville, Mo. Filed May 28, 1912. Serial No. 700,293. 

1,052,103. Hose-Clamp. Willis J. Tuttle, Albany, Wyo. 
Filed July 27, 1911. Serial No. 640,820. 

1,052,105. Lock. Benjamin Van Hoesen, Snyder, Tex. 
Filed Sept. 22, 1911. Serial No. 650,845. 

1,052,111. Funnel. Charles Weld, Stanwood, Mich. Filed 
Sept. 28, 1912. Serial No. 122,908. 

1,052,117. Sad-Iron. Harry Abramson, Philadelphia, Pa. 
Filed Mar. 21, 1912. Serial No. 685,141. 

1,052,159. Mail-Box. Charles E, Martzloff and Frank 


Combination Ironing-Board and Step-Ladder. 
Filed’ Feb. 21, 1912. 


Roseland, Mo. Filed 





X. Marshall, Buffalo, N. Y., assignors to Climax Lock and 
Ventilator Company, a Corporation of New York. Filed 
Apr. 9, 1912. Serial No. 689,502. 

1,052,181. Animal-Trap. Bruce A. Shaw, Davenport, 
Iowa. Filed Oct. 10, 1910. Serial No. 586,342. 

1,052,234. Spring-Clamp. William Gaertner, 
Ill. Filed Apr. 22, 4912. Serial No. 692,436. 

1,052,266. Gate. Charles Levi Murray, Mancos, Colo. 
Filed July 11, 1912. Serial No. 708,925. 

1,052,273. Hinge. Jacob Pudliner, Allentown, Pa. 
Oct. 15, 1912. Serial No. 725,878. 

1,052,284. Window-Screen. Frank J. Schock, Cleveland, 
Ohio, assignor of one-half to Fred A. Phillips, Cleveland, 
Ohio. Filed July 18, 1911. Serial No. 639,077, 

1,052,288. Stovepipe-Joint. Charles B. Sisler and James 
M. Deavenport, Timberville, Miss. Filed Apr. 12, 1912. Serial 
No. 690,329. 

1,052,297. Can-Opener. Guy M. Whitcomb, Lynn, Mass. 
Filed Oct. 5, 1910. Serial No. 585,531. 

1,052,298. Can-Opener. William Whitfield, Chicago, II. 
Filed Feb. 27, 1912. Serial No. 680,256. 

1,052,314. Adjustable Window-Screen. Edward Carlson. 
Jamestown, N. Y. Filed June 6, 1912. Serial No. 702,039. 

1,052,341. Lock. Alois Holzhauer, Jr., Milwaukee, Wis. 
Filed July 13, 1912. Serial No. 709,157. 

1,052,346. Safety-Razor. Loeser Kalina, New York, N. 
Y. Filed May 11, 1912. Serial No. 696,652. 

1,052,375. Refrigerator. 
Ohio. Filed Apr. 2, 1912. 


Chicago, 


Filed 


James I. Payne, Cincinnati, 


Serial No. 688,102. 
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Weekly Trade and Market Report 


Trade Tendencies Up to Going to Press Compiled From Reliable Sources 








TIN PLATE. 

The tin plate mills are now running nearer to ca- 
pacity than they have been doing for some time. The 
very heavy contracts held by all the tin plate mills 
and the unusually heavy demand are made the basis 
for many predictions of higher prices. In fact, it is 
said that the cost of raw materials would justify such 
a raise at once. On the other hand, many of the 
largest producers seem to be opposed to any change 
in the present schedule, and for -that reason it may 
not materialize, at least not for some time. 

There is every indication of a shortage in the tin 
plate supply, or if not an immediate shortage a likeli- 
hood of such a condition within a short time. This, 
of course, will also have its effect on the price situa- 
tion. Three dollars and sixty cents for 100-pound 
cokes is the present price in large quantities, and the 
market is very strong and firm at that figure. 


STEEL. 

Figures just issued by the United States Steel Cor- 
poration show that that firm did not catch up on their 
orders to any material extent during the short Janu- 
ary lull. The contracts now on their books are said 
to be sufficient to keep their mills busy until fall, and 
heavy tonnages are being refused because it is impos- 
sible to make the deliveries. The supply of semi- 
finished steel continues very light, and the inability 
to secure this material is handicapping many of the 
sheet and tin plate mills. This situation is one of 
the factors in the threatened rise in tin plate prices. 
No immediate change is looked for in this market. 
All up and down the line the tone is firm and steady. 


FENCE WIRE. 

The shipments of fence wire that are being made 
to southern points continue large, and will probably 
remain so for some time. The manufacturers are 
having their own troubles in keeping up with the de- 
mand. Within the next week or two other’ sections 
of the country will add their orders to the southern 
demand, -which presages a continued activity in this 
market for several weeks at least. Prices continue 
steady and strong. In large quantities fence wire is 
quoted f. o. b. Chicago at $1.73 for the annealed and 
$2.13 for the galvanized. 








SHEETS. 

The American Sheet & Tin Plate Company reports 
January the heaviest of any January in their history 
so far as specifications against contracts. are con- 
cerned. This seems to be typical of the sheet situa- 
tion throughout the trade. As we stated last week, 
there have been rumors of possible advances in sheets 
on account of the fact that profits have not been con- 


‘sidered proportionate to what they are in other lines, 


and because of the exceptionally large demand.’ The 
advanced prices are no nearer materialization, though, 


- than they were last week, although the market con- 
‘tinues very firm. Opinion is about equally divided as 


to whether or not the advance will be made in the 
near future. 


COPPER. 

The situation in the red metal remains as unsatis- 
factory and unsettled as ever, and it is impossible to 
tell even a few hours ahead just what the next day 
will bring forth. It is probable that the failure of 
peace negotiations had considerable to do with the 
failure of the market to hold its temporary recoveries. 
At least this is a serious drawback to active trading 
on the other side of the water. About the middle of 
the week there was a sharp break in the copper war- 
rant future market in London, immediately fol- 
lowing an upward drift. Small orders from both for- 
eign and domestic buyers continue to be placed for the 
electrolytic grade at 16 and 1614 cents. Domestic 
producers let it be known, however, that they think 
these figures entirely too low, and are making strong 
efforts to better them, but without any apparent result. 
To summarize the situation, both present and future 
in this metal are extremely uncertain. There seems 
to be no immediate prospect of a settlement in the. 
salkan controversy, and that will of course delay a 
settling of‘ the market, which otherwise would be 
likely to occur as soon as buying recommenced. As 
it is, predictions are out of the question. 


TIN. 

The tin market is very firm just. now, and the indi- 
cations are that it will remain so for the present at 
least. The London market is about £1 per ton higher, 
and although domestic prices remain practically un- 
changed, the tone of the market is very steady, and 
no sellers are showing any disposition to shade. 
There have been no noteworthy sales during the week, 
although a few small spot tonnages were reported. 
The disposition of American speculators seems to be 
to hold their spot supplies for higher prices. 





COKE. 


There has been practically no change in the coke 
situation since last week. Blast furnaces have cov- 
ered their coke requirements for the first half, and 
are still holding off from placing orders for the second 
half of the year, presumably because they hope to 
secure further concessions in the price. Even spot 
lots, which were in such great demand at fancy prices 
a few weeks ago, are not eagerly sought now. Such 
lots are being offered in all quarters at $3.25 and $3.50 
for the 48-hour grade. 

The situation in contract coke is practically the 
same. The demand is exceptionally light and the 
market easy. Three dollars is the price asked most 


often for first half delivery, although an occasional 


producer shades the price to $2.75. Four dollars and 
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$4.25 is being asked for spot deliveries on Standard 
Connellsville.and Latrobe-72-hour coke, while con- 
tracts for this same grade may be placed at $3.25 and 
$3.00. = - 
SPELTER. 

About the middle of the week there was a decline 
in spelter in both New York and East St. Louis mar- 
kets. This decline followed a long period of weak 
demand. The lowered price seemed to fail utterly 
however, in stimulating purchases, and the demand 
continues easy with the market tone weak. The New 
York -price for February and March deliveries for 
Prime Virginia Spelter closed at $6.45, while $6.30 
was the figure in the East St. Louis market. 


LEAD. 

It is‘the. same old story week after week in the lead 
market. The. demand remains decidedly dull, while 
the prices are unchanged. There seems to be no im- 
mediate prospect of conditions changing in this,metal, 
and it is probable that the market will drift along in 
the same way for some time to come. New York 
prices, delivery in warehouses or on railroads, in 
large quantities and at net cash prices, were uniform 
at $4.30 for January, February and March deliveries. 
East St. Louis prices remained at $4.17%. 





NAILS. 

New business in wire nails is light, although ship- 
ments on contracts continue quite heavy. The antici- 
pated spring business will soon have its effect upon 
the market, but so far prices have remained un- 
changed. They are holding up firmly, however, and 
it is quite possible that they may advance before long. 
Cut nails are in better demand than they have been 
for some time. Specifications are coming in against 
contracts in very satisfactory volume, and prices are 
holding firmly. We quote wire nails at $1.93 base 
f. o. b. Chicago, and cut nails at $1.80 per keg base 
f. o. b. eastern mills. Both quotations are for quan- 
tity purchases, -with usual advances in small lots. 


a BARB WIRE. 

A greater: activity'is noted in the barb wire situa- 
tion. ‘Shipments are heavier than they have been for 
some time, as jobbers and retailers are preparing for 
the spring demand, which is expected to be unusually 
heavy. Prices remain very firm, although to date 
there have been no advances. We quote painted barb 
$1.93, galvanized, $2.33, in quantities f. o. b. Chicago. 
The usual advances are charged for small purchases, 


PIG IRON. 

Pig iron producers in the Pittsburgh district have 
been holding prices firm in most instances after seeing 
that the extensive price shading in the East and South 
failed absolutely in stimulating prices. One notable 
reduction .in Pittsburgh quotable prices has been 
made during the week, however, and will be noted in 
the appended table. Number 2 foundry has.dropped 
from $18.40 and $18.90 to $18.15. Otherwise quota- 
tions remain the same as last week in all markets. 
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The fact that most consuthers have covered their 
first quarter. requirements and are buying only .small 
tonnages for spot delivery to pad out existing con- 
tracts is making itself felt in a very much smaller 
demand. In all sections of the country the purchases 
for the first half of the week amounted to less than 
10,000 tons, which is, of course, a very small aggre- 
gate. 

‘It is thought by most authorities that higher and 
firmer prices are but a matter of a little time. As 
soon as the buying for the second quarter commences, 
quotations are pretty apt to stiffen up. There is a 
fair demand for bessemer and basic irons, but in these 
grades the demand is far below normal. There seems 
to be no prospect of any further weakening, and 
improvement is said to be practically certain before 
long. 


CHICAGO MARKET. 
Laine SOON CRINGE Se i. 55k ccc nec encaeees $18.00@18.75 


Nosthetn Foudry NO. Lo. .6c cn s ccc cence ese 18.00 
Northern Foundry No. 2...4..66.006. .ccccesees 17.50 
Northern: Foundry NO. 32; 5 cco i cies memes 17.25 
Seuthern-Foundry NO. Ede cas wets cene cc weien 18.35@18.85 
PITTSBURGH MARKET. 
PGs os POEL Wi cte s avcaters ie rane Co nto eraiviere earnah ren $ 18.15 
CIGAR RORIIEE © oracle Ways ae olclanaie o's crane sve wale aleraierena 17.65@17.90 
I iick a nance askuenirnecnaaa ae ekwemetee 18.15@18.40 
I ac cacaisaaice es cule enlence mt gamdmeeenwea’s 17.90@18.40 
SEI statin al is rok eiviccain acer tie ies ela eel etawtnloeras 17.40 
SOtebEre GENIN Oe it nose soe Malis ce ensio ne oe acorns 18.40@18.90 
SVOUEMORIN (HOLME o:6500)oiels dice ce load dun danwaceeee 17.90@18.46 


Pee I Rakes tah dances Sa0neeh dese $13.50@14.00 
I Eh ot cya FOUMIGEEV ht ace ave croquet nieta eccamasa cine 13.25@13.50 
Pn SOG, roa incl ares iui eR St aro. a 13.50@14.00 


Matthew Addy and Company, Cincinnati, Ohio, in their 
market report for the weeking ending February 15, 1913, say: 

Fair scattering buying is the record of the week. Quite 
a heavy tonnage has been purchased by car builders who 
have more work offered them than they can accept. This 
branch of trade is rushed to the limit. There has also been 
considerable buying of small lots that are wanted in a hurry. 

No consumer of iron is much in doubt as to the fact that 
he will need about all the iron this year that he has the 
capacity to handle. All are expecting a record melt. To 
tell the truth, most of them see enough business ahead to 
assure them of steady work, and all of them are watching 
the market like hawks, waiting to take advantage of the most 
favorable time to buy. If the market is going to advance 
they want to get under cover in time. If there is going to be 
a slight recession they want to wait until they are sure bot- 
tom has been reached. All the signs point to a record buying 
movement when it comes, and all furnacemen are antici- 
pating this buying movement before many weeks have passed. 
It seems certain that it cannot be delayed Iqnger than 
March. 

The extreme cold weather of 
usual, with coke plants, and with the handling of railroad 
freights, but this: year there has been less complaint than 
usual from this cause. 


late has interfered, as 


+@-> 
oo 


MEXICO GETS WIRE PLANT. 





Contracts for mill equipments to supply a wire mill 
to be located at Neuboleon, Mexico, have already been 
let. They include wire drawing machines, nail ma- 
chines, wire rod mills and machinery for the manu- 
facture of fence and barb wire. The market is said 
to be very large in Mexico, and at present there is 
no mill of that kind located there. 
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METALS. 





FIRST QUALITY BRIGHT 
PLATES. 


Cokes, 216 Ibs....... IC 20x28 8 80 
Cokes, 270 Ibs....... IX 20x28 10 50 


PIG IRON. 
North’n Fdy.,No.1........... £15 00 
North’n Fdy., No.2........... 14 50 
North’n Fdy., No.3......-.... 14 25 
Southern Fdy., No. 1... seed 80 BO 
Southern Fdy., No. 2.......... 1S 85 
Southern Fdy., No. 3.......... 15 60 
Lake Sup. Charcoal........... 16 50 
SN VS xcues bpd eweddns 14 50 


LS See per 100 lbs. $2 25 
ost SR per100lbs. 2 30 
ot ee per 100 lbs. 2 35 
eer rere |: per 100 lbs. 2 45 


ONE PASS COLD ROLLED BLACK 


POLISHED SHEET STEEL. 


ee per 100 lbs $4 45 
WO Diiscicccasavte per 100 lbs. 4 55 
Se per 100 lbs. 4 65 
are per 100lbs. 475 


SMOOTH STEEL. 
Wood's Smooth, No. 20.. .. $3 
3 
3 


No. 22-24..... - 
- “No, 25-26....... 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 


DORMS Ue cetiN wks sne*neee $9 71 
PATENT PLANISHED SHEET 
STEEL. 

Dickey Planished Sheet Steel. .... 8ic 

; _ SOLDER, 

XXX Guaranteed } & }...perlb. 30c 
Commercial § & $........ per lb. 29c 
oe ee er 26c 


SHEET ZINC. 


MMe bakin sind we he snes $9 00 


Less than Cask lots...... 9 25 to9 85 


COPPER. 
Gopper sheet, base..... eevessee 220 Board and Paper...... «+. +2.75 Cwt. 





LEAD. 
American Pig........... seeees $450 
WES «Scns x gap eas b-cenk sie es Gee 5 00 
National (White) brands (in less 
than 100 fb lots), per fb......... Tc 
Sheet. 
Full coils...... ... per 100 ths. 46 25 
Cut coils...... per 100 Ths. 6 26 
ALUMINUM. 
Carload lots. 
No.1 Pure Ingot..... per Ib., $0 24 
NEE s widens curse sx 
TIN 
, 4 RES esecsccesoe 2 + $53.99 
Set UA 562 ees 26ub ashe aes ee DUD 
ADZES. 
Carpenters’. 
Ee eT Ter pasevscceeee 
Cooters’. 
ae shane pede 1°% 
ND obdsd od pRbRE ANIC Oo cer 15% 
Ratlroad 
PO a cendicnnncacesdsdewde 40% 
Ship. 
PEE cans dsnnsnndentwes aoe 40% 
MES cdebsnns vas tadoenaees 15% 
AMMUNITION. 
Caps, Percusston—ter 1,000. 
F.L Waterproof, 1-10s......... 47c 
Peach atsaneadooenessaeaele 35c 
BENE Sd cncnessnaccastooeeeee 68c 
Shells, Loaded— 
Loaded with Black Powder... .40% 
Loaded with Smokeless Powder, 
medium grade........ -- 40&5% 
Loaded with Smokeless Powder, 
high grade......... 40 & 10 & 10% 
Winchester: 


Smokeless Repeater Grade. .40 & 5% 
Smokeless Leader Grade.40&10&10% 
ee eT TT es 40% 


Gun Wads—per 1,000. 
Winchester Gun Wads......... 15% 
Powder. Each. 
DuPont's Sporting, kegs...... $5 25 
a kegs.. 2 90 
i a9 4 kegs.... 1 60 
DuPont's Canisters..... 1-lb., 25 
24 see. . 
“  Sm’k’less... Drums 23 49 
oe “ Kegs 11 88 
Ty “o :- Kegs 6 08 
8 ** 10-Can Drum 4 86 
- “! +-Kegs 3 12 
8 Canisters 54 

Shot. 


Drop shot, sizes smaller than 


B, 25-Ib. bags, per bag...... $1 95 
Drop shot, B and larger sizes, 
25-tb bags, per bag......... 2 20 
Buck Shot, 25-tb. bags, per bag 2 20 
Chilled Shot 25-tb. bags, “ 2 20 
ANCHORS 
Expansion Screw Anchors ....... 00% 
ANVILS 
Trenton, 70 to 80 fbs...... 99c per Ib 
Trenton, 81 to 150 tbs...... 9} per tb. 
ASBESTOS. 








n. Pat.. 
“3 sade s "(handled) 
sanstieTiasakes per doz $19 00 
Plumbs, Miners’ (handled) “ 9 00 





AUGURS. BEATERS. 
Carpet. per dos. 
Boring Machine............+++++7%| No. 13 Tinned Spring Wire .. $0 95 
Irwin’s............+++++++-40&10%| No. 11 Spring Wire coppered .. 1 
No. 10 Preston..........----. 10 
Carpenter's Nith..cccccccncvsnees 70% Ege. Per doz. 
ses No. 50 imp. Dover ......... $0 75 
as é f : No. 102 “ “ tinned.... 85 
Bonney’s—list $30.00....... 75&5%.| No. 150 “ “  hotel..... 1 60 
Stearns, PR ei iciwee cs sicteat 36 00 No. 10 Heavy hotel tinned... : > 
No. 13 = “2 ora sbi 
Post Hole. No. 15 ae ae “ ae 3 60 
Digwell, 8inch....... per doz. 12 50} No. 18 "3 ng on. eng) 
Iwan’s Post Hole and Well.. 40% 
Vaughan’s, 4 to 9-in., per doz. 6 60 soecatne 
; Blacksmiths’ .. 065600055 Qin 
ppins. ial. 
Sneil Srcccceccccscescscscees 50&5% 8-inch Se ee Oe per doz $8 50 
Ship. 10-inch eooccccccecece <i 10 
Moulders’. 
. ith 1 
ao ee a ee: “oon 12-inch,,........ wre 3) SR 
BELLS 
AWLS. Call. 
Brad. 3-inch Nickeled Rotary Bell, 
No. 3 Handled....... per doz. $0 40| | Bronzed base...... per doz. $5 00 
No. 1050 Handled..... “a 95 | Cow. 
Shouldered, assorted, 1 to 4, . ME iis ices so 03 8.5883 60% 
tte teeeeeee seers r gro. $3 60! Kentucky:.......2.+++++ + -65810% 
Patent asst’d,lto4... “ 7 
Door. Per doz. 
Harness. New Departure Automatic... $6 50 
eo Rotary. 
egal eg s —--§o| 8 -in. Old Copper Bell.......: 4 00 
aTisueor a a 8 -in. Old Copper Bell, fancy.. 6 00 
Peg 3 -in. Nickeled Steel Bell..... 4 50 
3}-in. Nickeled Steel Bell..... 5 00 
Shouldered.......... of 1 50 
PES SS okt she wes's - 65| Hand. 
Hand Bells, pene seccees 40&10% 
Scratch. White Metal.... Sixiskg cs nd See 
No 1 handled.. ..... gh ere eernentee cee 
No. IS, socket handled per doz. 1 25} giver wigan vat hia Ad ir 333 
No. 7 Stanley........ 1 80 Miscella 
ah AXES. Church and School, steel alloy. .50% 
Boy's Handled. Farm, tbs..... 4 50 75 100 
Lippincott, 3 tb.. ipa doz. 7 50] Each.. -» $1.90 2.40 8.55 4.75 
Marshall Falls City.. 5 50 
Broad. BEVELS, TEE 
Plumbs, a eer 333% 


ss s. rosewood ae new - 


Staniey’ 3 iron handle... 


BINDING, OILCLOTH. 


\Single Bitted (handled) 
eataiieubiiee....-<..«: $12 00 a9 Pee yy pws Pane ere Lieto 
Blood’s Dull Finished....... 10 £0 ecen ginaed spisienronreh nae 15% 
Rough Rider............... ence se Re ss 
Ni MOTR.n ccc cvvcvcccccese® 7 7 BITS 
Perfect Premier, Forest Clipper 10 00 Auger. ‘ 
ee ree 6 7 70&10% 


Extra Double Spur......... 





Single Bitted (without handles) Ford’s Car and Machine. .. .40&10% 
Blood’s Champion ......... eM | 10% 
Blood’s Dull Finish ........ ie. “err errr te 50% 
Rouge Rider... 6. cccdecs 7 25) Russell Jenning’s.......... 308&10% 
Electric Chopper Sn ee Pars 8 25| Clark’s Expansive... 65% 
SRI 55 bo. u's 30010 0% 5 50] Steer’s “Small ‘list, "$22. 00. 25% 
NN. 5.555 inky ave Chap eee 6 25 ° ** Large ‘“ $26.00 .25% 

Double Bitted (without handles). Irwin Car settee eee eeeececees 50% 
Blood’ 'sChampion, 3} to 43 Ibs, Ford’s Ship Auger pattern 

r gos ae avaiakica aie itera | " i ay Pe ae ee 40&10% 
int e ‘A 
Perfect Premier ‘“ “ 11 OC SS cb CE b 5s ascsoteseen a 15% 
The move seenes on axes of 3 to 4 tbs. | Countersink. 
are the base prices. No. 18 Wheeler’s..... doz. $1 60 

34 to 44 tbs advance 25c No. 20 “ ome ie we " 40 

4 to5 tbs. advance 50c. American Snailhead.. 8 110 

4} to 5} tbs. advance 75c. ‘ me. le 1 20 

a. ero “es 1 00 
BAGS, PAPER NAIL. Mayhew’ s Flat.. " 90 
Pounds......... 8 2S Snail.. Td i 1 40 
Dor 1000... «5 $2.50 3.75 4.50 5.6 | Dowell 
Russel] Jennings.......... 30&10% 
_. BALANCES, SPRING Gimnlet. 
PNG. Saak iiss va fesuts se ROS 407, , Standard Double Cut.. - 40% 
PNR isd scke dia sauGoueh 209, | German Pattern..... “per “doz. $0 60 
EE eee ™ 65 
SP ne room ae 80 
BARS, CROW. i Ora fe 15% 
2inch or Wedge Point.. per cwt. $3 75} Countersink......... > 1 30 
Reamer. 
Tlothes BASKETS. Jenning’s Square..... “* 2 50 
Small Willow........ per doz. $7 00| Standard Square.....  “* 2 00 
Matin. osdes 5 8 71] American Octagon... “ 1 75 
Large teen PP 10 5' |Screw Driver. 
Gilvantzed Iron. 4bu. 1bu.1 'v | No.7 Commor....... “ 55 
2 | rr $375 340 7:3 No 1 Triumph... ” 125 



























. 
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BLACKING, STOVE. (See Polis 
, . h ld ‘a 
BLADES, SAW ) BUCKETS. Cable Log Chatn Seu Bi 
B i Pp . aw Filers. 
utchers’. ump, Rubber Advance 25c 100 Disston’s list, $30.00 
Papasteed. 2& iia... AS a Re 35% piers DB hale cheeses per gro. $4 75 Coil. 4G tb. on Cable Fay age No. 0, $3.50: No. 1. % 
Bas 35 ee Zi 475 .50; No. 3, $5.00 do: 
ss : eG arn ear was “ 7 §0|Cotl Chains, German Pat, Wentworth’s, No. 1, $6. 25; No. 3 
Be ee rts VictOr. «2. 00-eeeers ‘ 9 25 a een ae 500% CLAWS, TACK. 
a Peer Fatcasg 30% Sci csvichaa eevee 6 75 et ee «+++» -669%|Cast, wood hdle.. .per doz. —_ 
= sian URE INE 20857, | Vell. ee SEE TIT" g5qg|Forged steel, wood hdle “ $0.80 
‘ood. ; Galv'd Qts Leh 10 12 14 Ger Solid steel......5...... ie 1 00 
— elned . Py ie -per doz. $2 2: Wooden, rei $2.90 $3.25 $3.40 aii Pat, Halwer Chains. on ee EE aT ee 50 
s—No. % 26 & 045 47 en, top ear, plain, per doz. 4 or Gs velbnandedieawowseca 
PETA i as aos 560i 0% ode be's 3 & “ swivel “ 61 I 3B... oc cect ccc ccncoes Drain. CLEANERS. 
BLOCKS NOM ionic Segaskvcxeied Iwan’s Adjustable.. 
reed ee re Eee oe ere ae = Iwan's Stationary......... 405% 
Wooden.seseeseseeeeeee 708109 | Folding...........-.- pet dos; $4 40 [CPO Moshins Chain. -_s ¥ 
pStetlessceeereveeeseeeenee 50% 3/0—2/0—1/0—1. . ......« -.40810%|Side-Walk. - per dos. 00 76 
Iron Strapped.......... 708&:107% PP iseae nicetaa Picture Chai es d 
Conn, See 2211 SEN Copper Burrs only ....... +++ +5: ON ae pcan oe es Per isk5% 
RT ee Dare ay kids thie 8M... PIO Fae gene op % 
only...... .65&5% per doz. $0 60 
‘Sie BOARDS. Heavy Brass, 3ft.... Family. CLEAVERS 
Wabash Crystal... : BUTTS. . Griffin, — ec cees 
Wakats Cotatel....... Net Prices Cast Irom........ +++. -+020e: 70&5% pre Chote Per doz ny 50 o 15 $6. o 
wdude take . oF Wrought Brass (New List).... 60810% salvanized, per 100 Ibs........$5 60) Royal............... per doz. 2 25 
Wabash Aluiniaun..... is a Steel, Bright. ...6...++. 75% \Safety Chatn Butchers. 
—— Art Inlay..... ; “ rought Steel, Japanned .......- oe ee Plumbs... pe pmadsaeaceat 25% 
N a eeeeeee VISES 
ey ren aioe Globe, s (ala: Am Sas CALIPERS. ih Chale: a 1_.)| Malleable tm 
RRC ERRC TIS ho CEL ay sea are aR 35 Ste wo. eee 
ces Banner Giobe (s Gin gle) 4 35| Mice and Outside..........+.. aor a aaa ac eee $1 CLIPPERS 
No. 862, White Hen’ (glass) _tlenepaar a enenin > ee ee $1.90@4.75 
ee ee ee ay seeee sper doz. 3 75 Bed dektvnseeceeus see CLIPS 
No. 80, Brass King..." 3 60 CALKS vevemmereee BAD Arle cc cccceeeeceeneeeees 65 859% 
; ; , Uur Best (soap wee) Logger’s Boot ~ opper. Damper. ‘0 
No. 964, Shigai Blue. Scaneedl) 3 25 (Lufkin R. Co.’s), per M ene, $3 15 vary eee ee eeerere eccccceccoce 2 00 — cd doz. 65c 
es per doz. 3 25 Toe. BR. oo eesecvseeeseeveceees 2 Ml HLame: oe 
BOBS, PLUMB. Shoenberger..........++- ———.  -  — tha. - pean. ss 
Carpenters’. MEM oss cu non Kean “dtc E —— 
No. 2,irom.......... per dos. 9071 | American a ea 
CGR 65 picinones : o- Swedes......++.+ “  8tc 2: Se pees Stare...ceee cece cece cece e eens 50% 
Arc See - m : Rd aa aie Dir Gh Picaiie vessisnicaisia eacieeesd 50% 
Ma; Gee... 3 ook “ 2 7 CANS. <a rey ae W ire—full rolls (100 fe) 
No. 4 oon “ 3 40] Milk. — ee 
No. Ln Yond weeny = 110] Holstein. — paeclas ere eek Meee de ee nel 6 WN Bivens xs ry 3 25 
pis iag 1 30 ~adaidal 300 = 3301_—«s« 3:02 PPCT. ese e cece cere eeeeeee pS aa ns . a8 
; Bos ees as 5 es OS 2 
Py egy ivan... 028 sini Po a : go Steel Loading Chatn Screen Wire. 
Carriage, #x6 and sizes smaller aeons?" t 12 mesh, painted, per 100 sq. ft.. 1 15 
ih , .<... 08&10% Gem Pattern. Per 1001bs.....$16.00 $13.50 $12.50 COCKS 
Carriage, sizes larger: and ion . Nos........: - - 402 ; AND FAUCETS. 
er than §xé6... E585% ER 10. | Stretcher Chains. Compression Plain Bibbs. .60, 10&5% 
Gi Per doz.. "g17° 75 $20 via 3 A Cee Lever Bibb Cocks.......... 60, 10&5% 
$21 45| dein. $8.50; 4-in. $7.75 per 100 Ibs. [Compression Hose Bi i , 
Machine, {x4 add sizes smaller : Pre eee 
por yor edt n708:10% Illinois Pattern. Tie-Out Chains. Telegraph F " 
| Machine, sizes larg er ‘and lo ss ‘o BE Cie susan e Kees E.2 £E.3 VOW Bikincsccisss Racki —— (new list). .50--57% 
g ong: .- -70&5% acking Cocks 
er than §x#x4. 5810 Sere nee 8 190 |? race Chats. Coun . (new list). -60&10&5% 
ee OO nk aia peed Per dozen...eseee- $23.50 $26.50 Western Standard. rer eg ome nee gagilimaamie 
Stove... Cae heels ae 808 ox —_* Pattern. - +4 Sete evekeeadec per pair Pere Plug psa meme Nico: Po 
| denise para Bes | ee SA: ey coc ° 34clu; . perdoz..... 85 
Wagon Box Strap...-......... jet Gals. . eee 8 am * Rae a ae te “ i oe — Faucets, per doz. .$2.60-4.20 
Mortis, Door. 70%| Per doz... ; $23.00 $27.00 | Add 2c per, pair for Hook a ricngeinilae pamela nen aeiinaes 
Gem, iron. CAN OPENE Add 2c for Twist Link COLLARS, S 
omer bronze plated.. be pt See Openers. _ ——_ Stay Chains. cig Ph Inches. a a 7 
arrei Jor vyeee, OT eee ee es #s ain Tin. . per gro. 
ii sty ih aviewiinna ss 60% | = CAPS, GUN. a for “ee $6.50 $6.00 $5.5 |Japanned Th ' *. “ 38 
Wrought so SPR ROL a re ~ ew anmiaieatiien. Blue LK sommnaionyie y= o Lacquered Tin “* 3.00 re — 
re eee te Tr gro. : . 
wm bronzed.......... 508& 10% “ meee STRETCHERS, eeepc “4 i COM 
Wrought.......0cecses0s. 40&10% e Stretchers. Sommon White School Nos... 000 1 ey 9 
Spring is CARRIERS. Crayon.. ge 1 15 39 = 89 | 108 
CRUE sinc vino vs'e ves 75&10%| Diz CHARCOAL. Doz. .$.37 
w eee eee lo Diamond, R fn b cor achaieas? _ 60 1.90 .90 1.15 . 
—— a) Regular.......eqgh,  @5|'° ics Dogit Per 1io0 
Cast..... ers’ Imperial ........ wee THONGS .c.50s, Saks 
Cast esos steneeen soniogy| Myst Clover Leal: « Severs |. upametilrdicweinaliiealiaes 
ee ee ee (i) CARTRIDGES. : ; CHIMNEY TOPS. = 
iti BORERS. See Ammunition. twin’ VGICRIO cc. cep ccccve rece. VA —e~—,-- nie — 60% 
Miller's Falls........ per dos. $13 75 CASTERS. Jox CHISELS. Dad-Didiats,..,.....00rben te 
Bung Standa Inch ee 
m Doz.| Bed.. oe Bearing...... .508&10% ene aa per. doz.. $3. > gat $3.5 COPPER—See Metals. 
nterprise Mfg. Co ’s No 1. .15&5%| Common RE se ns C085 7% _ Fiat 4.00 5.00 5.5 COPPERS 
No 2. .15&5%| Brass Wheel.......... 60&10% | Good quality, # ae 
; miami” _~ and porcelain wheels, new larger.. = een per tb 1 Wdeeeee eee cee e sees er tb 364c 
} eee ree 2 10 Philadelphia Pi a. eeccccccece Smaller ‘ size per doz.. Raed a ws wn 14 t....... 33h 2 tb... “* 32hc 
Per doz oe ES one eaemeenerh "Gov ~ rope pelenaealeamneaty 8 tb and larger.......... « “Se 
Miter. Payson's...scccecccccccccd 5 0 | ramped, Firwier. + -T5810% 
New Langdon... 1sa8%| CATCHERS, GRA ones romeen Birmer. Piet CORD. 
seater 6 CATCHERS, GRASS. Ph coaching wy eng Oo ea hit 
oo Sagan 2 30% | Carroll’s, No. C ; Choppers, See Cutters, Meat. White Wire (new list) 85% 
band ok kas eel Oe CHUCKS, DRILL. a at Sag Sint 
BRACES. Nos... é Googe ss for Goodell’s Screw Regal Brand........... per tb 35c 
Fray’s aay RE S.......-60%| Nos. ais wees ee 8, 60 $5. 75 $6. 35 Yankee, “tee” Yankee Fy Sm $6 25} Puritan Brand.......... “256 
a eee Ba: Bes scanning $6.75 90.50 $10.00] CHURNS. CORKSCREWS 
os EE 2s ok wh Kp obue ain & 3 00 CHAIN AND CHAINS. Anti-Bent — : Walker's bee censs suse dees 334% 
SES OR pre ele 3 30 Breast Chains. Bde ga'00 90. Po gang Regular........ 40810% 
B ubleslack....... nT EMC 00s 2 eee cees V .60 $4.85 iamson’s Forged >A 
Hay-Rack. RACKETS. With Covert a pairs, $5 75 15 Bsininon Das iia angse . O88 % orged Worm...... 50% 
ith Shide........ x 
Wenzelmaan’ s No.1, per doz. $9 50] Without Slide...” Es pes 3 28 U er doz... $9.00 $10.00 $10. A All Sane ~ iggy SPRING. 
Shelf No. 2 10 00| Bright Ox Chains. a os eee 5 sizes—new list.............. 90% 
Ce rt MT es: 3 8 ge ee a, et 75 
Cast Iron, bronzed... . . .50-10&5% Cae Coil C bin. $6.45 per 100 Ibe. i COUPLINGS, HOSE. 
Clover Wrought Steel......... 75%| Inch... ~~. i ——— “om —_ perdes, OS 
Clover Folding..............- 65% Ber 100 Ibs. abi 80 $800 $7'00 se"20 PR nnd Bprsetesnserareseenees rass Plated......... ie 85 
BR ~ Ff £MCN.....+ S 
Wire a o ILERS. sie Ber 00 ibs.$6° to gs°00 $5" fe ones Hese PO hineG Us kehgeseoe COVERS, WAGON—See Tents. 
0. Crown, Self-basting. Sides .. | 's herman’s, brass, 4- 
ng. 80dox .. $2 60! Per 100 lbs........85-55 $5 E es'le! Double beans, my He. + per,gos.. 42e) (CRADLES, GRAIN. 
lorgan’s Grapevine. ..per doz. $22 25 
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66 AMERICAN ART ioe AND HARD WARS RECORD 


CRA YONS—See Chalk. 
CROW BARS. 


nch or Wedge Point.......per tb 3%c 
CUTTERS. 
Glass. 
Red Devil...... wee» BY 
Smith & Hemenway Co. eae shae 50% 
Wosdward, 35... 6..ssn%esnane 40% 
Meat. 
Enterprise, Nos. 5, 10, 12, 22, 
98 med OB. 6s o.0cv oon canoe 25% 
No. 202, list, $1.50 ea... . 40&74% 
Pipe 
Stanwoods.No.... 1 2 3 
Each............$0.85 $1.50 $4.00 


Slaw and Crout. 


3-knife Crout. . .per doz. $11 50 


1-knife Slaw........ x 1 75 
2-knife Slaw......... ms 2 50 
Ws ctackaks oven Sic “ 7 75 

DAMPERS, STOVE PIPE. 
OE RAGS. 5 os phe as oea VE 50&10% 
OO EE re 
DIES AND STOCKS. 


NR ic oncs ssa de cchameee 40% 
DIGGERS. 
Post Hole. 
eee es per doz. $9 25 
SIL 6 ack s ewe kale Math 2}: 
TN 56 ts po ond nee a 
PeeeeGe.. a 5.> + a ose> " 1 


Iwan’s Split Handle.. 
Iwan’s Perfection.... 


9 00 
7 50 
0 25 
“i 7 50 
9 00 
0 00 
7 00 


Iwan’s Hercules pattern “ 1 

Ryan's. ¥ 1 

See also Augers—Post Hole. 
Dividers, Wing... ......... 65&10% 


DOOR CHECKS—See Checks. 


DOORS, SCREEN. 
§ in. 4-panel, painted..... Net Prices 
1 in. 4-panel. painted.. 
1g in 3-panel, natural pine. 


DOOR HANGERS—See Hangers. 


DRILLS. 
Bit Stock.. tos cccee ED 
Blacksmith’ s : Twist. sa tte le oie 60% 
Breast. 
Pray’s Mo. 9.....0s0000% each, $1 75 
Millers Falls No. 12..... 4 2 00 
Hand. 
Goodell’s Automatic. 
eee 01 03 3 20 
Perdoz.. $7.75 $11 50 $12.50 $11.00 
Goodell's : Sin gle Gear. per doz. 15 75 
Millers’ Falls * se 12 75 
* Double “* oe 15 25 
Reciprocating. 
Goodell's............per doz. 16 50 
Bit Stock. 

Standard List . . 60&5% @60% @10 
DRIVERS, SCREW. 
EPPO TS ee 65&10% 
Ee PUTS, 5 sas) sc tne oR SRES 60% 
RENMEI» nts oe k's Rp cae ee 50% 
Champion Pattern... 5 onde sc pane 
Clark s Interchangeable.......... 30% 
Edison... so tat Soutiiens aia 60% 
Reed’s Lightning............. 45&5% 
Goodell’s Spiral. .. 50, 10, 5&23% 
Yankee Ratchet *.............. 50% 

= " Spiral.. “50&10% 
Smith & Hemenway Co.. . 40&5% 


EAVES TROUGH, GALVANIZED 
Terms, 2% for cash. Factory ship- 
ments generally delivered. 

See also conductor pipe and elbows 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 


Inches... . sre 6 7 

Smooth, per doz...$0.80 $0.85 $1.20 

Plan’d, x 2.00 2.25 2.90 
Corrugated Stove 

Inches... . seo 6 7 

Smooth, per doz. $0.75 $0.90 $1.20 

Pol’d, © - «M78 - sa 

Plan’d, .. 2.25 2.0 3.75 
Four-Piece Stove. 

Inches. .i.sv. 3 5 6 7 


Smooth, per doz. ‘$0.60 $0.65 $0.95 
Planished, “ + Le a 2 


ELBOWS—Conductor Pipe. 














Pisin, soend. >. coe 75% 
Round, corrugated.......... 75% 
Square, corrugatee.......... 60&10% 





EMERY CLOTH—See Cloth. GREASE, AXL&. HANGERS, 
B D 
EMERY TURKISH. ont eee ra 8 nana SOS Sa 
Size . 6 .5-Ib. pkgs, 4 kegs, kegs. iba seeeces «+++ POF Bro. 9 56 Roos gia Pie iw. tae 808-198 
Ne (to 8 perth. te $e S| a Lightangaessscccsccce Bm) Som Ring 0o000000000000 og 
Plour....... See led  "oreNnEIER Ss Te 50% 
_ Wood Pails Wagner's Adjustable. eideats 108.0% 
wre os Frazer's, 15 tb. ‘80c; 25 th. $1.30 each.| Warehouse Big Twin... poewes 25% 
A-B Iron Enamel, 3 doz. case, Hub Lightning, 15 tb. 55c; 25 tb.) Conductor P. 
bin dpe t Rehe eee per gro., 15 00 70c each 3 
Peerless. 6062 Seb vee e ccecee 128) rin Cans. Iwan’s Perfection...........,.50% 
Chamellene Graphite, Eave Trough. 
EXTRACTORS, PIG. 1 th. per gross....... erry fs a. -per gro. $2 4 
See Forceps, Pig re Le ee ee ae 20% 
EYES. 5 th. per gross.......ceceee 87 OB) Wire... .ccescccsscceevccess 33% 
Bright Wire Screw—See Goods, B. W. Parlor D 
Bae GRIDDLES artor Door. 
Drifting Pick...... ~sPaeagy 60, 10&57% ati es oe ss ccwe ae per set, $3 71 
a and— 858:10% Soapstone. Covocveoccoss cerveosveces 334% Ives’ Improved eS OLD i 2 6 
TASS..c,.c-ccccseceeeseecs (i , - 
te DSTONES. Lane’s Standard..... 3% 
Iron ecccecseeecosseeese 90% Family. GRIN TO ; Lane’s New Model.... . 2 Ke 
FASTENERS, STORM SASH. OR. 3's sense 6 8 10 Le Roy Noiseless.. ee 4 
Schroeder’s.........++: per doz. = Per doz... $7.25 9.75 12.00) Richards’.........+.2+0++.4010% 
| Serr a one. Se. 
4 et MOD cass cash awa $22 00@$23 00 HASPS. 
Ball Bearing........ 1 inge, Wrought......... eespece 
i FILES AND RASPS. Each..... . $3.75 3.60 3.35] With Staples—See Staples. 
Rr eer Ve~wdseeces -+«-40% | Common Bearing ..... 1 2 3 
Nicholson’ s— Each...........+.-$3.35 3.15 3.00 HATCHETS. 
GUN WADS . 
(See Ammunition.) ey NN ‘a +. rmsd 
GS Cae eiccuts per 
Bock. wee 7581 3 HAFTS, AWL. Cast Shingling.... peeodel SB 
Kearney & Foot...........75ah ee eee per doz. $0 19 Germantown........ceceeesees -O% 
ikceen Re ante pie a 0 | Peg. ° B 
ficholsom ....-. +. +++ 0-005 Common.......+++++ 5 HAY KNIVES. 
; teed — neal hae ee boa. ©! Patent, plain top..... “ 47 us States 
wn all to wpe “gp vehaabibael 70% Patent, leathertop... “ 52 . 
; So eeeee eee eectececs ostomy 
NR. 5 60 9 wees oewe os 758&10% Common..........+- - 22) HAY RACK BRACKETS. 
Ee Py per ree 70% i an os 52 
aati aa ti Wenzleman's No. 1..... per dos. + 
FLUE STOPPERS—See Stoppers. HALTERS. Wenzleman’s No. 2.... e 9 ee 
ute Rope........ Loe -Pers doz. $1 10 
FORCEPS, PIG. et er ee 1 85 HINGES. 
on per dos. S4-7h igen. ..........cccccs * 2 00 
Whisson's Imp......-- 8 Leather, rope tie....... ” 8 50 Pies Gunuth itn te 0 
et FORKS. Leather, leather tie..... ‘“ 11 50 Park cod ig SAVEST > « POT COR, ‘6% 
Steel New List............-65&10% HAMMERS, HANDLED. Shepherd's Noiseless, for Wood 
Wood, 4tines, per doz........ 00 Blacksmiths’ Hand. MBsicsnccccss sper Gos Si 
Hay See ceeereroses 50&10% Gate 
Pac bses 6.5 PERT er: eG Engineers 508:10% Clark's a 1 : ; 
ee aunt aimee ‘2 Hgs & Ltch. doz. $2.50 8.25 4.2 
Nelda cba apabets ves neque’ 40&10%| Hinges only... 2.00 2.50 
PR ee, Pen ee 65&5% Machinists’. Latches only. “ 90 .90 
MINE. i. cnone cakbaacse cancun 30% Na 7 ee 60&5% Knuckle........ per doz prs. $6 08 
at. i she ets 6 75 
Header. CeCe ov eBwore see 600900468" 40&73% ered oH pee 9 50 
: . oe cccia. Cio -: es 
EET a Ss D 
4“ COREY a” Ae ee 1 15 creen | oor, 
ie ne res Gitte "Tl Maydole’s..ic.ccso0c0ccs 0s SORE! Coston. cc ccccccceccs gross $6.65 
Manure. Riveting. FS | RE eee esocece " 6.75 
OES osc sucane decree cans ene 60% ee ee cies 407% Spring. 
We. 
Re oe een, a ae ae per doz. $0 95 cian eh ademas nacag os Pde 
GAUGES. Tack. noose es esesesecenees 
nd Rabbgt. “All LO eg Pa) per doz. $0 35 Columbia Dbl. Acting. . .40&10&57% 
Butt a 4 | , : “ REE CPE Or ee 25% 
Cream Pail. Pol’d Iron, Hickory hdl. 50 Ideal Detachable : $11 
Mall. Iron, Inlaid... .. R 1 55 per gro. 
Fairmont........---- per das. GB) ecastic.... i... 2 a a ee ie 407% 
Marking, Mortise, etc.......... Por dos...........00.90. 00 00) eaammanteene> 252+ soo: 2 
BIN ase Mn a ata an ae Wa aie hell 50&16% Magazine.. .........per doz. 4 75 icuhissGcndncdnces> aa seete 
S Wrought Iron. 
6! HAMMERS, HEAVY AD rio dan is'ovs »sithueaxoxe 
Wire. Heavy Hammers and Sledges. Light Strap Hinges........ .70&10% 
ee Pe th fae er ian ge ate = -::75%| Heavy Strap Hinges.......... 75% 
shea and over...........-.75&10% Light T Hinges.............. 663% 
" fasons’. H TP ii < acdsee 
GIMLETS. Single and Double Face.....70&10%| Bere Heavy t Hinges... 0% 
Pe er eee ed PET: 35@ 40% NDLES i 
ew HA} ona Screw Hook and cmap 
; GLASS, WINDOW. Common Assorted... .per doz. $0 55 : a ~ i. = 100 tbs. - nd 
Single.. schsédpmhcoeeevscesnes 90& 26% Pratt’s Adjustable, Nos. 1 & 2, 22 to 36 i ieee ee 3 75 
Double 908:25% OW GER. is sce 6 A aD 47 0 Maeseoerere 
Ee ee o7/o F Ives’ Adjustable. .... per set, 1 hy Screw Hook and d Eye, 
xe cob Sec eccceseeceeesseeaen v/s) i eS 100 tbs. 
GLASSES, LEVEL Chisel. . cee ee ee 
eee ices per den, 60 %0| .Micibory, Tenged Pirmer, Ansorted Fp tg. oes oo. “= 9” 
TIGER. 6 heck choc eebmen t 55| Hickory, Socket Firmer, Assorted, HOES 
27c; Large, 30c per doz. ~ 
Applewood, Tanged, Firmer, As-| Garden.................. 70&10% 
GLUE. sorted, 34c; Large, 42c per doz. Grub, 
Bulk. Applewood, Socket, Firmer, As-] Extra@.......c..sscccecssecess 70% 
B Amber ..perlb. 18 c ea ee eee perdoz $0 2C} Hazel............... per doz. $5 00 
. “« Cocl Pick.. aa aoe ey .40% | Ladies’ and Boys eee 
wlpaiparte. 216s Sil = ih Drifting Pe Bi iis soak carn 40% NN ites ewes Ss osxte  -TB810% 
Hi; GB; AmibGl.. 000.0006 164c| File, assorted, 13c; Large, 16c per doz.| Planter’s Eye.. 624% 
Ss AES | . SEROMRRLe. *,108&10% 
Liquid. Adze Eye........ per doz. 36 to 75c 
Army & Navy.........sse00- 4(%| Blacksmiths’......... 40c@7ic| HOLLOW WARE—See Ware. 
: Machinists’.......... ** 45¢@£0c HOOKS. 
Le Page’s— 1 SRO ie are & my 40| ind Eyes 
TS ghee Se eee 27 Hay and Manure Fork.... -35% se SALE EEE TERE Ee 60% 
a “mR” phn F000 DAE FOO ks oko 064048 4dROS "350% Iron.... POPC e ore reeseesraersses 70% 
List “B”........+.. coosene .., | Sh * erties per doz. $0 75) Awming.......... .+-per gro. 80&10% 
| es bpeeereey Te Se ae. ee oe 80} Belt. 
Screw Driver jes ge abede do's we ecewmans 708&5% 
ee OPE Laer eae 4 | BP ES Se ee 65&5% 
: : — Pere apres a 48) Bench. 
GG Wa0. 0.5. 5c cnndesnnes 9% | Shovel and Spade............+.+-85%| See Stops, Bench. 
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8 Pe RICAN AR 
e+ 00%, Hur ee “iia 7 10 Ss. TISAN 
-+.50 on & Beck 2.10 12 tanda: AN 
-70& | 7 (See G ey’s. 2.25 N rd. D 
aan Bush oods, Bright Wire.) oh te ag HARDW 
5% Conti A t Wire.) 50 whee” presen eeaies ARE 
Chatr xe Han x. eee Pat . * RE 
005.50 1. dle. per d Nos... ..$0.60 1 Ba LINING CORD 
% Lh oe ier, oz. $7 00 sw dS eta aoe , STOVE 
Lb ad dinner @ aie 2 occesece e 
. $2 % Clothes Lé $7.60-8.10 1% B vee $0.85 1 3 ag feces ~ 
“2 20% Tapanned 9.75 11.50 an eer a KETTLES 20 2.99 | Borine- MACHINES rate. 42c | >* punter canis 67 
w. yalv T seeee 2 » S. 
tes _cslresieaborens . -per doz Gauldron.......... 0.0.00. With See S NA ERS. 
- Hat eee 2e@itec Wl eT... oe cee An out . ets AIL § 
% 7 Cars Iron =< oo . 3 TNR ae, Deets roe, U es +-per Augers — NETT _ 
9 . Pr Wire. . . » per/gro. Tic gar...... prepay Ate ear ‘ .... perth - ees , doz. 300 pes twa “sone POULTR 
dain ee. ....-KMTV a ae svee Ot ry me efor Y 
3 miner @$1 50) Beet ccak. ..65%| Chi Riveting. 2 60 Cut — after 48 weaving. : 
; ie ere co - 80%} Cl Topping. IVES. -- 50%; oe Pom is: rss Wenving 30, 20&5% 
ony, Cone Sepeerpekart frets) “ a he agg Sci nog eo + 808:20% 
Canal ili fa _.28% | Zooper's He miter Bla Handy... 0....++ doz. $9 00 TN a «+ +  O5R5% 
on, r . 000 80% 17 per’s H “ie de, do: landy.. 0 esses. S utting. ERS Jo 
= : aot ivetted, pa () Zorn oop.. res z.$3 8: Pony “mae -nibesopat “ . 00 Stubb's al . 
ittle Giant evceses inted lip eee Wa y + A sas ai 00 r doz aie 
— Of tone pe lipper.. shin Me wax E en... Inches 
a7 Cle, a t doz. $2 26 + ela - 15% Majesti eae ae nd and Diagonal Cs ches 5. 8 
oun Goods, Bri ga] Bane 00 per doz. $ alee... 20} Per doz a es ae 
ps right Wire Barle's.-.... 005, 1 75 a » ae Bagetee sf Hoof ozen... Inches i 
Cm Nos . Drawing. meet “ ae aie 5 25 aE : 150 . at 
aE fede ? ieee Bes Sl } a ce at epic 6 50 V. a. en 57 ' 
13 Germaes0+r2+7 50 1.60 1.7 meena opp (New Li Boxes. IL BOXE - + +12 00); BERS PaaS? wen 
_ 12 pre? cone MS Sy per doz. : » Poldin . Carpenter ec ee ist). .50%1C ao Ss. _ ae aes “aan 
‘0% With ple 60s }- ex Handle.. Ce mihi 15% ‘Flore He LLETS Gensine Ge 7° 
With plate.... heoesl oc oot ‘bre Head, : : agic... Dea 
Louies cee es * per do Citaan Sickle E -- » -25&5% ‘ “ Small. Mystic... aes ¥ .per doz. $3 
len | tac acc aig seat rt Boe eee, ts 
stato onal Minti , pe wan’ ee 0 50 und Hi arge. F UT : ? ‘ 
. Serie eral Maint. «oi 50% @ 508 -21c erat lm Eee ‘ 8 2F - ene: ¥ F 5 75 oom Bl S, HOT P 3 00 
. TO... 0) 10 wan's, Im re Sarda ‘ Squ ignumvi ee ee 7 00 In ank. RESSE 
nn ane rr aks can Lightn’g = thes Yt _ ee uare soni. oS 2 25 tb dic D. 
$9 00 pate ag ie % Lightnin; olt’s Ge ted sa 9 & Lignu teense es 4 00 Square a de 
S Good : Ww. gP nu 10 mvi Ta ij 4 
9 0 eat Spring S, Bright Wie. sa 0s 85% _ Wadsworth’s Soir ine. “ 6 ~ Tinners’ te... * 2 50 ag _ c Bee st 
eee 0 an Gale Paint. “ = 9 : 
Seni ; Chal orbs. *" gan Applewood 478] Por fy. bie & 4 
H r tb. 5c Po Reno Tobe 9 Ol a 3 above naa ake éte af 
OOPS, TUB Mince Seppe wie die Hickory $ Setliks oda a 1 70/C 5 ie per 4 b 
#1 08 Blastic 3 psmeae h RNS PR aun . or heet Iron P 1,.00@1 50 — Pattern OILERS to 
. eee per nm, Si wr see “ rass f . 
* case of 2d Comaaion. Saas... e ii] Door MAT 1 50 am wad Grape 
OZ tree’ ioubl Nati Ss fae eax per. 
1 0 i i Bie $1 50 St ter, 4-Bl “ae oo 6 ational Rigi ngineer senses a ae ee 
HOS Teeter, ade... Ac gid.. Ca eee ee os000 lOO 
E, GA Put , 6-Blad “ee “e oo me Steel coves nnon .,-6 08 40 
RDEN ty. O.c. : eel Flexi -.. -50, 10& ee . 10% 
i Velvet, 3 Co ceeeees ; ; 1 3¢ | Stove. ble...... 5% OO Taha pe See yee 
4.2 Eclipse, ply-2” guar upled, |S: ander'r.... -per do ——> bei Commo r doz. $2 00@ 35% 
Diewend * sa. press. * Beech pak s. 9 SGI 0 No.1... one per Comper nes $2 25 
“ ¢ tani e oe eae } etal Genel. 
Illinete. . a Li pews Handle 40@1 76 as Asbestos Toa: gro. $8 25 pia “00 Steel.. per doz. $0 58 
5 06 01s os oe ett rr page oo Toaste 3 50 panned ae . 
: 78 COTTON rT] ee if : wes 5 75@1 00 No. 2 Pav Stove ese, ‘Sonic: inate ae 
+ r om ~ Ss “ arene 
) 50 High Grad COV. RU “ican oor. KNOB 25@6 00 ring.... ma Toast .per doz. —— OP . . .65@75c 
e-?" BBE Mi: S . ters, 1 1€ ENE 
Special e-o'-gus R HO! neral. Roca eo with Inch NERS. 
65 yeader T. press. 100s. 1 ee mes perdoz. 60 was = 
% Jog gtiy| SoSti ee ee Eco a 
2 ieee ; tr seeeeee , oa doz. $5.5 
Soss. HU Be cee: : MAMBe0 0000 teeeeees D 5.50 6.00 
iG Noss. cc SKERS. -— _, LADDERS ° : 4 i aetna Ae «seselee ee aa 3.50 3.80 
%, Bs doz etn! B B ed ft sade dia ad 5 Iron, lbs MAULS. slag - 60% Crate. ip.. “per doz 
7, a aa $2.00 ed E 200 — AT om A ae sa Ww Per jn, 10 . V.&B $1 30 
Per gro..... , eee a ectetich, Pee om ase a3, gifs 58,1 aeaiies nak ” 
7o Der sue coer ’ 40 6. 00 6. 00 K Common, Leterme on, SHES 10 5.25 5. 60 ae FITS. COB 5 75 
0 b “ate sees 2000 3000 10.50 Common, per ft. .-14c] La hoppers’. $5.00 12 14 Eronomy.... wes BLING 
"0 fia i 9. oO | ese Bama Shelf, ke Super’s & 5.50 6.00 einily........ ee per doz 
Br4 O2...... 59 00 24.50 Trium ‘add 10c. -+ Te ee ovoce = 1 
nk . $2.1 64 ph, gon P: tees ‘ 
Par —~—- 5 2.15 . 68 per ft. joie - at. 75&10% Eur pee . ‘ ‘ 4 65 
pa iene} TANTRA BAO» oem pec ctuiatevi pai — ? 
Hegetans 5 ee Cote ; ——— ok sak ee en 
.. $14 40 2 Flash L panned per doz pk. 1 aoe 40, 108 
See Metals haga By “ Reglrns. “per | doz. $9 X ae <a 300 Hl oo. PAILS oe eae 
: rst column ubular egular 00 M E 2.45 3. 4 » qt. Ww ei 
aa E ILLS, 2s) =% ithout 
Cc . Diet: . “ 7 50 nterp . . co 20- aa gauge, 
wig, 0% tae Blears tease 
Scarves ess N eben CATTL po ; Patker......sseeeeeeeeeie 10-qt., bee Px 4 
Hes eae vss oye Nos... ERS, carrie. prices crevenenseseewege a gi28%| eae. Galvanized, per ig 
Piisens 2000000000 for © grt ten 2 MI “yal BS $ £100... .$17 00 
eoce of “ q a a “ ‘ 
Plnking.. caatinepamtee” 58 — bbe EATHER % 0 2% See Boxes. TRE BOXES 7 oo ‘IC Tin.. ag es ae 
ne. el agement “ 70 ee een - " Erie . 14 2 ree 2 7B 
seeee 2 Comme M Gh... as 0 . 30 0 
Wood Bench BPE omy op sang ote Coton. nee wat. 1X Ti eee m 
Charcoal sc eweeeesees ‘on Valve LEATHERS. . . per sq. f ogee cotton. ...-per doz. $3 1 oe in. ra Vs 3 17 00 
eves “eon| Per dozens. 7‘ ss . “s . 72 J 
Common, ee ie 5% " and Plunger - PUMP, t., 27 er dozen. me i ay 5 Stock, ce . ae 16 hi 
0. 71 s 22 ° . sa s.cow wi 2. v'd, ogee ) 
Pts + Fa sbestos..- age . Po Soe IFTERS. » 2+ + 10% |Gladi MOWERS 35 2.65 3. 5 tee —— .. 22 00 
seeeee ta : ose s : 
Chinese Palsbing.-- plated ee . 20 net Iden a ae Inches =~ “gs LAWN. Galvanized 1. Se a 
— ry, N ing.. 4 net] “ aska re bee eae & ro. 1 75@ ach. pe Ww er doz. — 50 ’ ‘ad 
dry ~h Sae utes do: 5 25 Alas , Coppe 3 65 Kin teeeees a 16 et tet) | . 10 Ee i 
Mi Fotis sPeden Fale Maske, Nickeled. 5 8 ine UnivrsalB. 3. ts 0| able Ho $190 210 23 if 
5 a ; . . + 4 O¢| Inches... e x + - OD. 2 a 5 4 ’ 
No. 80 otis per _ eyeoaayne 5 00 pinehtige sess 5.25 5 “i Cedar. se ....per doz. $1 i. 
le s . se r a e ‘ +e aaa . 5 nd Dp ike Pe or 4 Ne 
ond T, ee gn LINES. 80%; LittleGiant........ ce i Sater tie ie 10 ‘| 
Fp Sad : 4 1 $0 agg i ; es pay 3.50 3.90 18 F 3Hoop... “a 3 15 : 
lew. Geese. cers tb Pern S a rere tees F -* 2.50 2 65 - Drippi od “ 2 00 . 3 
Single D ceccece =” i Twist 4 wih. 50 2 ps 7 es Steel . NAILS Fry ee ‘ NS 2 25 
we ble ae Nest. Nos. 2 in 50-ft. bal 225 2 S 9 os aaa Common ee : 
tton... x ee». ae $5 a ae. « , ie. 3 00 8 T1OM eevee eevee rates, $2 paemesssteseeeees - + 65% 
cbiedee o- 25 Braid . “she 2 Small Lo sage 6 $2 OC ii cae? Fo 
a 80 Braided in 20. a onaler ye Se ie Oe - .T5810% 
Locomotive. JACKS. ae oo a cf eg ft. hanks, 35e  41c oe png Ba en ‘ a Ratan oe 
on SL ceaplorae eps tees ? ‘a A 9 Horse ent Coated... 5 aap $2 OC sian, ans 8S ad : 
Becton sous sale Clothes , in 100-ft. hanks 3lc tic Ausable. cant wea - Neverburn . . 3 5.75 6 3 : 
aor sf. Jute. the he] Canemat ) ig 18 55 
A soepeter ‘0 60-f --~sehepheaal Pp ewellssesosseeeseeeeees 55.85% Buildi p _per doz. $8 00 
aan . 4 > ape per do erfettaseseeseseeeeeesees %| P ng. APER .00 
eee OO-ft. Sisal... 1.0... “ z. $0 95 Star vereeseseeeeeee es 15% a . 
an 50-ft. C. _~ Sesame ie 115 ee 55&5%% Senet seen « 
5Oef: oo ie . 1 Bie eoseseeeeeeeee cs 20 70 Tarred...,-.....+ per 
t. Braid sa . ‘ 40 Pictu Preceeereerrene &5% N ed a r 100 ths.$ 
Sed Cotton. o 2 15 re. erage haere No a... ? .$1 25 
ton. “ 1 Bras rth 0. 30 , ae 1 35 
15] Brad s Heads net, 104¢ Sand ae oui. i 35 
18] Brads. enenowseons ind and Eme dain... per zl," 3i 
ececcoe eee 4 ne : es ‘ ° 3i 
Micecsuarti ni yt 28% reaping. 1 -% 
seeeeee eee . Seabee ow li 
* “30% Iv . Sues ist, 50°, 
lean novos 
es phebieet aie t | 
2% 
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PARERS. Tinners’. PUNCHES. 
allaW.. .« seesinh vai vateual Conductors’. 
od eee tbvceeeses per dos * . or ie rgd NO Giles Coa bicn sees per doz $2 25 
Ds irentha ese oe VG = we ce eee eee ; OE. SOREL EEE PET. 
White Mountain..... «  g@| PLUMBS AND LEVELS Saddlers" indies. 
Reading... PRR 4 T DORNER cebiisn td isn bet Fits Nets| Common per doz 60c@70c 
Potato. eT ee eee | eee ‘3 72c 
Goodsell’s Saratoga, 104 in., doz. 6 50} pavis’ I 
ieee 6 ee ef ee PUTTY. 
Goods oga, nade 84 5 Davis’ Inclinometer.............15% |In Bladders. 
PICKS. POINTS Strictly pure...... per 100 tbs. 3 00 
Adse Bye Ore........cccese 70&10% | Drive Well Points... RAIL. 
Drifting and Poll Picks.......... lo se IGS RE barn‘ Door. 
~ oe Pere 70&10% eins POKERS, STOVE Matchless, l-in..........see0+ 3c 
et, Pr 70% | Wr’t Steel, str’t or bent, per doz. $0 55] Matchless, If-in.............. Sc . 
PINCERS Wr’t Steel, wood hand’ls  ‘ go| Storm King.............2+00+ 4c home agitate -per dor $1 ise) ‘i 
J : Nickel Plated, coil hand’ls ‘ 65 |5/#ding Door. Cross-C: sca peg a 
Garpenters’, cast steel, POKES, ANIMAL Painted steel........... per ft. 4}c prime 3507 
Inches...... 6 7 Bronzed wrought iron. . .per ft. 8ic Disston’s eee eererereresseeees 0 
Per doz..... $2.00 2.60 2.95 3.75|Cracker Jack, wr’t steel, per doz. $4 50 RAKES es 08s -0or ss deere = A 
I ois scwaceic nee debi 45% POLISH : earn Ss Po Roma + ° as 
sg RE ee ere eT 40% | Metal. ; etal tie a ou eT —— : per doz. $5.75 
t | MRR ENA ‘ 
PINS. Black Silk, No. 50, pony ig $7 00 eee pT ere esters 70% | Disston’s........-++- per doz. $5 75 
Clothes. Black Silk, No. 60, 6- ee ere 70% ng 
Common.. per’ box of S'gro 80 52 2. 6 prac. ME 1.00}. Malleable iron, heavy....... 608& 10% pe PPE Te Ce eee 50% 
— hades = Black Silk, No. 70, 1-pt. Bat Hay ‘Atkins’ 30%; 
oe Wee eteeeeee “ ey USB Ma 2 es oe ) i oles a sia Seale Wee in 
Picket. Black Silk, No. 80, "T-guart, oni “Prog Nae $1 80@$2 00 7 
Fluted, 15-in......... per doz. $100) 5)... ~ gaged Molar sasnins cael per doz. $3 00) § 
Fluted, 21-in.,... beee = : 2 @ k Silk, No. 90, gation, 12 00| Automatic..... fe 25] Hand and Rip Bae as ees “ta 
Lactbpetucebuss hoe. Lawn Queen......... ™ 2 75 Atking 5 eageseeeseseeeee B 
el 8 ee Jumbo, 36 teeth...... 5 6 00) Disston’s No. 0% 
PIPE. Geiss s me Pre RASPS—See Files. Disston’s Nos % Dé, i2, 76, 112,” 
‘ond: 
Conductor , a Memeeegene “ "5c @$i 75 RAZORS D100. and 120 (new list)...... 25%, 
Gal. Steel Charcoal Imperial per gro 5 P R eystone... 
. Ct ees eet ee ose cdenshne ta eKae oe hone mn ae ¢ hand... per dos. % 06 
: Wh cascivinabentinsts con r Saw, hand....... 
a se ‘caer . a Black Eagle, 1-tb. cans, pr. gr. $15 00)Star.....- 6-6 eee eee eee eee eeee 50% Our Saw, rip..... i ‘ 80 
ro rit "T5&10%. ; <5 ae Black Silk— ee er 50% |Keyhole—Disston’s.. 25% 
Northwestern. .75&73%.......... 60% POs POM iinek cicaics ve scan $0 70 RAZOR STROPS. N maori BR ES ia air o% 
Western .... .70&123% .... .50&124% Paste, 5-oz.cans......per doz, 75|5t@t (Honing).......-.+++.+++- 50% Nikios® 50 
Tennessee . . . .70&10% .... .50&12}%|  Paste,}-tb.cans...... “ 100 REGISTERS. WN ak 3 0at<.400dse eis 0% 
ee gebdes te tees wae Liquid, }-pt. cans..... os _ (All Sizes) ONG MOB. cise cacrecescccsees 40% 
estern ....70%..... . .0&5% Liquid, 6-oz. cans... 75pJapanned, Bronzed and Plated.. .75% Atkins’... ..seeeeeereee cece: 407% 
Terms 60 days; 2% Cash 10 days. $pt. Air Drying Iron White Porcelain Enameled...... 65% |Panel 
Factory shipmentsgenerally delivered. ae 4 95|Solid Brass and Bronze Metal... .40% Atkins’... .......e-eeeeeees 35% 
per Black Jack, #-!b v ingle Valve (Baseboard and Disston’s No. 7 - - 30% 
Pull coils ......0222.00: gir tas tel teeta tne at tee 9 25/" Sidewall)......-.--..++-++++ 70% | Pruning. 
re arena 7s ee a: of Iron. : - - REGISTER FACES mot peter EP Spare oe 
Pa COUS....cceseseeee- “ TH! Nickel Plate......... cnmnet, Tseosed tind Banal i Pe ee 
Acme—Inches.... 5 6 1 | ae 75% |b sins® 
Rmecteerh. «00 (aoa POPPERS, CORN. M4xl4 to 38x42..... 2.0... pve EY cn lah ia tate re 
Planished, “ 2c Bic 3 ¢| Round or Square, I-qt. per doz. $1 00|/Heavy Round Gratings...... 75&10% | wood 
Peerless—Smooth, 7ic 8c  9§¢/Square, 2-qt........... a 1 60] White Porcelain Enameled... . 50&1€ ih ie es per doz. $4 50 
Polished........ Bibs BUR TUG oa ds nice chaste * __g 99/Selid Brass or Bronze Metal..... | Clover Leaf:... 2% 
- POTS, FIRE. 
Planished.......28¢° 8lc¢ &B}c RINGS. SAW BUCKS—See 
Made-up—Inches..5 6 7 [clayton & Lambert's,each.st00@¢ 08 oa rama SAW SETS—See ogg 
o 6 ae’ 0 66 vote ga ABOU, <0 4.5 a n'6s 08's 54.0% in. in - 
7 Smooth......... Tie 8c = eiGem..... seeeeseees “each, $6 bes 60 DUE MOD eccsinntue sa 6305 $1 60 $2 00 SAW TOOLS—See Tools. 
to 6 in. Smooth Tapers, pr. jt..1le ’ 
6 in. Smooth T’s........ 2c ee i npeangernan 
7 to 6 in. Planished Tapers wore 45c POWDER. hopper to 2 enaphnneg 4 1 00 Seen ei o- on 
Yale Patent Lock Pipe—Stove. See Ammunition. Nickel plated. pate = 1. 185 ete —- - 
eg 1 t08"| PRESSES, FRUIT AND JELLY. |and Ringers—Hog. Counter. 
i i alae n 0m Enterprise Manufacturing Co.....25% _ mn. pres: per doz. $0 ~ Po nomen nahiaciod> «ngmhed 0&10% 
Can't Slip “ ..7% 8 10 1 oiling nal 50 ee 50% 
Peerless “ ..7) 8 10 Il PRIMERS 's Ringe... “ 
Duplex * 8 2s ee See Ammunition. cna dag nn aa ~ Ss eponeige 
Yale. Rus. Fin. 5 16 17 18 Champion Ringers. Bt ne 1 60 ROE cccepoccmeecenecseeecenes '% 
Duplex Planished. 29 31 87 38 PRUNERS re ; ae sag k5 0 | Gras _—- 
q ill’s Ring, boxes... . " 5f | 7ram. 
Galvano, Gal...... bo BB OD peed. ....... per doz. $6 50| Major Rings......... ” 6¢| 4-bu. “Hercules’”’..... per doz. 13 70 
If wanted made up, add per joint|Henry’s Improved..... “ > Perfect Ringers...... o 120] 1-bu. “‘Hercules”..... ™ 15 00 
or pet. lc: riveted, 1}c. Crating |Water’s Improved..... “ 80 Wolverine Rings..... r 1 4 SCRAPERS. 
“= ti Sain Wolverine Ringers.... = 80 oe. doz. $4 
rought Iron Gas Pipe. Fruit Jar. riangular...........per . 400 
$@i-in., black........ discount, 60% | Cork. sieewrenar White.............. per tb 30c ra, 
$@t-in.. black... ....  00,1085% | Daisy......+.000eee00e each, $3 10] Key. ns cakes ae ae «ee 
}-in. to 6-in, black... “ 70% | Phoenix............ A 1 Split, Gi cievis cee 4 
7-in. to 12-in., black... “ 624% Quick and Easy........ “ 2 70 Split. jane. * SEE: the esta 4 Without R - pling one 3 %s 3 
4@}-in., galvanized.... i 42% eo Ball, round 3 4 ~~. : ' x 
i i : "0 doz. 10 86 , round.......... With runners,ea.. 4.26 4.00 3.76 
4 @}-in., galvanized.... BO% | Giant... ...--seeeees per g OZ. 
f-in.to 6-in.,galvan’d “ 573% Giant | Pattern........ - RIVETS. er DOOR HINGES. 
7-in. to 12-in.,galvan'd “ 45% |Top Giant ww and Burrs. ee ee 
PLANES eee Necks pire’ asl 40% SCREWS. 
oppered Iron.......:.. Benc. 
Sargent Iron Bench............. 60% PULLEYS. eee... igataeae ns on = ree 1 t 
Stanley Iron Bench ............ Nets AeningJeg't...-. eoeee ‘iitee BE a A PS ice ko x 92 per tb. $0 iC PO et CRE $3.50 4.00 5 
PLATES, TIN. og be agen seeeeviees - - 50&10% Stotied Clinch per doz 40c@45c on — maple.. et ~~ - = 
apieeditenenes 1 8 er AE OR AR mn pape coer ee 0 
See Metals in Column 1. ine ee are: - -per doz. * i Nos 1 and 2 assorted sizes, doz, 45c peng REA eae er iy bt 70-10% 
a bon Dy gn” Zs (naaleammmmgrmmmnenariescmmanones |" ESP EMET AY Ray Rp 70-10% 
‘ss 8 84). oe . vee Piper dos. 3.58 RIVET SETS Lag or Coach—all sizes, gimlet 
Giant, Button’s—80% off list. Hot House— ap’d.. . .508&10 See Sets. DR ea ids dase ds kos e's % 
Cutting 7 = Ae peacseee ss seevenne ROPE. Saw—Centennial 
RR aE Ss 30% A x ide—Jap 4. Shed sie 9s 8, 508:107% | Cotton. . Nos .. 1 2 3 4 5 6 
Lodi, eeeecoeorcecceseesescegesed 50 alg . per doz. $0 18 t, 5-16 ae Com oe reels. “per Ib. I1}e Per doz 18c 20c 26c 30c 23c 25c 
Upper End and Diagonal Cutting iameinntn. oe 4,5-16in Com.incoils.. ‘‘ 12 ¢/Wood. 
Swedish Side......,.....<..0« 70% | Empire Pattern,2-in.. “ 20] _?, 5-16 Imperial in coils.. “ 21c} F. H. Bright........ oe + 87$&5&10% 
Utica Drop Forge & Tool Co.... Net} Ideal........sseeeee = 20| Sisal. R H Blued -  85&5& 10% 
; I : 5&10% 
Fencing. DE ccvcscssccess ‘ 25 = » mena se ececceccdoreres Il « 4 H. Jap’d $348:58:107, 
Black Bull.......... per doz. $8 25 ardware Grade, rates, perfb.. 10h | 5° iy press. - SESE 10% 
Farmers’ Choice......per doz. $8 00 PUMPS. Pure Manila. R. as Nickel Plated... eel 
Se ee er 8 251 Pitcher S ade eee) POET PD per fb.14« ickei Plated... 77 10% 
Flat end Round Nees a. ash ed Hardware Grade, rates... “‘ .12} SCYTHES. 
ewnarG's. . 29.006 +cabkapeuen 30% | _ Hach........ $1.00 1. is 1.0 1. to RULES pe Ye Bt ay ne techy per dos. $8 00 
oe EERO) ea ade 65% Spray. Boxwood Scuée vc. illetr | ipeer Leal Detiieien. “ 
Ot. 1k eee 50% Blizzard.........+++ per doz.$14 ten Mien weeds c06 smaiebien Net dover. Leaf T Dutchman. ‘ 7 50 
Pasnges.........--......0e seeiane, a occccesee r< 7 OP PEE ee Net: at “ware eeeee - fs 
Gas.—Inches.. 7 8 10 12| Day... ....... “* 9 SASH WEIGHTS. SHAVING § SETS 
Per doz..... $3.00 3.50 4.50 5.50 Little Giant. .c.+.0+-@80Me.. 398) See Weights. .............. Smith & Hemenway... . - 0% 
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a SETS. 
Natl. SQUARES. 
20 Round, common..... per doz. Steel and Iron TAPES, MEASURING. : 
0% Saeed insite $0 33|”° (Add for bluing, $2.50 PF dP seagl Ls “aa Solid Box............-+++++. 40&5% 
25% Octagon, common.... “ 33 Mitre. Pitieeiie. | .......... sag Williamson's Universal... ...... .007% 
No. 6, square.......- * 75 Tr Pat oad eis '% WARE 
il i ry and Bevel. Nets |*® ent Se ’ 
ner on? 15|Try and Miter Luflin’s Steel... ..ssesseeeeeees saat Wea ae theaees 
: , , DUG acco t Sauces si eR RR G ain or Unground............ 50 
4 asic all a2 ttm... On vn eomnpameananagetiented gn Seaman 1% 
0% so a . cee ene coon ne eelaaae TEE BEVELS—See Bevels. Enameled Ware..........- 39) 
M107 Aiken's Pettessse> -- 0 (iS Common Wood... . per doz. $0 70 THERMOMETERS. Country Hollow Ware, per 100 ths. $3 00 
To co ton's Monarch... “ 6 §0[Boss we gang Wood..  “ 1 25j Tin Case.........per doz. 80c@$1 25 White Enameled Ware. 
35 Disston’s X Cut ..... “4 90|lron F ag ide 1 20| Wood Rack. “ Beatin Rabies. - - 608 10% 
%, rd rame, porc’nbowl “ 1 es eoeree $2.00@12 00} Neverbreak F latand R 
@! German...++++++++++ 1 50|{ron Frame, glass bowl ae Misses och eess “ 2 Kettles ound Bottom 
G lam Bevecsecsees d i g0| Little Giant, tin’d iron.“ ; = atn ii — 
a Nash's Hand........ « g.145]Orum, japanned... « — § 99| Bale. Orme. Tin'd and Turn'd an 
. 35%, Nash’s X Cut... .4... 4 20} Drum, nickel plated “ Single Loop. Enameled voosee sees 
6% Stillman’s. Lever..... - 1 30 coe 450 SS ~ 80859, DBs idedea ac eas cee 
007% Stillman’s X Cut.. “ ——-g B01 Bis STAPLES ~Alltother Kinds. rooesen aT eee 
os.75 SHARPENERS, SKATE. a “ e “Cl omaha . Ee eR 
46 75 Diamond, -n07;-.- ver Sem Ml Seater Thi. fee TOOLS, SAW. ee ee 
a SHAVES Lecoaseers siheil yy hey than carload. oo. Universal......... 40% Cherry Blossom and Chrysv‘‘te..50% 
A FON. « sscske eee d de. sseeeee per 100 intature. aes WASH 
30%, Le PB ip Per dos OF es Bl yon yanized:------ ths. $2 10) Smith & Hemenway .......... 25% po ee 
Peres ewe hs eg 505% 
259, Goodell’s . ....+---- j St , 
3 °**CumaBs 15% | ,Calvanized........ per 100 Ibs. 4 00 jSarzent i TRAPS. Wrought Ze eg ap A og tb. 2tc 
. s Game, ; : 
ri 7e Pruning Staples, Hasps and —-ti—3ih <=... s * ie a 
“ Buckars ies b- Sires -per dos $5 75 Has aoe mes T2—T3—T4. eee ee cece ns was Ww ne c bc dic fic ftc dtc 
0 , California Pat., Ota. 4 20 sees and He Hooks 90.1081 ost pre acamane in j + “hil a oe A 
Cailfornia Pat..10in.. 4 00 Extra heavy............+.. TR10% | Reddick’ bf bee hk tk 
r, pees... 13 73 10% CK'S. ++ eee eeees per doz. $6 00 
% Henry's Pat. “ S ‘Sete " ‘. STEELYARD. ——— and Rat. A WEDGES. 
00 Per doz..... $1. 0 Ay a 2. * 2. . Discount 25%. Srey os MOUSE... osc ccc cece. as $2 25 Galling Bry nt Cuca sh - per dos. $0 38 
50 Shahi iadiksetaness per doz $4 00 STONES. Holdem Rat... 00e....e. 2. BOM yo deses wires nots per. 1 
% ee Axe. eo | Oe 20 WEANER 
oh iad . CEE ERS. 
% Reg. Grip. bees ‘gus A, ma FR Tonge ...-per th 5§@7 ¢| Delusion Mouse.........6+ ++ 0 oe. 7 4 = 
Nee Gane . : : Grit.........-5 uller’s, per doz...... 
% Pasi P..doz.. . "11.00 11.25 12.2f| Washita............ ee ~ ; TROWELS Tyler's Safety, per poe 9 to #2 50 
, Pia oped anks =" A724 * 60% ona ckservewewlt ees « 60% @60&5%, Brick. : Carroll's, per doz...... 300 to 3 75 
% SHEAVES, SLIDING DOO —Mounted. | Clover Leafa...-++se1e0+ + «190% Hosier, per. dos... - 3 50 to 4 60 
A Commit R. Arkansas Hard.......per doz.$23 00 = sree TEL, aUaks Okc ke 0 « 15&5% haw Perfected....... 300 to 375 
. Inches...++++++-: A ey tee an mora SED SE MER sccohandaissenreoss: soe Hitchi WEeeets 
Nee ie bw. ‘ veevateess PS ah et or ‘o aoe oe 
fo Hathield's. 6 0 gi Senay t00 perm O64! 1  sterers . Sash—f.o.b Chicago... —_ Py 
Oickivancess $0.80 1.10 1. rkansas Hard....... tb Clover Leaf...... : 
; SHELLS—See Ammunition ia Arkansas Soft ....... _e 3 b RM rtadiesccceececsen- 384 Cc een 
coon, SHELEEBRS: CORN dj B20 WB McPhee sees 25% eg ee ee 
: WO scab Auicoewcd eee } eer Creek......... Ce ee aan Sia Tye... ‘ 2 3 
) “De doz. $6 75 a “ 2 B TRUCKS. peneme Seal Teer..-- “ 39 00 
Expansion Bolt Shields. 50&1 Washita....... “ piled la aaah each $2 75 as — 
3 ec ay 40|Warehouse................ 50& 10% WHEELS. 
) Conductoriccescesvceee 6083 Black Diamond. No. 1 2 3 Corundum....... +... +++ + -T08108&5 
eosssces 10% Geaieint oes per gro. $8 00 Half Ironed.. $300 38 sn 4c iadin e. 6.0 s mete 
Set Orescent.....+.++0e. . Saal Palllme......... 5 5 5 50|Well. Inches... 8 10° «112 4 
SHOT—See Ammunition. Gem Corundum...... “ ol ie ngs ea 45 450 645| Perdoz..... $2.40 3.25 4.00 mF 
SHOVELS AND_SPADES Green Mountain...... “ 4 50 TUBS, WASH a 
oa a ma " - ener $a oi 7 00 is Wood. Ex. | Barbed WIRE. 
° oodford...... per d innebog.......... “ : OS .ccceees 3 2 c yoee. Painted. Galv’d 
ma doz. % se on or vaapeeeeeetee Re : Per doz..... $5.00 6.00 7.00 nees Costonde. . . per 100 Ibs.$1 92 #2 33 
Ames’ new list . .... Discount, 124% STOPS, BENCH —, fe : Pancng than car 200 240 
4 eR , . Piases Bi 
Neverbreak, hollow bek, bik. oie 7 ooo at See per doz. $3 50 ee. 6.35 7.00 9.50 - rg eveee ic ineadctdteoames oe 
National. . ip. Wee eeperere’...-----:-.--- _" 4 00 er doz..... 6.10 7.10 spools, new list........ 50 
Pee na - bs “a STOPPERS, FLUE. Indurated 7.00 10.80} Broom—Tinned, - . . 608:10818810% 
.— “ aii an 70 —— Rie ae og per doz. $0 40 eae” 8.55 9.45 10.80 13.50) Copper. price as Barbed Wire. 
- Gem, flat, painted...... 45 ‘ In coil 
Iwan’s Perfect Gem, flat, painted...... “ NO......-sseceeee 1 COME... 2 ccccercccceeere ns 20 
Raia aoe. jon.....,.....-.-50% |Gem, cor’d, decorated.. . 85) Per doz........... $5.25 6.00 7 ; OE spools, new list... ... 50&10 
Black Diamond. per d $12 i a ae “ TWINE = Nos. carn ae 
<x... 8" 3 3p | Perfect... oe sereneee “ wou , P Nos Gto8 Galas 2 80 
Kaen. eee “ : 75 Skinner’sCommo* Sense “ 80 rely Cotton Wrapping ..... af - air— New List.. ac 50% 
Brides 4x on bunds “ STOVE PIPE—See Pi i _ yeahs arket. = opti 
Vat a 4 75 4 e ripe t * srccccsces 28¢ Brig 
eae peeks, * 950] Stove POLISH See Posh [t= Extra Wiapping..-26| neh bron ei... ah 
A Beseocers ; if —See Po.ish. i“ re rapping... . 25¢ Coppered, full coves 
Pee new list .. ....Discount, 124% Scoop STRAPS. 3 ,, Wrapping on tubes... .27¢ Ce pete’, ne it ie 
os ris $1.65 COOP....++.+...-per doz prs., $1 80/4 “ - bat Sah eee,  -25c Tinned. ull bdles.......... .75&5 
Aleta Steak. .$1.65@$9.00|Skate............ “ « 69@70| India Hemp, }-Ib. ball oe -25C Bega = bdles....... 65&10% 
D Handle ae Ppa . D as66seoces 2ic by ncoils.... 80% @80&10% 
jam iaame t: per | doz. $3 50 C STRETCHERS. a ee end nae 20c In 5-Ib spools....... per fb. be 
ng Handle........ 3 00 ——. a ae doe 750 | ait Smalll lots.......-. "$2 10 
SINKS. llard’s.....+++++.- per doz. $3 90|-Ply Jute, tid. “ .. * 6c | OS a F 
Com s Jeon. a... bt apis - 5 25 nid one oy oe aie Small spuols 5¢ per 100 higher. 
Ba lie eable Iron....... “ ute W ete & a, WREN 
Whitin ee tt : 70 rapping, 4-tb. balls CHES. 
pepeeated: White. . 50810 Perfection.........- “ 6 Sate Weel, 2-2b. balle............. 14c | Acme standard.. 
Wroweh roel . . .508&10% iis hs. REL a ; - Seins. MB adierecieae 9}c Alligator No. 1... om “ ‘ ; wi —e% 
ainted, new list 40-10&5%, tre. Manis - ways Ready ence aaa 
eewescee | : : age vee 12 «15 + | Agricultural.... ‘ele 
ie eosin thes theekiniien "0 os p ~ aaah ood SURO per doz. $6 00 — Gis twas perth 32 31 30 Elli Adjustable steeceess eens 785% 
: . 5. “Oe ¥ :qg| Med........ “ ; > pebbahemmee 2 0 
dia HARNESS. see Glemh. .<c...<- “ : re Hard....... “ os . Malleable SMeecceees ss pert. OBe 
Champion... ...---0+++++ 15 % ere . Staging, }-Ib. : tillson Pipe............. 
jane baa cain at ones “wary Star Lever........ “ ~ a - gia ata iy i> ee 26}c | Bemis & Call's: -ooe nee Aa 
SNA A thd ick delle 60%| Canton Tackle Block. “ 9 5 x AS OMe 7 repo at0e a nage? S, 40&5% ; Adjustable S 
Double Ring Bush... Warner's ...+-.5+-.- : 6 2 Bagging . Pie pete ee — 40%: i Pattern, 
iain... <T SWIVELS. py “B” in hanks............ 23! Stee! Handle Nut. rs riche, BY 
Patent Loop, Grass. “ 7 00] Malleable Iron......... + “B" i ae ote Combination Black........ vs 
the 6 00 i Oras wae «Te Mink Werke Parham 2c. te, 50& 5% 
SNIPS, TINNERS’ Wrought Steel.........pe A On SE ie tte errick Pattern, ...-..-++. 508 5 
Clover Leaf RS’. per gro. 45] 3“ Sil at Ae ee SEEM .27¢ Double End Adj.S ey 
Clover Oh...» .+++0+-++++. 408 10%, TACKS. F. ilver Finish, in hanks. ..37c oe Seece 055.49) 405% 
ng a eRe 408:10% | American Cut 908:15% gl or Lath. Wo. 80. R WRINGERS 
Teer eee eee ee ee) ‘ ob a lll ali allat ge FO . = , .* 
at ae aa % American Wire............. 830206: | 200 ea estore tes nad | Universal...” 33 00 
. ill Posters Cut..........- Pees [eee SOONG ci en nace adccencserss —c| No Novelty......  “ 
SPRING . 9ASCS, : \ Ae 33 00 
Perfect. S, DOOR. nae ga ee eit s arc aaahee 90S:10°, VISES. po cag. “iyo 33 00 
NOs... ++... WE ES |. athena 905106, |Phoenix.......0. .eeeee wom | No: BOE, Universal. . os 
Pong a a ie Galindo W0s::0%; |Phoenix Oval Slide % | No 790. Guarantee... 40 00 
Perd . : aii Ties.......0.5.. gots eee 2 3 33 4 on U, — seoccce . 35 50 
— oz... light, $1.15; heavy, $2 50] Double Pointed. aes E+ se ee si-ds 1.50 1.85 ots No. — Guarenten... 35 00 
ae — vecccccccccccess 90% | Parker's Parallel..... 207, | No 110, on weg Bs 30 50 
z ight, 90c; heavy, OT | ci ctehe  eeeee pertb. 34 Parker’s Victor............... m | No. 110, Brighton..... z 26 00 
orrey's....... , 1) 20% | No. 740, Bic “ 
sede s per doz. $1 20 Zanvas Nails.. - Park Ss - FOU os oces 
arrey's Dil vcpenes 35 «iiss au er’s Swivel Base. . ae. ee 4; 35 50 
er’s No.... ‘0 , vel Base.......... 20 o. 22 Gr ‘ 
«ack ie 13 | Clout Nails - Parker’s Re-inf ; jarantee.... 35 
iy dapat te | $1 35/4 @ils.. .. 6... eee e eee 10-5% | Parker’ e-inforced .........- 20 No. 22. Domestic “ 35 @0 
sees ungarian Nails............ 75%] Parker's X Sevies..........- 20%, |No. 22. Pion Sete ee 
. ++ - 75%] Parker's Combination Sep aapens 20%, No. 2,  hermew ng ove. 26 00 
° Puscave “ 350 
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ADVERTISER’S INDEX 


ALPHABETICAL LIST. 


Ambler, Holman & Co..... onsecanane 
American Rolling Mill Co...........+ 
American Sheet and Tin Plate Co.... 
American Steel & Wire Co.......... 
American Wringer Co............+.. 
DRG TRE Gs oo vn cb vdenssiceenas 
ADE BOM sons conc cnrvanees 
Avery Stamping Co.............. « 


Boynton Furnace Co.............. 
Brauer A. G. Supply Co............. 
Buhl Stamping Co.................. 
Bullard & Gormley Co.............. 


Clayton & Lambert Mfg. Co......... 
Cleveland Castings PatternCo........ 
Cooper Oven Thermometer Co....... 
Cope, Geo. W., Stove Pattern Works. . 
Cortright Metal Roofing Co.......... 
Se Ra ns nw so. 00 can dcicanke 
DeKalb Wagon Co.............s00 
Delta File Works...........c0ccs000 
Detroit Heating & Lighting Co....... 
Detroit Vapor Stove Co............ 
Dixon, Jos., Crucible Co............ 
OOP OENE Cnc ees ie SS 
Dreis & Krump Mfg. Co............. 
Eagle Woodenware Mfg.Co.......... 
ae 
De SDs bo Svunedciccccsns ca 
Follansbee Bros. Co................ 
Forest City Fdy. & Mfg.Co.......... 
Franklin Machine Works............ 
Friedley-Voshardt Co.............. 
PGMs 5090s cnnveesaodd’ s$s% 
Globe Gas Light Co................ 
Globe Ventilator Co................ 
Harrington & King Perforating Co... . 
Hayes-Langenberg Mfg.Co.......... 
PN i whdcondesees Sekstie 
Henry Furnace Co.,T.E............ 
MR GIN Soenisess cebes eavcees ue 


Zep-Hiet Bottle Co......... 5. .cssce 
Ideal Sad Iron Mfg. Co.............. 
READ ss 0% vac cdkoawseseus 
Kelsey Heating Co................. 
EIEN 5 nw coccsceecdedvt 


Ry SEcaSS ato oe hse sees eck 
Litchfield Trade School............ 


Lovell Mfg. Co........ 


Peck-Hammond Co., The.......... 


Philadelphia Lawn MowerCo........ 
Puliman Auto. Ventilator Co........ 
Puritan Cordage Milis.............. 
Quality Stove & Range Co.......... 


Quincy Pattern Co................ 
Richards-Wilcox Mfg.Co........... 


RIGOR BtOVS GO... ccccccciisscccce 


Robinson Furnace Co.............. 
Robinson Mfg. Co.,J.M............ 
Ruby Chemical Co...........ss-- 
Scheible & Moncrief Heater Co...... 
Schwab, R.J.& Sons Co............ 
ates GUNG as coe ie scedeses cust 
Ee Ci NB ai 0's coc eveccccvecs 
Ry ls Gc cccccccescctanss 
Smith & Hemenway Co..... keh 


Sprague Fdy. & Mfg. Co............ 


Standard Ventilator Co............ 
Stark Rolling Mill;Co.............. 


Stoll Co., D Hocccccccccsscccccecs 


Sturges & Burn Mfg. Co............ 
Sullivan-Geiger Co............-.+.- 
Re ee re 
Symonds Register Co.............. 


TOON BG ssh cb eneisscewes dass 
Taylor & Boggis Fdy. Co.......... 
Union Steel Screen Co...........+.4. 
Universal Stamping & Mfg. Co...... 
Utility Stove & Range Co.......... 


IR iw 506 o000kdenthed ton 
Lyon, Conklin & Co................ 
Merchant & Evans Co.............. 
Michigan Safety Furnace Pipe Co.... 
Milwaukee Corrugating Co.......... 
Monroe Fdy. & FurnaceCo.......... 
eee OG We he vce cc cdcipeten 
Munsell Co., Eugene.............. 
National School of Pattern Drafting. . 
National] Sheet Metal Roofing Co.... 
Niagara Machine & Tool Works...... 
Nickel Plate Stove Polish Co........ 


J 


11 


w 


94 
74 


91 


oe 
to 











Van Doren Mfg. Co...............- 92 
Vedder Pattern Works.............. 11 
Waterloo Register Co.............. 10 
. rere Prore 85 
Weller Pattern Co;.............6.. 1 
Wheeling Corrugating Co.......... 75 
White Mountain Freezer Co........ 9 
Youngstown Sheet & Tube Co....... 86 
CLASSIFIED LIST. 
Barb Wire, 

American Steel & Wire Co.. 

Chicago, III. 

Boilers—Steam, 


Boynton Furnace Co., Chicago, Ill. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Smith Co., Chas., Chicago, Ill. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Bottles—Vacuum, 
Iey-Hot Bottle Co., Cincinnati, O. 


Brass and Copper. 
Hussey & Co.. C. G., Pittsburgh, Pa. 


Buckets. 


Eagle Woodenware Mfg. Co.. 
Hamilton. 9. 


Carpenters’ Tools. 


Smith & Hemenway Co.. 
New York, N. Y. 


Ceilings, 
Berger Mfg. Co., Canton, @, 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, 0. 


Friedley-Voshardt Co.. Chicago, Tl. 


Milwaukee Corrugating Co 


Milwaukee, Wis. 
Mullins Co., W. H., Salem, 0. 


Wheeling Corrugatine Co., 
Wheeling, W. Va. 


Cement—Roofing. 
Auld & Conger Co., Cleveland, 0. 


Chimney Caps. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Combination Heaters. 
Smith Co., Chas., Chicago, D1. 


Conductor Pipe, 
American Rolling Mill Co., 
Middletown, 0. 


Berger Bros. C., Philadelphia, Pa. 


Berger Mfg. Co., Canton, 0. 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, 0. 


Clark, Smith Hdw. Co., Peoria, Ill. 
Friedly-Voshardt, Chicago, Til. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 
Mullins Co., W. H., Salem, 0. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Conductor Hangers. 
Berger Bros. Co., Philadelphia, Pa. 


Cord—Sash, 


Puritan Cordage Mills, 
Louisville, Ky. 


m4 Robinson Mfg. Co., 


Cornice Brakes. 


Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump, Chicago, Ill. 


1 Niagara Machine & Tool Works, 


Buffalo, N. Y. 
J. M., 
Cincinnati, O. 


Crimping Machines. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y 


Robinson Mfg. Co., J. M., 
Cincinnati, 0. 


Stoll Co., The D. H., Buffalo, N. Y. 


Culvert Machinery. ns 


Bertsch & Co., Cambridge City, Ind. 
Stoll Co., D. H., Buffalo, N. Y. 


Cutlery. 


Ambler, Holman & Co., Chicago, Il. 


Smith & Hemenway Co.. 
New York, N. Y. 


Cut-Offs—Rain Water. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sullivan-Geiger Co.. The, 
Indianapolis, Ind. 


Dampers, 


Taylor & Boggis Fdy. Co., 
Cleveland, Ohio. 


Dies. 


Stoll Co., D. H., Buffalo, N. Y. 


Eaves Trough. 


Berger Bros. Co.,° Philadelphia, Pa. 


Berger Mfg. Co., Canton, 0. 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Mullins Co., W. H., Salem, 0. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Elbows. 


Canton Art Metal Co., Canton, O. 


Elbows—Conductor Pipe, 


American Rolling Mill Co., 
Middletown, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elevators. 


Franklin Machine Works, 
St. Paul, Minn. 


Kimball Bros. Co., Council Bluffs, Ia. 


Enameled Ware. 
Avery Stamping Co., The, 
Cleveland, 0. 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Facings. 


Dixon Crucible Co.. Jos.,* 
Jersey City, N. J. 


Fencing—Iron. 


Cincinnati Iron Fence Co., 
Cincinnati, O. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Il. 


Files, 





Cornices. 
Berger Mfg. Co., Canton, 0. 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, O. 
Friedly-Voshardt Co., Canton, 0. 
Mullins Co.. W. H., Salem, 0. 


Delta File Work, Philadelphia, Pa. 


Furnaces—Hot Air, 
Boynton Furnace Co., Chicag) [\. 
Forest City Fdy. & Mfg. Co., 

Cleveland, Ohio, 
Haynes-Langenberg Mfg. Co., 
St. Louis. Mo. 


Henry Furnace Co., T. E., 
Clevelan’, 0, 


Kelsey Heating Co., Syracuse, \. y. 


Monroe Fdy. & Furn. Co., 
Monroe, Mich. 


Peck-Hammond Co., Cincinnati, 0. 
Robinson Furnace Co., Chicago. [)). 


Scheible Moncrief Furn. Co., 
Cleveland, 9. 


Schwab, R. J., & Son Co., 
Milwaukee, Wis 


Smith, Chas., Chicago, 11. 
Smith Co., Chas., Chicago, 11 


Sprague Fdy. & Mfg. Co.. 
Council Bluffs, Ia. 


Furnace Pipe and Fittings. 


Michigan Safety Furnace Pipe Co. 
Detroit, Mich. 


Furnaces—Soldering, 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, 0. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Globe Gas Light Co., Boston, Mass. 
Ringen Stove Co., St. Louis, Mo. 


Furnace Repairs. 


Brauer Supply Co., A. G.. 
edi St. Louis, Mo. 


Grease-Graphite. 


Dixon Crucible Co., Jos., 
Jersey City, N. J 


Hammers. 
Van Doren Mfg. 


Chicago Heights, 


Handles—Sad Iron. 


Universal Stamping & Mfg. Co., 
Cleveland, 


Hardware Jobbers, 
Bullard & Gormley, Chicago, Ill. 
Clark, Smith Hdw. Co., Peoria, Ill. 


Hardware Specialties. 


Ambler, Holman & Co., Chicago, Ill. 
Avery Stamping Co., Cleveland, 0. 
Berger Bros. Co., Philadelphia, Pa. 
Cleveland, 0. 


Fanner Mfg. Co., 
Lufkin Rule Co., 
North Bros. Mfg. Co 


Saginaw, Mich 


Richards, Wilcox Mfg. Co., 


Aurora, Ill. 


Smith & Hemenway Co 


New York, mw, ¥. 


Sturges & Burn Mfg. Co 
Taylor & Boggis Fdy. 


Van Doren Mfg. Co 


Chicago Heights, Il. 


Hollow Ware. : 
Avery Stamping Co., Cleveland, 


Ice Cream Freezers. 
North Bros. Mfg. 


White Mountain Freezer Co., 


Nashua, N. H. 


Iron Enamel. 
Nickel Plate Stove Polish Co., 


Chicago, [Il. 


Kitchen Utensils. 
Avery Stamping Co., 
Lalance & Grosjean Mfg. Co., 


Chicago, Ill. 


Sturges & Burn Mfg. Co., 


Chicago, III. 


Lanterns. 





Buhl Stamping Co., 


ll 


Philadelphia, Pa. 


Chicago, Ill. 


Co., 
Cleveland, 0. 


Co., 
Philadelphia, Pa. 


Cleveland, 0. 


Detroit, Mich. 
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Lawn Mowers. 


P jelphia Lawn Mower Co., 
Philadelphia, Pa. 


ee Hardware Cé., 
Philadelphia, Pa. 


Lineman’s Tools. 


smith & Hemenway Co., ‘ 
New York, N, Y. 


Metal—Perforated. 
farrington & King Perforating Co., 
Chicago, Ill. 


Metal Polish. 


Plate Stove Polish Co., 


Nickel 
Chicago, Il. 


Metal Shingles, 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, O. 


Cortright Metal Roofing Co., 
Philadelphia and Chicago. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


National Sheet Metal Roofing Co., 
Jersey City, N. J. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Mica. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Munsell Co., Eugene, 
New York and Chicago. 


Miters, 


Friedley-Voshardt Co., Chicago, IN. 


Milk Cans. 


Sturges & Burn Mfg. Co.. 
Chicago, Ill. 


Mops. 


Kagle Woodenwuare Mfg. Co.. 
Hamilton, 0. 


Dobbins Mfg. Co., Minneapolis, Minn. 


Motors—Water. 


Smith & Hemenway, 
New York, N. Y. 


Ornaments—Sheet Metal. 


Canton Art Metal Co., Canton, 0. 
Friedley-Voshardt Co., Chicago, Ill. 
Mullins Co., W. H., Salem, 0. 
Paint-Silica-Graphite. 
Dixon Crucible Co., Jos., 
Jersey -City, N. J. 
Plumbago. 


Dixon Crucible Co., Jos., 
Jersey City, N. d. 


Plungers. 
Berger Bros, Co., Philadelphia, Pa. 


Presses. 


Stoll Co., D. H., Buffalo, N. Y. 


Presses—Punch. 


Robinson Mfg. Co., J. M., 
Cincinnati, 0. 


é 


Punches. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Robinson Mfg. Co., J. M., 
Cincinnati, 0. 


Buffalo, N. ¥. 
New York, N. Y. 


Stoll Co., D. H., 
Weiss & Co., H., 


Racks—Oven and Boiler. 
Union Steel Screen Co., Albion, Mich. 


Rasps. 
Delta File Works, Philadelphia, Pa: 


Razors. 


Smith & Hemenway Co., 
New York, N. Y¥. 





Registers. 


Henry Furnace Co., T. E., 
Cleveland, 0O. 


Schwab, R. J., & Sons Co., 
Milwaukee, Wis. 


Symonds Register Co., St. Louis, Mo. 


Waterloo Register Co., Waterloo, Ia. 


Roasters. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rolls Forming. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofers’ 


Auld & Conger Co., 
Berger-Bros, Co., 


Supplies. 
Cleveland, O. 
Philadelphia, Pa. 


. 
Roofers’ Tools. 


Auld & Conger Co., Cleveland, O. 


Roofing—Iron and Steel. 
American Rolling Mill Co., 
Middletown, O. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Berger Bros. Co., Philadelphia, Pa. 


Berger Mfg. Co., Canton, 0. 
Burton Co., W. J.. Detroit, Mich. 
Canton Art Metal Co., Canton, O. 


Follansbee Bros. Co., Pittsburgh, Pa. 
Friedley-Voshardt Co., Chicago, Ill. 
Inland Steel Co.. Chicago, Il. 
La Belle Iron Works, Steubenville, 0. 


Merchant & Evans Co 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


National Sheet Metal Roofing Co., 
Jersey City, N. J. 


Stark Rolling Mill Co., Canton, 0. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Youngstown Sheet & Tube Co., 
Youngstown, O. 


Rope. 


Puritan Cordage Mills. 
Louisville, Ky. 


Rope—Wire. 


American Steel & Wire Co., 
Chieago, Il. 


Rules. 
Lufkin Rule Co., Saginaw, Mich. 


Sad Irons. 
Ideal Sad Iron Mfg. Co., 


Cleveland, 0. 


Saw Sets and Saws. ; 


Smith & Hemenway Co., 
New York, N. Y. 


Schools—Sheet Metal Pattern Draft- 
ing. 

National School of Sheet Metal Pat- 

tern Drafting, St. Louis, Mo. 


Litchfield Trade School, 
Libertyville, Ill. 


Screens—Perforated Metal, 


Harrington & King Perforating Co. 
Chicago, Il. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Shears—Sheet Metal, 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Robinson Mfg. Co., J. M., 
Cincinnati, OQ. 


Smith, H. Collier, Detroit, Mich. 
Stoll Co., D. H., Buffalo, N. Y. 
Weiss, H., & Co., New York, N, Y. 





Sheets—Black and Galvanized. 


American Rolling Mill Co., 
Middletown, 0. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Berger Mfg. Co., Canton, 0. 
Follansbee Bros. Co., Pittsburgh, Pa. 
Inland Steel Co.., Chicago, fil. 
La Belle Iron Works, Steubenville, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stark Rolling Mill Co., Canton, 0. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Youngstown Sheet & Tube Co., 
Youngstown, 0. 


Sheets—Ingot Irons. 


American Rolling Mill Co., 
Middletown, O 


Sheets—Toncan Metal. 
Stark Rolling Mill Co., Canton, ¢ 


Sheets—Vismera, 
Inland Steel Co., Chicago, I. 


Shovels, 


Avery Stamping Co., Cleveland, O. 


Skylights. 


Canton Art Metal Co., Canton, O. 


Skylight Gearing. 
Weiss & Co., H., New York, N. Y. 


Slate Roofing. 
Auld & Conger Co., Cleveland, O. 


Slating Nails. 
Auld & Conger Co., Cleveland, 0. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Soldering Flux. 
Ruby Chemical Co., Johnstown, O. 


Soldering Irons—Self Heating. 
Dobbins Mfg. Co., Minneapolis, Minn. 
Lyon, Conklin & Co., Baltimore, Md. 


Stampings. 


Avery Stamping Co., Cleveland, 0. 


Statuary. 
Friedley-Voshardt Co., 
Mullins Co., W. H., 


Chicago, Ill. 
Salem, 0. 


Stoves and Ranges. 
Clark & Co., Geo. M., Chicago, Ul. 
Detroit Vapor Stove Co 


Estate Stove Co., Hamilton, 0. 


Quality Stove & Range Co., 
Belleville, 1}. 


Ringen Stove Co., St. Louis, Mo. 


Utility Stove & Range Co., 
Indianapolis, Ind 


Stove Patterns. 


Cleveland Castings Pattern Co., 
Cleveland, O 


‘| Cope. Pattern Works, Geo. W 


Detroit, Mich. 
Quiney, Il. 
Troy, N. Y. 
Quincey, IT. 


Quincy Pattern Works, 
Vedder Pattern Works, 
Weller Pattern Co., 


Stove Pipe and Fittings, 
Hemp & Co., St. Louis, Mo. 


; Btove Polish. 
Brayer. Supply Co., A. G 


Detroit, Mich. 





St. Louis, Mo. | 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 
Nickel Plate Stove Polish Co., 
Ohicago, I. 


Stove Repairs. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Stove Trimmings. 

Fanner Mfg. Co., Cleveland, ©. 
Tapes. 

Saginaw, 


Lufkin Rule Co., Mich. 


Technologist. 
Hooper, C. N., Dubuque, Ia 


Telephone Wire, 
American Steel & Wire Co 
Chicago, Hl 


Thermometers—Oven, 
Cooper Oven Thermometer Co. 
Pequabuck, Conn 


Tin—Perforated, 
Harrington & King Perforating Co 
Chicago, iI! 


Tinners’ 
Berger Bros, Co., 
Bertsch & Co., 
Dobbins 


Tools, 
Philadelphia, Pa 
Cambridge City, Ind 
Mfg. Co.. 
Minneapolis, Minn. 
Dries & Krump Mfg. Co., 
Cc 
Fuller, Otis L., Sepia aan 
Lufkin Rule Co., Saginaw, ‘Mico. 
Niagara Machine & Tool Works, . 
Buffalo, N. Y. 
Robinson Mfg. Co., J. M., - 
Cincinnati, O 
Detroit, Mich. 
Buffalo, N. Y. 
» New York, N. Y. 


Smith, H. Collier, 
Stoll Co., D. H., 
Weiss & Co., H. 


Tinplate, 
American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 
Berger Mfg. Co., Canton, 0. 
Follansbee Bros. Co., Pittsburgh, Pa 
Merchant & Evans Co., . 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Tanner & Co., Indianapolis, Ind. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Tools—General, 
Van Doren Mfg. Co., 
Chicago Heights, Ill. 


Torches, 
Ashton Mfg. Co., Newark, N. J 
Bernz, Otto, Newark, N. J. 
Burgess Soldering Machine Co., 
lumbus, 0. 
Clayton & Lambert Mfg. Co., 
Detreit, Mich. 


Globe Gas Light Co., Boston, Mass. 


Trowels, 


Avery Stamping Co., Cleveland, 0. 


Ventilators, 
Berger Bros. Co., Philadelphia, Pa. 
Berger Mfg. Co., Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 
Globe Ventilator Co., Trey, B.'Z. 
Lee, Thos., Cincinnati, O. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Ventilator Co.. 
York, Pa. 


Pullman Auto. 


Standard Ventilator Co., 


Lewisburg, Pa 


Wagons—Hardware Delivery. 
DeKalb Wagon Company, 
DeKalb, Ill. 


Wire. 


| American Steel & Wire Co., 


| 


Chicago, Ill. 


Wringers. 
American Wringer Co., 
New York, N. Y. 


Lovell Mfg. Co., Erie, Pa, 
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Wants and Sales 


For paid Yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties de- 
siring to purchase a business, business 
for sale, partners wanted, to exchange, 
etc. Not exceeding fifty words, the 
price to non-subscribers is one dollar, 
payable in advance. Those who re- 
spond to these announcements will 
please mention that they 
“READ THE ADVERTISEMENT IN 
AMBRICAN ARTISAN.” 











—— 


U.S. and Foreign Patents 
secured. Trade-Marks Reg- 
istered. Patent Validity and 
Infringement Opinions. 
Consulting Expert HERBERTE. PECK Patent Attorney 
Established 1895 WASHINGTON,D.C. Barrister Bldg. 











BUSINESS CHANCES. 








For Sale—Small stock of hardware and 
tin and furnace shop, along with light 
architectural iron business; established 
since 1886, in Chicago. Selling on account 
of ill health. Splendid opportunity for 
enterprising young man. Address T-77, 
in care of AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, Illinois. . 

7 = 


For Sale—Hardware and implement 
stock and buildings in live North Dakota 
town on the new Puget Sound road. Will 
take part cash-and take balance in real 
estate. Stock about $13,000 and buildings 
about $5,500. Address T-78, in care of 
AMERICAN ARTISAN, 537 South Dear- 
born Street, Chicago, Illinois. 7-3t 


For Sale—A good, up-to-date stock of 
hardware, with plumbing and tinshop in 
connection; located in one of the best 
towns in Michigan and doing a good busi- 
ness. Good reason for selling. Stock will 
invoice about $7,500. Address T-81, in 
care of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 7-3t 


For Sale—Tinshop in Chicago. Will sell 
on reasonable terms. Must leave city on 
account of sickness. Address T-79, in 
care of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 7-3t 




















For Sale—Established hardware busi- 
ness, with tinshop, in'a live town; good 
location. Reason for selling—sickness. 
Will sell at a discount if taken at once. 
Address A. . Giese, 106 West First 
Street, Duluth, Minnesota. 6-ufn 


If you have $1,500, and are a tinner 
looking for a chance to go into business, 
it will pay you to investigate this, as [ 
have just about the best located shop in 
Chicago and need a partner with money 
for reasons which I will fully explain if 
you mean business. Telephone Edgewater 
7496, or write for appointment. A. P. 
Nelson, 1132 Bryn Mawr Avenue, Chicago, 
Illinois. 6-3t 


For Sale—A general stock of hardware, 
paints and oils, in Grand Rapids, Mich- 
igan. Stock is well selected and no old, 
shelf-worn goods. Tinshop in connection. 
Inventory about $5,000. The best of rea- 
sons for selling. Address T-72, in care 
of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 6-3t 


For Sale—Tin, furnace and plumbing 
business in a good, live town; good farm- 
ing country surrounding; have a fine set 
of tools; shop in business part of town; 
rents low—plenty of work all year around. 
This is one of the best openings in the 
State for a good mechanic. Reason for 
wanting to sell is that I am getting old. 
For particulars, address T-73, in care of 
AMERICAN ARTISAN, 537 South Dear- 
born Street, Chicago, Illinois. 6-3t 


For Sale—A stock of hardware and tin- 
shop in two separate buildings, each busi- 
ness separated; will sell together or sep- 
arate; in a good county seat town Bn 
northeastern Kansas; doing a good busi- 
ness, and have agencies of some of the 
best lines in the trade; will deal direct. 
Address T-70, in care of AMPRICAN AR- 
TISAN, 587 South Dearborn Street, Chi- 
cago, Illinois. 5-8t 

















BUSINESS CHANCES. 


HELP WANTED. 














For Sale—One-half interest in a good 
paying sheet metal business in a city of 
40,000 people. This is a good chance for 
a good mechanic. Address H. R. Naber, 
510 College Street, Springfield, —_— 





Hardware Salesmen—You can make ex- 
tra money soliciting subscriptions for 
AMERICAN ARTISAN during your spare 
time. Liberal cash commission paid. For 
particulars address Circulation Depart- 
ment, AMERICAN ARTISAN, 637 South 
Dearborn St., Chicago, Illinois. 


Business Chance—Fine opportunity for 
ey none about $4,000 capital and 
usiness ability to build up great business 
of good salable article having no compe- 
tition; fully protected by U. S. patents; 
all tools complete; some ready for mar- 
ket; stock on hand; would consider prvp- 
erty in part payment; best reason for sell- 
= only parties interested need reply. 
Address J. Oscar Smith, Moberly, a 


For Sale—Acme Quality House Paints; 
nice, clean stock of about 300 gallons, in 
¥%, % and l1-gallon sizes. Write for list 
of colors and attractive price. Address 
W. D. Cooke, Green Bay, Wisconsin. 6-3t 


TINNER’S TOOLS. 


Wanted — One second-hand Moore’s 
Double Seamer; don’t need discs; also one 
large turning machine. Address H. C. 
Peppler, 2767 Lincoln Avenue, Chicago, 
[llinois. 7-3t 

Wanted to Buy—A set of tinners’ tools 
and some gas fitters’ tools, in good condi- 
tion; must be cheap to start. Address 
O. M. Hoover, Box 152, Zwolle, Loma. 

For Sale, Cheap—Three round-face 
plates, 45-inch opening; one border for 
the above; one round-face plate, 30-inch 
opening. All as good as new. For prices 
and particulars write Reedsburg ard- 
ware Company, Reedsburg, Wisconsin. 
































Wanted to Buy—Second-hand cornice 
brake; must be all steel and to brake 18- 
gauge iron, and all necessary attach- 
ménts; 8 or 10 feet. Give best cash price 
in first letter. Address Hackman & 
Gersting, 3309 Jacob Street, Wheeling, 
West Virginia. 6-3t 

Wanted, to Buy—A good second-hand 
30-inch square shear, also 8-foot cornice 
brake; must be in good shape. State best 
cash price in first letter. Address T-69, 
in care of AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, —_— 








Tinners Wanted—To solicit subscrip- 
tions for AMERICAN ARTISAN. Liberal 
eash commission paid. For particulars 
address Circulation Department, AMERI- 
CAN ARTISAN, 437 South Dearborn St., 
Chieago, Illinois. 


HELP WANTED. 





x 











Wanted—First-class and experienced 
plumber, steam and _ hot-water-heating 
man, capable of figuring jobs and taking 
charge of work; married man preferred. 
Town in northern Indiana. Address. T-82, 
in care of AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, 7. 

1~ 

Wanted—Tinner; steady work all year; 
good wages; must be a good man. Ad- 
dress W. L. Scoggin, 108 East Fourth 
Street, Cedar Falls, Iowa. 6-3t 


Wanted—About March 15, a ‘ood, 
steady tinner; one who can do plumbing, 
hot-air, hot-water and steam heating. 
State wages and age in first letter. Ger- 
man preferred; no boozer need answer. 
Address O. M. Graham, Clarksville, Iowa. 


Wanted—A good, first-class tinner and 
furnace man; work the year around; none 
but a sober man need inquire. Address 
Woelfel & Gundlach, Lincoln, Illinois. 6-3t 


For Sale—One set of Tinners’ Tools. 
For list, address A. D. Palmer, Decorah, 
Iowa. 6-3t 

Wanted—A tinner; steady work year 
around; wages, $3 per day of 10 hours; 
must be capable of doing any work that 
comes into ordinary country tin and fur- 
nace shop. References must accompany 
the application; also state experience. 
Address Kewaunee Hardware Company, 
Kewaunee, Wisconsin. 5-3t 


Wanted—Foreman for tinshop of ten or 
fifteen men, who can cut patterns and 
thoroughly understands sheet metal work, 
hot-air furnaces, etc. Write full particu- 
lars as to : Sepectqnce and refer- 
ences. Address e Carlton-Lusk Hard- 
ware Co., Boise, Idaho. 5-3t 























— 


Wanted — First-class  experie:ceq 
plumber, steam and hot water he: ing 
and furnace man, capable of figuring ob; 
and taking complete charge of work. 
Steady employment. No one consid: red 
who uses intoxicants. Man with experj- 
ence in the country preferred. Address 
Marshall Bros., Harvard, Ill. ~3t 

Wanted—At once, good, steady, jj 
around tinner and sheet irom worker. 4 
steady job the year aro to a good 
man. hen answering, please state age 
and wages wanted in first letter. q-. 
dress -71, in care of AMERICAN 
ARTISAN, 537 South Dearborn St., Chi- 
cago, Ii. 5-8t 

Foreman Wanted for Sheet Metal Shop 
—We wish an A No. 1 foreman who can 
figure estimates correctly and who is ac- 
customed to sheet metal working and 
ventilating. Steady position to a first 
class man, Address, stating experience, 
reference and salary expected. Address 
T-74 in care AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, Ill. 6-3t 

Wanted—A good tinner, slater and fur- 
nace man. I have a steady job by the 
year for the right man. I do not want 
a. boozer at any price. A desirable place 
for some one. Address E. C. Boorn, War- 
ren, Ohio. 5-3 


SITUATIONS WANTED. 


Situation Wanted—Young man would 
like position as tinner. Have seven years’ 
experience, diligent worker and am no 
boozer. Would like a shop where I can 
advance. Address T-75, in care of AMER- 
ICAN ARTISAN, 537 South Dearborn 
Street, Chicago, Illinois. 7-3t 

Situation Wanted—By tinner of twenty 
years’ experience; first class on general 
job and warm-air furnace work. Good 
estimator, able to take charge of shop if 
desired. Nothing but steady job by the 
year considered. Address T-76, in care of 
AMERICAN ARTISAN, 537 South Dear- 
born Street, Chicago, Illinois. 7-3t 

Situation Wanted—As a tinner, hot-air- 
furnace man, and can do some slating; 
can lay out any sheet metal pattern. Five 
years’ experience. Can speak German. 
Position must be in some western state— 
but have no card. Address T-80, in care 
of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 7-3t 

Situation Wanted—By a tinner, plumb- 
er and hot-air furnace man. Can install 
steam and hot-water heat. Am married 
and strictly sober; can give good refer- 
ences. Address T-67, in care of AMERI- 
CAN ARTISAN. 537 South Dearborn 
Street, Chicago, Illinois. 5-3t 


SPECIAL NOTICES. 


600 Easy Ways to Do Hard Things for 
only 50c. Our new 224-page book, Shop 
Notes, contains useful time and labor 
saving kinks for men in every trade. The 
subjects treated cover every department 
of mechanics. 500 illustrations. Price 
50c postpaid. Popular Mechanics, De- 
partment A, 318 W. Washington St., 
Chicago, Illinois. 7-1t. 


Wanted 


To contract for mak- 
ing 300 to 500 tons of fur- 
nace castings per year. 
Address B-16, in care of 
AMERICAN ARTI- 
SAN,537 South Dearborn 


















































Street, Chicago, Ill. «s: 





Wanted 


Tinsmith or copper-smith to do copper- 
smithing and bench work. Must be an 
exceptionally good mechanic. Steady em- 
ployment and good wages. Apply Em- 
ployment Department, General Electric 
Co., Pittsfield, Mass. 6-3t 
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SPECIAL NOTICES. 


SPECIAL NOTICES. 





Cc. N. HOOPER 








proposals for Indian Supplies.—Depart- 
ment Of the Interior, Office of Indian Af- 
fairs, Washington, D. C., January 15, 1913. 
Sealed proposals, plainly marked on the 
outside of the sealed envelope, “Pro is 
for Indian Supplies, Chicago, Ill.,” and 
addressed to the “Commissioner of Indian 
Atairs, Sixteenth and Canal Streets, Chi- 
cago, Ill.,’’ will be received until 2 o’clock 
p. m., of Monday, February 24, 1913, and 
then opened, for furnishing the Indian 
Service with enameled and glassware. 
wagons, tinware, stoves, hardware, boots 
and shoes, etc. Bids must be made out 
on Government blanks. Schedules givin 
information for bidders wil' 


all necessar 
be furnished upon application to the In- 
dian Office, Washington, D. C., and the 


U. S. Indian Warehouses at New York 
City, Chicago, St. Louis, Omaha and San 
Francisco. The Department reserves the 
right to reject any and all bids or any 
part of any bid. F. H. Abbott, Acting 
Commissioner. - 


Chas. G. Hanny & Co., 
Pittsburgh, Penn. aot 


DUBUQUE, IOWA 
Vitreous Eaameiling 


TECHNOLOGIST 
Designs, builds and starts new plants, 
improves pen and reduces cost, in 
those already established. 


~ WANTED 
Wire Worker. Good. 























ors. No labor troubles. 
the Southern Iron and Steel Com- 
pany, Alabama City, Alabama. 7. 


‘On metal surfaces 
Dixcn’s Silica-Graph- 
ite Paint resists the 
most severe weather 
and lasts longer than 
any other protective 
paint. 
Write for Folder 
No. 18-B 


WANTED 


Wire Drawers and Nail Operat- 
Apply to 











WANTED. 


Assistant Superintendent for modern Sheet Metal 
Factory, manufacturing Metal Windows and all 
sheet metal building materials. Must be thor- 
oughly practical and familliar with up-to-date fac- 
tory methods. Give reference, also salary expected. 
Address B-17,in care of AMERICAN ARTISAN, 
537 South Dearborn St., Chicago, Ill. 6-2t 


POSITION WANTED. 


By young man as traveling representa- 
tive for reliable furnace manufacturer. 
Graduate of the Carnegie Technical 
Schools in the Sheet Metal Department. 
Have had eight years’ experience in the 
Furnace and Sheet Metal Line. Refer- 
ences furnished. Address P, B. KIRSOPP, 
1709 Banksville Road, Pittsburgh, Pa. 6-3t 








PATENT FOR SALE. 


My patent, No. 1,048,288, Excelsior Meat Ten- 
derer, a valuable household article. Makes tough 
beefsteak tender and palatable as tenderloin, retain- 
ing all its original juices, richness and flavor. One 
man says, ‘‘A long felt want supplied,” another, 
“A blessing to mankind.” Destined to become a 
universal household article. I own the patent 
right for United States and Canada. For further 
information address C. E. BROWN, Box 745, Nor- 
way, Maine. 6-3t. 


WANTED 


Three experienced and competent salesmen to repre- 

sent old established stove and furnace manufacturi 
concern located in Middle West. Line thoroughly a 
vertised and favorably known for over 50 years. We 
want salesmen who can sell. Prefer men with stove 
and furnace experience, but not absolutely necessary. 
st proposition with good onpersantay for 
et the business. rite 














Advertising is Joseph Dixon Crucible Company 


Jersey City, N. J. 











—— 
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TWO BLUE STRANDS 
This sash cord has been approved by the United States Government and 
many leading architects. It will outwear the best Chain 3} times. Itis 
_ perfect in construction and, therefcre, without waste. 
Send for the surest test, that made by the Goveriment, and for free samples. 


PURITAN CORDAGE MILLS, 1561 Story Ave., Louisville, Ky? | 











“NEVER- BREAK” 


Steel Spiders, Griddles and Kettles 


WILLNOT Scale Off like cheap enamel. 
WILL NOT Scorch or Burn like light fry pans and 


skillets. 
WILL NOT Absorb Grease or Flavors like cast 


Iron. CATALOG FOR THE ASKING. 


Ceyelond 





No Tin Handles to come off. 


THE AVERY STAMPING CO., 


Sole Manufacturers 
“NEVER-BREAK”’ 
Goods. 








A gentleman of 20 years’ experience in 
the stove manufacturing business, and 
who has been the head of a large business 
in the East, wants to make connection 
with manufacturer in Middle West or 
Southwest. Has eminent qualifications in 
distribution end. Would make an in- 
vestment. Address B-18 in care of 
AMERICAN ARTISAN, 537 S. Dear- 
born St., Chicago, Ii. 7-3t 


WANTED 


Boys for light factory 
work. Apply Pittsburgh 
Tinware Manufacturing 


Company, Pittsbu rgh, 









METAL WORKERS 


Learn PATTERN DRAFTING 
This Winter. ‘“‘It Will Pay You” 


We are headquarters for teaching Practical Pattern Drafting; our 
methods are shortened and prepared to meet competition w:th ex- 
pert mechanics We also lay ovt full sized patterns according to 


plans and spec.fications. A trial will convince you. 


WRITE TODA Y—“NOW"—FOR OUR FREE 
BOOKLET AND OTHER INFORMATION 


The National School 


O. W. Kothe, Prop. 3553 Olive St., St. Louis, Mo. 


SHEET 








Young Man—Learn a Trade 
The Plumbing, Heating and Ventilating Trade 


offers excellent opportunities. Better pay, better 
work. Easy tolearn by the Litchfield Trade 
School methods. The best equipped school 
in the country. Reasonable rates. You make 
the start—we'll do the rest. 

Send for booklet Today. 


LITCHFIELD TRADE SCHOOL, Libertyville, Ill. 











Pennsylvania. 7-1 
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INLAND 
STEEL 
ROOFING 


VERSUS 
“Patented” Roofings 











FULL WIDTH 26 IN J 








V Crimped Roofing 


Curved Corrugated Sheets 




















individual or corporation to advertise false or misleading claims about his product. 

If such a bill becomes a law, there will be a wholesale running to cover of the fel- 
lows who sell ‘‘rubber’’ roofing that contains not even a smell of rubber; of ‘‘pure wool 
felt’’ roofing that.contains neither wool nor felt—and a whole long list of other mysterious 
and purely imaginary virtues. When that time comes — and it is not far off — the public 
will come back to good old dependable 


i Inland Open Hearth 
a Steel Roofing Siding din 


\ BILL recently introduced in Congress sought to make it a misdemeanor for any 














make ice rer ge 








Inland Steel Roofing is fireproof 
Inland Steel Roofing is enduring 
Inland Steel Roofing is dependable 
Inland Steel Roofing is exactly what 














it claims to be — tough, homogeneous Basic Open Hearth Steel, galvanized or painted. 
There is no mystery about it and no hocus-pocus. It goes farther, lasts longer and costs 
less than any other form of fireproof roofing and as a matter of fact is cheaper at most 
points than pine shingles. 





Every hardware dealer, implement dealer, lumber dealer, roofing dealer, should carry a good stock of 


Inland Galvanized Sh 
Roofing and Siding ee ts 
and push this product vigorously because every sale starts an “‘endless chain”. of favorable comment which 


multiplies the demand. 
Write us for particulars, giving us the names of jobbers from whom you buy your less-than-car-lots. 


INLAND STEEL COMPANY 
First National Bank Building, Chicago 


Works, Indiana Harbor, Indiana 


Branch Offices: ST. PAUL ST. LOUIS DENVER DALLAS MADISON, WIS. 
° Pioneer Building Nat'l Bank of Commerce Bldg. 1618 Stout Street Praetorian Building 929 Spaight Street 
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Bopy.—one pass cold rolled box annealed Open Hearth 
steel; well coated, clean, flat, roller leveled, soft and true 
to gauge. Crescent Galvanized Sheets are made from 
Crescent Black Sheets. In our galvanizing process we use 
only the best grade of Virgin Spelter, and aim to produce 
a uniform, well-spangled, well-coated sheet; a sheet which 
will double-seam- without breaking or cracking, particularly 
adapted for eaves trough, conductor pipe, cornjces and 
door and window frame work. We also make galvanized 
sheets from Charcoal Iron, and genuine Old Style Iron. 






































““Crescent’’ Sheets are known everywhere. 












Base Price quoted and complete Table of Differentials 
furnished upon request or specific quotation upon exact 
requirements will be made. 











If you would like copy of the most convenient, com- 
plete Weight and Bundling Tables that have been printed, 
we will send it if you ask for it. 








Large stocks of merchant size sheets are 
carried at mills and all warehouses. 










a Special sizes and gauges rolled as ordered. 
7 al Communicate with nearest office in order 
to save time. Prompt attention assured. 


BRANCH OFFICES & WAREHOUSES 





NEW YORK,CHICAGO PHILADELPHIA,ST.IOUIS 
KANSAS CITY 


CHATTANOOGA 





ALSO SALES OFFICES AT: 


DALLAS DENVER DETROIT LOS ANGELES 
PORTLAND SALT LAKE CITY SAN FRANCISCO SF \TTLE 
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Rust-Resisting Anti-Corrosive 
a ETAINo~ 
SHEETS FORMED PRODUCTS 
Write for Ask Your 
“Text Book on Corrosion’ Jobber 
The Stark Rolling Mill Company 
Ai nd Wagete ond Foumea aaa Canton, Ohio 

















i 3 7 ———————— 


“The Best p Re 


os ATI for any rat 1S 
Ss FURS @, in its guality. 


Ho wy That is why the demand for Apollo 
rae e Best Bloom Galvanized Sheets, 
PITTSBURGH with small advertising expense has 
increased in twenty-two years from 


5,000 tons to upwards of 400,000 tons 


annually. 











“A product without a peer.” 











American Sheet am and Tin Plate aes 


General Offices: Frick Building, Pittsburgh, Pa. 


— DISTRICT SALES OFFICES: : ==> ———— ~~ 
Chicago " Chntiainitt Denver Detroit New Orleans New York Philade Iphia "Pittsburgh St. teats 
Export Representatives: Unitep States Ste, Propucts Company, New York City 














Pacific Coast Representatives: Unitep States STEEL Propucts ComPaNy, San Francisco, Los Angeles, Portland, Seattle 
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LA BELLE 


When you buy a 
bad sheet, you 
ought to be able to 
tell at once who’s 
responsible for it. 


The same is true if you 
buy sheets that prove to 
be uniformly good. 


La Belle Open Hearth 
Steel Sheets 

















are branded with our trade- 
mark. 

We’re not ashamed to have 
our name on every sheet. 


We know what they are— 
every sheet of every shipment 
and every inch of every sheet 


alike. 


Uniform in quality, because 
we control every detail of their 
manufacture “from mine to 
market.” 


La Belle Iron Works 
General Offices : 
Steubenville, Ohio 


Works: Works: 
Wheeling, W. Va. Steubenville, Ohio 


We Bank on YOUR 


Intelligence! 


Make your Knowledge and 
Education COUNT! 

















A DURABLE SHEET METAL 


Means Economy and Dividends 
on Your Investment 


If we furnish you such a metal, you 
are going to be pleased and say 
so. You will send us REPEAT 
ORDERS. Our business will 
increase. 


You can only use your intelligence by 
reviewing the facts of the case. 
NOT what WE say, but what 
those who have used 


American Ingot Iron 








Say—Those who have used it are 
pleased, and are sending repeat 
orders. 


The Only Knockers of This 
Product Are Its Competitors! 


Are you willing to at least KNOW 
ABOUT it before buying? 


If so, tear out this ad, sign your name 
and address—we do the rest. 





PLATES SHEETS ROOFING 
WIRE BOILER TUBES 





The American Rolling 
Mill Company 


MIDDLETOWN $3 OHIO 


Licensed manufacturers under the International 
Metal Products Company’s patents. 


DISTRICT SALES OFFICES: 


CHICAGO = = = = «= £313 Peoples Gas Building 
CLEVELAND - = = = «= 952 Rockefeller Building 
DETROIT = = = = = = 614 Ford Building 
MILWAUKEE o - ©! 6S ie 222 Grand Avenue 
NEW YORK - =  « 551 Hudson Terminal Building 
PITTSBURGH - - ee. 1832 Oliver Building 
ST.LOUIS = - = 814 New Bank of Commerce Building 
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The Agency for the Asking 


re BERGER'S, 99 





Means Money to You 


Berger’s ‘‘Classik’’ Steel Ceilings sell over all 
others because they are made of a Special Analysis , 
Open Hearth Steel Sheet that stands exceptionally 
deep embossing. From the unit part of 11 designs, 
taken from ancient and medieval architecture, many 
hundreds of beautiful combinations can-be formed, 
providing a range of selection that no other maker 
can imitate. 


Our large, beautifully illustrated catalogue serves better than a large stock 
to show our line. We will send it if you write our nearest branch. 


THE BERGER MFG. COMPANY 
Canton, Ohio 


For the best service address nearest branch. 











We also manufacture Black and Galvanized Roofing, Eaves 
Trough and Conductor Pipe, Metal Lath, Tin Plate, Etc. 


BRANCHES 
New York Boston Minneapolis Philadelphia St. Louis San Francisco 
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A Berger 
Branch in Every Part 
of the Country 


placed and maintained there for one pri- 
mary object—to give you personal and 
prompt attention. 
In charge of each branch is one of our best 
men—men who have spent yearsin our fac- 
tory and know exactly what can and cannot 
be done. 

Therefore, wé are in a position to offer 
you every advantage of any local concern 
plus the experience and facilities of the 
largest sheet metal works in the world. 
Take it up with us — try us out. 
Our manager will be glad to 
talk over anything you 
may have in mind. 





Minneapolis Boston 








Look for the branch nearest you 
and drop them a line today. 





The Berger Manufacturing Co., Canton, Ohio 
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CANTON 
ART METAL CO. 


CEILINGS 


are the kind that have the fa- AIT 
mous Punched Nail Holes and a 
Repressed Beads which save so 





; 
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PERFORATED METALS 











much time on the job and in- OF EVERY DESCRIPTION 
crease your profits. MANUFACTURERS OF 
p cf t F tti PI t Perforated Steel Plates and Sheets (Black and Galvanized) 
H Perforated Sheet Copper, Brass, Bronze, Aluminum, 
e we ' ng ates Lead, Zinc, Monel Metal and Other Alloys. 
Artistic Designs Screen Plates and Sheets for Ores, Coal, Stone, Cement, 
and all kinds of 
; Grain Cleaning and Sorting Apparatus 
Write for our mammoth Art Metal For Contatti Linings, Filter Press Plates, Drying Floors, 
; rom the press. for False Bottom Strainers, Extractor Baskets, Revolving 
a % oi oe ee Screens, Shaking Screens, Chute Screens. 
urunp 1] Grilles and Ornamental Screens for Radiators, Ventilators, 


Air Vents, Heat Vents, in Private and 


TheCanton Art Metal Co. | |) eee ee cere erereee 
‘‘Quality Products _ Anything in Perforated Metal. 
CANTON, OHIO 


Eastern Office and Wareroom: estern Branch: THE agrees: G KING Spey (0 

The Canton Steel Ceiling Co. The Conan Stel Ceiling Co. *610 NORTH UNION ST.- CHICAG 0. ILL U Ss A." af 

11th Ave. and 25th St. 206 S. 3rd St. #8. oe Eh a a ae F moot 
New York City Minneapolis, Minn. 



































HIGHEST EFFICIENCY 
OBTAINED 


By Use of Medel “‘B’’ 


“STAR” 


Fire Retarding 


VENTILATORS 


(Patented and Trade Marked) 


a 
-; 
t 
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They combine skylight, quick exhaust with an auto- 
matic damper controlled by fusible link. In event 
of fire, link parts and damper closey by gravitv. 
stopping all draft but not affecting the light. 


MERCHANT & EVANS CO. 











g (The Premier Metal House in America.) 
A) Sole Manufacturers. Also High-Grade Roofing 
c and Bright Tin Plate. 
PHILADELPHIA 
NEW YORK BROOKLYN CHICAGO 
BALTIMORE WHEELING CLEVELAND 


KANSAS CITY DENVER 
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E earnestly hope that You are planning to 
attend the Annual Convention and 
Exposition of the Illinois Retail Hard- 
ware Association, to be held in Spring- 
field, Illinois, on February 18,19, 20 and 
21. AMERICAN ARTISAN has 
taken space at the Exposition, Booths 
Numbers 105-107, with the aim of furnishing com- 
fortable and convenient HEADQUARTERS for 


You and we cordially invite You to make use of our 
services without any charge. 





WE are going to havea REST ROOM and con- 
fortable chairs where You and your friends 
can feel at home. It will be an ideal place to meet 
your friends by appointment, and if we can give you 
any assistance in making arrangements, we shall be 
glad to have you call upon us to do so. 


[F You do not wish to be burdened with parcels 
and overcoats, bring them to AMERICAN 


ARTISAN BOOTHS, Nos. 105-107, and we 


will check them for you free of charge. 


[N short, we shall be there to contribute in every way 
possible to Your convenience and comfort. We 
wish to make your stay at Springfield during the Con- 
vention a pleasant and enjoyable one. Don't forget 
that we are at all times at your service. 


AMERICAN ARTISAN 


Booths, Numbers 105-107 Springheld 



































AMERICAN 


ARTISAN AND HARDWARE RECORD 81 





| 

; 

i 

; 
| i i 
| i ; 


» ai | PS 


Shingles that I 





Madefrom GalvanizedTin and PaintedTin 
Storm, Rust and Fire Proof 

Do you want to increase business? 

This is your opportunity. Write for cata- 

logue, samples and prices. 

National Sheet Metal Roofing Co. 


JERSEY CITY, N. J. 








ROOFING 
SLATE 


Write 
For 
Prices 


THE AULD & CONBER CO. | 


nufacturers and Dealers 


999 Prespect Street, - Cleveland 








COPPER CONDUCTORS 


COPPER EAVESTROUGH 
COPPER ELBOWS AND SHOES 


COPPER 


Rivets—Sheets—Soldering Coppers—Nails 
Plates—Washers—Tacks—Rolls 
Gaskets 


WRITE FOR PRICES 


Cc. G. HUSSEY & CO. 


PITTSBURGH, PA. 














The “CENTENNIAL’’ 
RAIN-WATER-CUT-OFF gaa 


The strongest, most dur- 
able and cheapest CUT- 
OFF on the market. 
The only single cut-off 
made to fit Corrugated 
and plain pipe 4 
and which can be 
used without ex- 
tra pipe or elbows. 
For sale by all 
ead ing jobbers. 
Manufactured only by bh 
THE SULLIVAN-GEIGER CO. @ K 2 
601-509 Madison Ave., Indianapolis, Ind. 


Gan ELEVATORS 
ey 


Improved, Quick and Easy 
Rising, Steam, Electric 
and Hand Power. 

i SEND FOR CIRCULAR 
“Th KIMBALL BROS. CO. 

: 1031 Ninth St., COUNCIL BLUFFS, IOWA 
Kanses City Office, 717 Commerce Bidg., Kansas City, Mo. 



















ShingleA Shingle B 
Ti , 


== 


WHY CORTRIGHT METAL 
SHINGLES STAY TIGHT 


See How They Interlock 


There are more tin roofs being laid by tin roofers today 
than at any other time in the history of the country, but 
they’re not plain tin—not by a long way. ; 

The up-to-date tinner has got hold of something better 
—something he can lay quicker and make more money laying 
then the old style plain tin roof. Paki 

He is handling the modern 


Cortright Metal Shingles * 


and getting in on all the sloping roof work that he never could touch 
before. He finds it doesn’t interfere one bit with plain tin work, 
for CORTRIGHTS are not intended, 
and, in fact, won’t do, for flat roof work. 
_ See the point? If you are not hand- 
ling CORTRIGHTS you are missing a 
reat opportunity to make money, as we 
will prove to you if you will send us your 
name and just say “Show Me.” 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 











. General Offices, 733-737 S. Halsted St. 


FRIEDLEY-VOSHARDT CO. 


MANUFACTURERS OF 


Architectural Sheet Metal 


Ornaments, Statuary, etc. 
All Kinds of Stamped and Spun Work 


Art Metal Ceilings and Side Walls 


Send for Architectural Sheet Metal Catalog 


No. 31 
CHICAGO, ILL. 


Factory, 761-771 Mather Street 





J 














MANUFACTURERS OF 
Steel Ceilings and Side Walls, 


Cornices, Skylights and 


Fireproof Windows, Roofing 


Eastlake Metal Shingles, Prepared Asphalt Roofings. 
SEND FOR CATALOGUE. 


The W. J. BURTON CO., Detroit, Michigan 
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We make the purest practical quality Open Hearth 
then further improve it by hammering. (Hammer 
strikes with force of 800 tons.) 


SCOTT’ SEXTRACOATED 
HAMMERED teu ROOFING TIN 


is made the most desirable working quality. 
It has a rich tin coating, well applied. 


Follansbee Brothers Co. 
Manufacturers PITTSBURGH, PA. 


















Mullins Sheet Metal Cornices 








Wy 








are noted for their durability and artistic worth. Made of best Crimped Galvanized 





Steel or Copper, by workman of highest skill. 
A wide range of stock designs to choose from. 
Prices promptly submitted on your special 
designs. Write for estimates on all kinds of 
Sheet Metal Work. Complete illustrated 
catalogue on request. 


The W. H. Mullins Co., 
209 Franklin St., Salem, O. 

















The ““GLOBE” 
is built on 





The 






Patented and 
Trade-Mark 
Reg. U.S. Pet. Off. 






“GLOBE VENTILATED RIDGING” 


GLOBE VENTILATOR CO., 








“GLOBE” Ventilator) A SURE CURE 


in COPPER, GALVANIZED IRON 
and with Glass Tops for Skylight purposes. 


ABSOLUTELY STORM PROOF 


FOR THAT SMOKY CHIMNEY 


For Perfectly Ventilating Schools, 
Churches, Halls, Mills, Factory and 
Audience Rooms of Every Character, 


SMOKY CHIMNEYS CURED 


SEND FOR PAMPHLET 
Manufactured by 


Troy, N. ¥. 











Z PULLMAN COWLS 


PULLMAN AUTOMATIC VENTILATOR MFG. co, "ORK, PA. 





IT IS THE NEW ROTABLE 


Standard Ventilator 


Responds quickly to the slightest draft. 


Admit fresh oh wikhyes a fan, ood fing ree 
natural methods. 





Prevents down-draft. 








of building. 
ru Our booklet gives a detailed description showing the great variety of styles k EL E Vv A T OR Ss 
and sizes they are made in. When writing for the book ask for trade discount. eR ARR cage \omiggrangps ger bd 


is2 Second Avenue 





“LEE” VENTILATORS 


have been for the past thirty years the stand- 
ard of perfect ventilation. Under the most 
trying conditions they have proven that they 
are built on the only correct principles. “Lee” 

Ventilators are now in use upon every style 


! THOMAS LEE 


Price always surprises its purchasers. 
Ask for prices and particulars. 


STANDARD VENTILATOR CO., Lewisburg, Pa. 


“LION” 


Silent Running, Center Lift 

















Franklin Machine Works, St. Paul, Mian. 


AMERICAN ARTISAN 





Cincinnati, Ohio 











Ads Bring Results. 




















—! 
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STOP! LOOK! AND LISTEN! 
No Noise, Smoke or Odor. 
Now’s the time to go ahead and buy a 


Stms 
Soldering Furnace 


For sale by leading jobbers. 
Burgess Soldering Furnace Co. 





Dept. A, COLUMBUS, OHIO 








TWO CENTS A DAY 


That’s the Operating Cost of the 





NEW MARVELL 


Self-Heating Soldering Iron 











~~ 


NE A en tema f° 


wae 








Cond Pret T th . 
onductor Pipe, Eaves Troug 
Stove Pipe, Elbows, Etc. Baltimore, Md. 


A firepot and soldering iron combined. The heat comes from 
the inside and the point is always hot, the same degree of heat. 
There is no cooling and waste of time like the old fashioned fire- 
pot andiron. Just economical service at a very lowcost. The 
illustration on the right shows our Brazing Burner. This can 
be used on the same tool by simply removing the Copper Point 
and Fire Box and screwing the Burner on to the generator. The 
soldering iron becomes a torch. The New Marvell Self-Heating 
Soldering Iron is necessary to quicker, neater and better work. 


Let us send you our catalog 


on, @nklin&@rlnc. 


] 


ESTABUSHED 
1860 











“Always Reliable’’ 


B. Kerosene Furnace 


is a money= 
making 
equipment. 
Two quarts of 
kerosene will 
burn as long 
and doasmuch 
work as four 
quarts of gas- 
oline. You are 
saving one- 
half. The B. 
Furnace will 

ay for itself 
ina short time. 

Itis safe. Itis 
durable, with 
autogenou sly 
welded joints 
Heavy metal con- 
struction. Ifyour 
jobber does not 
stock this article 


write us. Price 
$7.00 net 


Manufactured 


by 
Otto Bernz 


NEWARK, N. J. 


4 











25-27 Union Street 


of all the users of the 
“Neuerinit” Gasoline Torch 


The best quart size torch on the market. It will 
do twice the work of any quart size torch made. We 
guarantee it. Every Tinsmith and Plumber should 
own one. Sent on receipt of price. 


Torch ‘only $6.00. Soldering Iron Rest, 50c extra. 


GLOBE GAS LIGHT CO. 


BOSTON, MASS. 


Express paid. 






























No. 2i—RED-HOT TORCH 


Made on 
our pat- 
# ented coil 
princi pie 
J which va- 
orizes 
LL the 
gasoline. No 
waste—, no odor, 
no trouble. Just 
a red hot blue 
flame that gives 
perfect service 
indoor or out, re- 
gardless of wind 
and weather. 
All leading job- 
bers can supply 
at factory price, 
or we will ship 
direct if cash ac- 





companies the 
order. 

Our catalog is 
worth having. 


No. 21 Red-Hot Torch. It’s free. Write 
Price each, $4.00 Net. for it. 


ASHTON MFG. CO. 





Standard Gasoline Firepot 


(Sherwood Improved) 


The only line of Firepotsin the world equipped 
with Sherwood’s improved Jacketed Pump 
for protection of pump from the gasoline and 
he gasoline from the lubricating oils, 


Especially designed for Tinners, Plumbers and 
Electricians, rite today for circulars. 


CARTER PAINT COMPANY 
Liberty, Ind. 











A WISE MECHANIC 


Uses C. & L. Fire 
Pots and Torches 
because they pro= 
duce the greatest 
heat at the lowest 
cost and are guar- 
anteed to produce 
perfect results. 
Their powerful gen- 
erators work per- 


of weather. 

Your nearest job- 
ber will supply at 
factory price or we 
will ship direct if 


No. 32 Torch ; 
Price Each, $4.00.Net. cash accompanies 
the order. 


Send for Booklet—it’s free. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICH., U. S. A. 

















13 Alling St., Newark, N.J., U.S.A, 








Advertising is 
Business Bait 














Keystone Boiler Handles 


i the No. 40. The sides are heavy 
i stamped steel, nicely tinned. 


No. 1 Regular size for oval boilers. 
No. 2. Regular size for square boilers. 
No. 40 Medium Heavy for oval 
boilers, hooked. 
The illustration herewith shows 


Send for samples. 


BERGER BROS.CO. 
PHILADELPHIA 








er 


~— 
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\LECKER’S CORRUGATED EXPANDING . 
CONDUCTORS 


HAVE NO CROSS SEAMS. MADE OF GALVANIZED IRON IN 10 FT. LENGTHS. 


THE CLARK-SMITH HARDWARE COMPANY, Peoria, I). 




















Power 
Squaring or Gap 


Shears 
OF ALL LENGTHS AND FOR ALL GAUGES 











SUBSTANTIALLY BUILT 
EXCELLENT WORKMANSHIP 


Attractive Prices and Quick Deliveries 


THE D. H. STOLL CO. 


31 Lansing Street, BUFFALO, NEW YORK 











This Shear 
will Cut 4-in. 
Stock 13 ft. 
long; made 
in all Sizes, 
forallGauges 














“ag These Irregular Curve Cuttings 


Were Made with the NEW 


“QUICK WORK” ROTARY SHEAR 


With this new shear you will be able to cut any irregular curve of 1}” radius 
or larger, and also cut holes 3” in diameter, without cutting in from side of 
sheet. No other shear on the market will do this. 

Moreover, when the cutting is finished, you will find all edges just as flat as 
though the sheet had been blanked out with dies. 

“‘Quickwork’’ Rotary Shears are made in all sizes and at all prices. Will cut 
14 gauge steel and lighter. 

Our literature and sample cuttings from the shear will give you an excellent 
idea of the ‘*Quickwork.’’ It’s all yours for the asking—just ask. 


H. COLLIER SMITH 


Makers of Sheet Metal Workers’ Machinery 
126 HARPER AVENUE, ~ - - DETROIT, MICH. 





lla icaesaee esas etaacomeceeen orteccibicds tae Seem ee ee Ct 
































TOOLS FOR SHEET METALS||““S) 


will crimp sheets without 
INCLUDING buckling them. 
Tinners’ and Roofers’ Tools, Shears, 
Punches, Presses and Dies, Can-Making 
Machinery 
MADE BY 


Niagara Machine & Tool Works 


No. 2 Beader BUFFALO, N. Y. 


THE “RAPID” SLITTING SHEAR Biv a conoiceet 


ne o 
FOR ALL SHEET METAL WORKERS Bending Rolls, all sizes for hand or or omer drive, 
Cuts No. 16 iron or La ge ad ,any width up tol5inches. Scaleon table. Adjustable BERTSCH & co., Cambridge City, Ind. 


Bearings. Best T Steel Cutters. Weight about 300 lbs. Made for service. 
Cuts iron for valleys, ridge roll, gutter, cornice, skylight bars, etc. Very fast. 


OTIS L. FULLER GOSHEN, IND. 









































Don’t get the idea that the 1OoOc 


Chicago Steel Brakes INNER, PATTERN 
are high in price just because 
they are the highest class brakes 


made. Oh,no. They are sold 
at a very reasonable cost. You COMPLETE FOR 


We esaretil.- 








will be surprised how low. 
8-foot for 16-gauge and lighter. S i nad OOo 
Made in all sizes. Sent Postpaid on Receipt of Price. 
DREIS & KRUMP MFG. CO. REE. pA 
Halsted and 29th Streets 637 Gouth Dearborn St. CHICAGO. 














CHICAGO 
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Machines That 
Help You Save 
Time & Labor 
In Your Shop 





























es 
. No. 9 Steel Body ‘“‘Little Black- No. 14 “Little Blacksmith ”’ 
s smith”’ Slitting Shears. Deep Throat Punch with 

- Designed to cut sheets any length or Both Attachments. 


width either straight or to irregular 
pattern, No. 10 Gauge or lighter. 


Takes Punches as large as 2”. Capacity 
1” hole through }” Iron or equivalent. 














Our Machines are compact 
and have the least number of 
moving parts,and have proven 
conclusively that they are the 
‘- most efficient machines on the 
such inquiries. market. 


‘*The Little Blacksmith’’ Combined 
Punch Shear and Bender. 


If you have anything of a 





special nature, send your 


troubles to us. We welcome 























Made in three sizes. Will do a large variety of 
work. The price will surprise you. 
Ask for Catalog. 











“Ask The Man 
Who Owns One” 


Over 18,000 Now In Use 
































No. 3 ‘Little Blacksmith”’ No. 16 “Little Blacksmith” 
Angle Shears. Combination Deep Throat 
Cuts and Mitres 2}x2}x}” Angles or Punch and Shear. 
smaller: Cuts Flat Iron without chang- Quick changing Punches and Dies. 
ing blades, also Channel Iron. Throat 16”, Punches 3” hole in }” with 
Stay Bolt, Shears }”. 
Remember! The Design shown above Minhine was 


punched and cut on this Machine. 


Thirty-two Years in the Same Street 
The Same Line of Business Sheet Metal Working Machinery 


Sheet Metal Working Machinery H. WEISS & COMPANY 


for Hand and P. 
r —— No. 20 Cliff Street, New York, N. Y. 


| . 
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itis YouNGsTOWN SHEET AND Tu BE) 
GOMPANY 


lf You Had to Chew Nails 


You Would Want Them Clean 









Lathers have a habit of putting nails in 
their mouths and in order to furnish them 
a clean, sanitary nail, approved by the 
Lathers’ Association and Boards of Health, 
we are producing 


Sanitary Blued Lath Nails 


Packed in Sanitary Paper-Lined Kegs. 








Samples and base price submitted upon request. 














Approximate Advance 








Length | Gauge No. to Lb. Over Base 
eee i inch | 17 1558 1.35 
ta: ‘Re 163 1351 1.25 









1015 
778 


I 
ei 'nx oth Wes I 


























BOSTON, MASS 
>| TTSBURG 
IALLAS. TEX 
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= 
Light 

Gray Iron 

- Castings 


Builders’ Hardware, 


Dampers an Damper 
Clips, 


Oil and Gas 


Stoves, 
Furnace Lamps, Molasses Gates, 
Letter Boxes, Hardware Specialties. 








WRITE FOR OUR COMPLETE CATALOG 


The TAYLOR & BOGGIS 











Cleveland FOUNDRY CO. Cleveland 














YOU SHOULD ORDER THE 


LIGHTNING 


now—for shipment later if youlike. They 
are always in demand and well adver- 
tised. They 
are-easily 
sold and stay 
sold, which \ 
meansa good 
NET profit 
to the dealer. 
They bring 
trade and 
help to keep 
it. 

Do it now. 





YOUR JOBBER WILL 
SUPPLY YOU. 


NORTH BROS. MFG. CO. 


Philadelphia, Pa. 

















SN ey NF 


~STEEL& WIRE.CO 


'S = 
=ss _—- 


Common 

and Miscel- 

laneous, Box, 

_ Casing, Flooring, 

Fence, ‘Tobacco, Boat, 

Roofing, Slating, Shingle, Fin- 

ishing, Clinch, Hinge, Car, Bar- 

rel, Fine, Lining, Clout, Broom, 

Basket, Berry-box, Wagon, Dowel, 
Tie-marking Nails, Staples, Escutcheon 
Pins, Large head barbed roofing nails, Amer- 
ican felt roofing nails, R. R. and Boat Spikes. 


Catalogue illustrating all hinds of Wire Nails furnithed upon application. ~ 














Ta ° fuk . 
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A Suggestion to Farsighted Dealers 


Business will be exceptionally good this year. 


Naturally you want your full share of it. But wanting alone won't 
get it. You've got to plan and work. You must be right ‘‘on the 
spot”’ all the time. Let us help you. 











Saws. hn. OR oil ai Eat ile mange a 
ont EEE a 








e eee Tree ee eee we * 
A ££. F 





Write for our Complete Catalogs, now ready, of the following lines: 


Sporting Goods and Fishing Tackle, 
Cutlery, Mechanics’ Tools, 
Builders’ Hardware, General Hardware 


We carry a complete stock of High Grade and Popular Priced Hard- 
ware. We aim to give the Best Service possible. We succeed in 
doing so. Our rapid service and prompt shipments give satisfac- 
tion. Our customers back our claims. 


Write Us Today. 


BULLARD & GORMLEY CO. 


173-175 N. State St. 8-10 Couch Place 7-9 E. Lake Street 


CHICAGO, ILLINOIS 


ft —— 
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BUHL “LITTLE GIANT” COLD BLAST LANTERN 


Is the Latest Addition to the BUHL Complete Line 





HEIGHT 13 INCHES SHORT GLOBE EASILY CLEANED 


BUHL ROYAL TUBULAR LANTERNS 


Judicious Buyers Will Secure Our Prices Before Buying 








A quarter century of experience in the building 
of lanterns backed by a reputation for good 
material and workmanship, is proof that Buhl 
Lanterns are not an experiment. 


Note 


Bottom lift which secures all the advantages of a 
side top lift lantern, and eliminates the necessity 
of tilting globe back when lighting. 


Send for Particulars and Prices 


BUHL STAMPING COMPANY 


Third and Larned Streets ani a DETROIT, MICHIGAN 
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The DEFINITION of QUALITY 


As Related To 


PENNSYLVANIA LAWN MOWERS 


BIG ADVERTISER SAYS: “The Best Advertisement for any com- 
modity is in its Quality;”’ and that saying is well exemplified in our 
commodity, The Pennsylvania Lawn Mowers. That’s the reason 
why Pennsylvania Lawn Mowers are known country-wide; why 
they are so easily sold; why there are thousands upon thousands of them in 
use and why every one is recommended by the user. Many manufacturers 
say that the product which they make is of ‘‘highest quality,” and 
that’s as far as they go. But we believe in proving and showing the 
Quality of Pennsylvania. Lawn Mowers, and here are some of 


The Reasons 


The blades are made of 
crucible steel, the very 
acme of tool steel, hardened 
in oil and tempered in water. 


We operate our own foun- 
dry and produce highgrade 
castings better adapted to 
Lawn Mowers than can be 
bought anywhere. 





Pennsylvania Junior Ball Bearing 
The Perfection of Lawn Mower Construction 


Having originated the 
Open Cylinder, and Open 
Wheel, the Train of Gears, the Self-Sharpening Mower and the first successful Ball- 
Bearing Mowers we have proven the superiority of our mechanical equipment. 

Pennsylvania Quality Mowers have stood the test of a third of a century. 

Our competitors pay us tribute when they speak of their machines as being ‘‘just 
as good as the Pennsylvania.” It shows that Pennsylvania Lawn Mowers 
have become the standard. 

You can sell the Pennsylvania Quality Mowers in your territory. We help 
you sell-them. ‘To sell them is only half the battle. The other half is to satisfy the 
purchaser—and Pennsylvania Quality Mowers will do that. We have a good 
proposition open for every progressive dealer. 


‘“‘State the State For Quality Sake’ 


Spplee Hardware Company 


Philadelphia, 








Pennsylvania 


~ 
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For Thirty Years the Standard 
AGATE NICKEL-STEEL WARE 


The superiority of Agate Nickel-Steel Ware 
over all other makes of culinary utensils con- 
sists largely in the fact that the enamel is so 
hard that the fusing point is not reached until 
the nickel-steel of which the articles are made 
is about ready to melt, thereby combining with 
the pure vitreous composition and forming a clinch and perfect union. 
No heat or acid can destroy that joint. 


Agate Nickel-Steel Ware is double coated with a hard vitreous 
covering, presenting a smooth, highly polished and beautifully mottled 
gray surface. 


MR. DEALER:—Do you realize the prestige of handling wares that 


are the bestP _ Every customer that buys Agate Ware from you is satisfied 
—he will come again. He knows you give Value. 





Send for catalogues and prices at once. 


LALANCE & GROSJEAN MFG. CO. 


NEW YORK 1900 S. Clark St., CHICAGO, ILL. BOSTON 




















GENUINE 


“PHILADELPHIA” 


LAWN MOWERS 


stand on the solid basis of age and 
reputation. 


We are the makers of the first 
side=wheel machines, and still lead 
the world in production of high 
grade goods. 


Forty-four years’ record of im= 
proved, guaranteed goods and 
satisfied customers. 





18 Styles Hand Mowers 6 Styles Horse Mowers 





All Knives Vanadium Crucible Steel 
Send for Catalog 





THE 


Philadelphia Lawn Mower Co. 


MAKERS OF STRICTLY HIGH GRADE MOWERS 


3ist and Chestnut St., Philadelphia, Pa., U. S. A. 





#ucsimie 01 Cover o1 New Catalog 
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| balance and grip. Temper warranted. 


a 


“V7 andor” Vanadium No. 2: 1s Te 
Shield . 






Brand“ 


i drop forged from Vanadium Steel—the toughest tool steel 
made. With second growth hickory handles. Perfect 











A HAMMER which is easily sold. It builds a reputation 

for the dealer who sells it. It gives prestige. Every 

buyer of a Vandor No. 21} Hammer is satisfied. The 

Hammer won't come back—but the customer will—for 

other goods. He knows that the dealer has value-giving goods. 
Write for our Catalogs 


VAN DOREN. MANUFACTURING - CO. 


TOOLSMITHS 


CHICAGO HEIGHTS, ILL. 


DISTRIBUTORS 
AMBLER, HOLMAN & CO., 565 W. Washington Bivd., Chicago. 
E. B. SUTTON & CO., 356 Market St., San Francisco, Cal. 
A. P. WORTHINGTON, 1220 San Pedro St., Los Angeles, Cal. 
KEATING SALES CO., St. Louis, Mo. 


ieee 
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Look at that grip! Will You? 
That’s the EAGLE CLAW WRENCH 


A combination of all 
wrenches, taking a little 
exercise. It grips like a vise 
and will hold a nut, bolt, 
pipe or whatever it is 
B® used on. 








C4 A drop forged tool, fully 

guaranteed. Made in four parts. For auto- 
mobilists, farmers, mechanics, plumbers, etc. 
Put it on your counter as a trial. Watch it sell. 


AMBLER, HOLMAN & CO. 


565-571 W. Washington Blvd. 








Chicago, Ill. 











THE WIGHEST GRADE FILE MADE 





DELTA FILE WORKS 
PHILADELPHIA, PA. 


Chicago Office, G2 E. Lake St. 
New York Office, 260 West St. 
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Business Wagons 


TO every business house that uses 
one Or more wagons we would like to 
send a copy of our big catalog showing 
the best wagons for every trade. 
DeKalb wagons are built for service— 

etter construction is not known. 
Catalog gives full details. Your request on a postal brings it. 


Dealers Wanted In Unassigned Territory 
_ A mighty good proposition for the right hardware orimplement dealer. Full protection— 
sincere and complete co-operation. Details are yours for the asking. 


DeKalb Wagon Co. “sett Srcamore 109 Garden St., DeKalb, Ill. 


Wagon Works) 
































“Red Devil’ Tools 


_ “Red Bevil” 


Drop Forged, Tool Stee! 





Drop 


Forged & 
i S*.. 
> |, ee 


REQUIREMENT 





Ask any leading jobber 


Smith & Hemenway Co. 


MANUFACTURERS 
150-152 CHAMBERS ST., NEW YORK 


("Red Devil’’ Glass Cutters are always in demand) 














The Wabash Special 
Express Wagon 






















Bs MABASH SPECIAL 25 














Has perfect steering mechanism }- 
inch x i-in., steel gear, steel arch 
construction. Front and rear axles 
strongly braced. Axles }-inch round 
steel, large and strong fifth wheel. 
Extra heavy 11-inch wheels with 
heavy iron hubs, steel felloes, spokes 
and tire. Hard maple express box 
and pole. 

Also—observe the striking neat ap- 
pearance. Nothing is wanting in 
this construction to make it most 
strong and durable. Write for com- 
plete catalog and prices. 


a 
Selling Agents 


A. H. CREWS & COMPANY 


Vincennes, Ind. 














CINCINNATI IRON FENCE CO. 
FREE AGENTS 
CATALOGUE 
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Address DEPT“ T" tor prices. ej N (3 INNA , OHIO 
































Advertising that costs nothing is worth it. 
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Carafes 
Bottles and Jars 


‘YOU CAN MAKE 
LARGE SALES 


Start the New Year right by , 
stocking “ICY-HOT” products. 
They are profitable and easy to sell. 
The public looks to the 
Hardware Dealer for an 
article that will serve them 
as the “ICY-HOT” does. 
It will pay YOU to handle 
“ICY-HOTS” and supply 
em. 


TELL THEM— 
THEY’LL BUY 
Explain to people in your 
community the numerous 
advantages ‘of ‘‘ 
HOTS.” There ‘are many 


ways of telling them—per- 
sonally and advertising. 


We will give you full in- 
formation. 


Send for 
Illustrated Catalog. 


THE ICY-HOT BOTTLE CO. 


133 W. Second Street CINCINNATI, OHIO 










Keep Contents either Icy Cold or Steaming Hot for Days 
























I The Bensnuil Exists 


for the 


D. & B. Mop Wringer and Pail 


The dealer who can sell to 
the army of mop users a 
wringer that has the 
leverage to wring a 
mop dry — That 
doesn’t soak up with 
filthy water and be- 
come foul smell- 
ing and unsan= 
2 \\ itary— 

| That doesn’t 
Z| go out of com- 
2} mission with a 
pair of warped 
; rollers— 

,, That doesn’t tear 
| themop to pieces— 













Dry 


“1 The dealer who 
) wants to build up a 
trade on that kind 
of a wringer is sure 
of an unlimited and 
profitable patron- 
age—and the wring- 
er is the 


D & B Detachable 
Mop Wringer and Pail 





Let us send you positive proofs. 


THE DOBBINS MFG. CO. 


Minneapolis, Minn. 



































Eagle Mop Wringers and Buckets Combined 


are known the world over—Janitors, Porters and 
all who have the care of floors will have no other. 


Your Jobber has them. If not, write us and we 
will supply you. 


CAUTION—Dealers will take notice of infringe- 
ments and imitators. 


We Will Protect Our Patent Rights 


The Eagle Woodenware Mfg. Co. 


Sole Manufacturers and Owners of Patents 


Hamilton, Ohio 

















We Have Made a Substantial Reduction in Our Prices on 


AMERICAN WRINGERS 











We expect as a result that Merchants and Dealers will find it to their interest to sell a greater proportion 


of, higher-grade wringers, such as the 


ROYAL FIVE-YEAR WARRANTED WRINGER 


which is handled by the higher class of Hardware Merchants. This reduction in our prices will minimize 
competition and furnish the consumer with a more satisfactory article. 


SEND FOR OUR NEW PRICE LIST. 


AMERICAN WRINGER COMPANY, 99 Chambers St., New York, N.Y. 
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The Leading Hardware Store 
f Almost every city and hamlet throughout the country carries a 
Lam) line of R-W Barn and House Door Hangers 


The reason is this: Shrewd, \far-sighted business men 
know that dependable merchandise forms the only sound 
foundation upon which‘a lasting-success can be built. 











R-W Hangers,!both House and Barn Door; represent the 
higher type of hanger construction. If you question the 
truth of that assertion, it’s because you are not acquainted 
with them. Because you've never seen, never examined, 
these properly constructed, easy operating hangers that 
render perfect satisfaction through years and years of 
hard usage, ’ 












Send for our catalogue No. 11 now. ' Get acquainted with the R-W 


line and the R-W a 


method of merchandis- 
==) MANUFACTURING Co. 
AURORALLLUSA. |= 










ing. It will pay you— 
pay you big. 



















Better Pleased Dairy Customers 


That’s the asset the Sturges line will bring you. Sturges quality construction 
attracts the best class of customers in the dairy trade—the class that pays the 
best prices and gives you the largest profits. 


STURGES MILK CANS 


are made of first quality steel, tinned and retinned in our shops. Seams are soldered on the inside, 
making the cans easy to clean and keep clean. ; 

Sturges cans make the highest degree of sanitation possible in dairies. Their superior construction 
makes them give longest satisfactory service. 


Write today for catalog No. 75 and get our dealer’s proposition. 


BURN MEG. CO., 508 So. Green St., Chic 
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—_ 
You, too, can sell the *‘Ideal’’ 


The UNIVERSAL 
Sad Iron Handle 











Hundreds of hardware dealers 
are pulling down a real profit 
with the ‘‘Ideal’’ Self-heating 
Sad Iron. 

“Tdeal”’ sells readily—house- 
wives are easily “‘shown’’ its 
advantages. Housewives are 
quick to buy the iron. 

Because ‘‘Ideal’”’ is a house- 
hold help. It irons. Never 





gives trouble—maintains a 
steady heat, never throws off 
an odor, and is unusually econ- 
omical of its gasoline fuel. 


You can sell “Ideal’’—as 
profitably as other hardware 
men are doing today. ‘‘Ideal’’ 
belongs in your store. 


Write for details today, or 
ask your jobber. 








THE IDEAL SAD 
IRON MFG. ‘CO. 


Ceyelond 



































ZB 

A new handle that fits all of 
the twenty odd makes of 
Mrs. Potts’ Sad Irons. Patent 
lock that grips the iron firmly. 
Wood handle with proper 
slant. Frame of steel. Mil- 
lions now in use. Order from 
your jobber or write us. 


THE UNIVERSAL STAMPING & 
‘MANUFACTURING CO. 


(Kyelond 

















Put that Advertisement in AMERICAN ARTISAN if You Want Results | 
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We make a specialty of Cornice Brakes, 
and build the most up-to-date Cornice 
Brake now on the market. We can furnish 
same in any length from 30 inches to 10 feet, 
and we guarantee our Cornice Brake for No. 
20 gauge material and lighter, and with heavy 
bending attachment for No. 18 gauge. 


AS We also make a complete line of Power 
air Punching Presses. 





Cornice Brake 


THE J. M. ROBINSON MFG. CO. 


$282 to 3288 Spring Grove Avenue’ «+ oe." @ CINCINNATI, OHIO 























OFATN MEASURING TAPES — | 


are made in every conceivable variety, to 
suit every purse and purpose, but all of the 








same superior quality. 








Our extensive advertising creates a demand that every pro- 
gressive dealer should be able to satisfy. 


PLEASE MENTION It takes but a minute and a postal to ask for our catalog—it’s 
AMERICAN ARTISAN more than worth while. - 


EAT, SAGINAW, MICHIGAN, U.S.A. 
THE [UFHIN fOULE C0. New York, London, Eng., Windsor,Ont. 





























“DON’T FORGET TO SPECIFY” 


WHEN PLACING YOUR SPRING ORDER 


« . thee came enamel 
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(Patented March 12, 1912) 
STRONG—RIGID—UNIFORM 


— AND — 
INTERLOCK CONDVCTOR- 


Mile 





A SEAM THAT WILL NOT BREAK 
Manufactured Exclusively By 


MILWAUKEE CORRUGATING COMPANY 


Branch—KANSAS CITY, MO. MILWAUKEE, WIS. 
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Way The Wire MounTAIN FREEZER? 


REASON NUMBER ONE 
EXCLUSIVE QUALITY 






















Not only quality of design, material and work- 
manship, but quality of service. 


The quality that gives the purchaser confidence 
in your store and in the goods you sell. 


The Quality That Builds Buisness. 
We are helpers. 


The White Mountain Freezer Co., ser tnessir 





